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One Snip is worth 
a thousand words 


Put a little coil of insu- 
lated wire in front of your 
diagonal cutting plier dis- 
play board. Let your 
customers demonstrate for 
themselves how easily No. 
942 snips through wire, 
silk insulation, and all. 
This test will open their 
eyes. 


Advertising Index, Page 110 


Wale 


Founded 1855 


the Crescent Wrench.” 


Your hardware jobber has these tools. 


Originators of the Crescent Wrench 


CRESCENT TOOL COMPANY 


204 Harrison St. 


When a customer comes in for a pair of needle-nose or side- 
cutting pliers, a hack-saw, a cold chisel, a staple puller, pair 
of snips, or similar tool, you can now fill his needs with one 
of the tools in the Crescent-Smith & Hemenway line. You can 
say, “This tool is made and guaranteed by the originators of 





Three Dollars a Year 



























Jamestown, N. Y. 
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Crescent-Smith 
Pliers, 


six-inch 
of tools alone. 





display card featuring No. 942, 
& Hemenway Diagonal Cutting 
in blue and black with lock 

Hiolds three five-inch and three 

Sold to dealers at the price 


Editorial Index, Page 39 






























































FREDERICK KANSTEINER 
Hannibal, Mo. 


25-YEAR CLUB MEMBER 
HAS FINE RECORD 


After establishing his business in 
Philadelphia and the East, Henry 
Disston invaded the West with his 
Disston Saws. Up to that time saw 
users wanted foreign-made saws. 

One of the first dealers to appre- 
ciate the quality of Disston Saws 
was the father of Mr. Frederick 
Kansteiner, then in business in St. 
Louis. 

Ever since, for 68 years, the Kan- 
steiner Store has never been with- 
out its stock of Disstons. 

“It may interest you to know that 
in the 41 years I have sold Disston 
Saws I have had only two re- 
turned,” writes the present Mr. 
Kansteiner. 

He is an enthusiastic member of 
Disston’s 25-Year Club. 

Have you joined? Send in your 
application if your store has 
handled Disston Saws for 25 years. 
No expenses. We will send you a 
handsomely framed Certificate of 
Membership. 


COME TO THE SESQUI 





Disston urges every hardware 
man to visit the mammoth celebra- 
tion prepared by Philadelphia to 
commemorate the one hundred and 
fiftieth anniversary of our Inde- 
pendence. 






Night View on the Lagoon 
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HOW DISSTON HELPS 


YOU SELL SAWS 


New “Sell More Saws’’ Plan 
Brings Interested Prospects 
Into Your Store 








If every man in your locality 
knew about all the different saws— 
knew where to use them and when 
to use them—you would sell more 
saws. 

Saws, for instance, like back 
saws, compass saws, coping saws, 
hack saws and rip saws. 

The average man does not know 
that saws like these would save his 
time and help him do better work. 

Many men have one saw that 
they try to cut everything with. 


After a study of this problem, 
Disston developed a plan to educate 
men to use more saws. 

It requires practically no effort 
on your part, and it will sell more 
saws. 

First there is a complete trim for 
your window showing all the saws 
mentioned above. A card in the 
window asks people in to get the 
new free Disston Saw Chart. You 
give away the Charts. (We supply 
all you need.) 

The Chart educates people in the 
uses of saws around home. Many 
will realize that they have needed a 
saw like a back saw or a hack saw 
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all the time, but they didn’t know it. 

In addition, there are envelope 
stuffers for your mail and free elec- 
tros for circulars or newspaper ad- 
vertising—all inviting people to 
come to YOUR store for the Chart. 


Use this plan and sell more saws. 
Mail the coupon now. It is all free. 
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Here is the “Sell More Saws” Trim 


~ 





Henry Disston & Sons, Inc. 
Dept. 1, Philadelphia, U.S.A. 


Send me the “Sell More 
Saws” Trim. 

















PLASTERERS WANT THIS NEW 


FLEXIBLE, 





Disston No. 38—a new thin-blade 
finishing trowel with the special 
handle that fits the hand. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 


THIN BLADE TROWEL 


That’s the trend right now. 
Plasterers want a finishing trowel 
with a thin, flexible blade. 

But that blade must have 
unusual strength, toughness, and 
wearing qualities. 

Here is a steel-maker’s job—2 
job that calls for experience, for 
skill and equipment that take years 
to acquire. 

Disston steel-makers tested and 
experimented with steel for trowels 
—until they found the steel that 
they wanted. 

A steel that has all the qualities 
of flexibility with great strength 
and toughness. 

Stock the new No. 38 and 28 
Disston finishing trowels. 

Tell plasterers about the new 
blade of special Disston Steel that 
gives them just the features they 
want. 

Show them the 10 rivet mounting 
that cannot come loose from the 
blade. 

Let them try the handle of the 
No. 38, shaped to fit the hand. It 
is easier to work with. 

You can assure them that these 
trowels will outlast any others that 
they can buy. 
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Lukewarm Salesmen Will Never 


Wear Out Your Cash Register 


ROTHER, don’t let anyone tell you otherwise, it’s Enthusiasm 
that makes the wheels go ’round. 


Give the men who do the selling in your store something they can 
get enthusiastic about and watch them sell it. 


_ Have you ever noticed how much you like to sell certain articles and 


-what an unusual amount of pep and smoke you can put into your 


work? That’s Enthusiasm. That sells merchandise. 


No matter how hard he tries, a salesman can’t work up any more 
Enthusiasm over some articles than a Chinaman can over a knife and 
fork. 


On the other hand many items have that “certain something’— 
that spark that makes them easy to sell. In the movies they call it 
S.A.—Sex Appeal. 


In the Hardware Store Empire Levels have whatever it takes, or 
whatever you want to call it, that makes Enthusiasm and gets the 
business. 


Empire Levels are different, they have exclusive features, they are 
built right and they SHOW IT. 


If you want to see why Empire Levels are outselling any other 
Levels on the market watch the expression on your customer’s face 
when he takes hold of a bright new Empire Aluminum Level. And 
watch the pride in your salesman’s eye when he hands jt to him. Get 
the wrapping paper ready. 


Empire Levels are selling because they are easy to sell. 


EMPIRE LEVEL MEG. CO. 
Milwaukee, Wis. 
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On common ground 


THERE is just one common ground 
between you and your battery custom- 
ers—battery service. Battery buyers 
want the most for their money. You 
want to satisfy them and make them 
steady customers not only for bat- 
teries, but for everything else you sell. 

Your interests and 
those of your custom- 
ers meet completely 
when you standardize 
on Eveready Colum- 
bia Dry Batteries. 


Dry Ba 








Eveready Columbia Hot Shot Batteries contain 
5 or 6 cells in a neat, water-proof steel ca 


Popular uses include— 
ringing burglar 
protecting bank 
electric clocks 
calling Pullman 
firing blasts 


gas engine ignition 
doorbells 

buzzers 

heat regulators 

tractor ignition 
motor-boat ignition 
telephone and telegraph 
starting Fords 


outbuildings 
running toys 


EVEREADy 
COLUMBIA 





lighting tents and 


They give the user maximum service. 
They build good-will as well as profits 
for you. Eveready Columbia Dry Bat- 
teries bring you and your customers 
together on the common ground of 
mutual satisfaction and profit. Order 


from your jobber. 
Manufactured and guaranteed by 
NATIONAL CARBON 


COMPANY, INC. 
NewYork San Francisco 
Chicago 


Atlanta Kansas City 


Canadian National Carbon Co., 
Limited, Toronto, Ontario 


tteries 


-they last longer 


ne CELL 


RADIO. IGNITION 


INSPECTED 
TESTED 
RELIABLE 


4, 
se. 


alarms 
vaults 


porters 





1%, volts 
Fahnestock spring clip binding 
posts on the Eveready Colum- 
bia Ignitor at no extra cost. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 20 
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Abentiesdl : a 


1 — ss Nos. 232~ 235 


| F Will not rust. 
2. Light in weight. 
< 7 Truss construction is strong and stiff. 


oe Tops and bottoms milled and ground 
parallel. 


2. Six proved glasses so arranged that 
one or more is always available to 


plumb or level. 


6. Glasses protected from dirt and break- 
age. Broken ones can be replaced by 
the mechanic himself. 








ODAY carpenters and masons 

want to lighten their tool kits. a on 7 
That’s why they are especially in- —— — 0 
terested in aluminum tools. LS — 

Stanley Aluminum Levels meet 
this requirement. In addition, the 
features of non-rusting and dura- 
ble construction make them thor- 
oughly reliable tools. 


Stanley Aluminum Level No. 235 
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| Stanley makes a complete line of wood- 
working tools in keeping with the high 
quality of Stanley Planes. 


Y , 4) 
THE STANLEY RULE AND LEVEL PLANT / S Lh bah intel Lien | 


NEW BRITAIN, CONNECTICUT d 
3 heomeef’ STANLEY J== 


New York Chicago San Francisco Los Angeles Seattle 
(Sw) — 


STANLEY TOOLS 
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In Industry~on the 

Farm~in the Works 

in the Home ~ Everywhere’ 
ORE and more files stamped 


M with the NICHOLSON File 
Company Trade Marks are bought’ - 
and used. 


They stand 100% for—high quality 
file steel, skilled workmanship, sharp 
teeth, scientifically tempered, and 
rigid testing. 














No wonder they enjoy such tremendous 
distribution, in fact, over 90% of all the files 
sold in the hardware stores are brands made 
by the Nicholson File Company. 


Confidence in NICHOLSON Brand Files 
means increased file sales plus quicker turn- 
over and more profit to you. 


NICHOLSON FILE Co. 
Providence, R.1., U.S.A. 





September 16, 1926 





HARDWARE AGE 








or y 
Suc, 
Co Rein Sore; 
Ty 





Year ‘Round Profits From 


Made and 
Stretches 
Like Farm 
Fence 














U. §. Poultry Fence 


U. S. Poultry Fence really knows no selling season. Because of its 
wide variety of uses it is in demand the year ’round. 

U. S. Poultry Fence is as versatile as it is unique. It alone fulfills 
every requirement and meets every demand be it for poultry parks, 
tennis courts, stucco reinforcement or the score or more of other uses 
to which it can be put. 

Every day brings new uses for this superior netting. The dealer 
who discovers these varied avenues of distribution and recommends U. S. 
realizes profits accordingly. 

Below are a few of the many uses for U. S. Poultry Fence. You 
may know of many others. 


Poultry Parks Tree Guards 
Pigeon Pens Vine Trellises 
Rabbit Hutches "Tennis Courts 
Animal Cages Baseball Backstops 
Dog Kennels Factory Partitions 
Flower Bed Guards Machinery Guards 


Stucco Reinforcemént 


Representative jobbers all over the country maintain complete stocks. If 
you do not know the U.S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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D. MAYDOLE 
| | Made in US. A. 







=? 
| 








Your customers look for the 





That’s all a man that’s proud of his tools needs to say about his hammer. famous “'D, Maydole’’ stamped 
And that’s all you need to say to sell him and hundreds like him. a 
Tool users appreciate the fact that Maydole Hammers are made by an Nail Hammer 
organization that has devoted itself exclusively to fashioning the finest ee ig 
hammers that press-forged tool steel, clear, second-growth, air-dried hickory Automobile Hammer 
and the accumulated skill and experience of three generations can produce. | gt Tee 
The Maydole reputation is a very distinct asset to your tool department. Saslacer’s Hammer 
Your jobber has all styles and assortments of Maydole Hammers. Get in Peiemaiats mammner 
touch with him and write us for Catalog, and Pocket Handbook 23 C. Gricklayer's Hammer. ete.. ete. 
The David Maydole Hammer Co. 
Norwich, New York 192 














Maydole Hammers / 
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HAMMER 


Gd, the Jruck Driver 
would be tickled to 
have this new one. 


Nothing lah-de-dah about it. A 
real tool with hair on its chest! 
Measures 814” from tip to tip. 
Made for a big hand and a big job. 

And note the hammer. As long 
as huskies carry pliers they'll 
pound with them. We've given 
them a real hammer to do the job. 

These pliers are made of spe- 
cially hardened alloy steel. They 
will cut tempered steel wire. Milled 
jaws, tenacious pipe grip, extra 
sturdy joint and long handles for 
extra leverage. 


Order now and put them where they 
can be seen by Ed and Tom and Bill and 
all the other “heavy guys” in town! 


4 Bernard Slip Joint 
Pliers Make a FULL LINE 


We have three more slip-joint pliers: 5 and 
6 inch sizes to retail at 50c and a nickel-plated 
6 inch size with jaws beveled on one side, at 
$1.00 retail. All of tempered alloy steel. These 
and the big boy just described will meet all 
your slip-joint requirements. Include them in 
your order. 


BERNARD 


TRADE MARK REG. 


PCIERS 


The Wm. Schollhorn Co., Dept. H, New Haven, Conn. 


$1.00 


Retail 
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PERFECT 
TEMPER 





The best known 


and known as 


THE BEST 


FECT AXF 
FL 7 ed 
MAY 7'"& APRIL 291889 S} 


KELLY AXE MFG CO 8 


CHARLESTONWYVA | 
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The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 


September 16, 


1926 
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Hunter's 
Hatchet 























Screw 
Driver 
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Concentrate Your 
Purchases 


Does not this presentation of our most 
popular lines suggest the desirability of con- 
centrating your purchases on PEXTO prod- 
ucts? Each line is complete. 


Knowledge and experience of over 100 
years of tool making is built into each and 
every PEXTO product. They are distinctive. 
Their possession spells satisfaction to the 


OWNnerTS. 


Quality of material and workmanship is of para- 
mount importance to us and the PEXTO TRADE- 


MARK on the tools you buy is significant. Insist 
upon having PEXTO TOOLS; accept no substitute. 


The Peck, Stow & Wilcox Company 
Southington, Conn., U. S. A. 


Worth 
White 
Tools 
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Pliers 














No.8010D 


Samson 
Brace 














No.1 





i Pipe 
Wrench 














1819 





Or asinal 
Snip 

















Hammer 

















No.11B 





Chisel 
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AMERICAN 
SCREW 
COMPANY 





Greatest 
Assortment 





Wood Screws 
Machine Screws 


Tire Bolts 
Stove Bolts 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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SARGENT HARDWARE 
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SARGENT Door Closers are up 
and working in a third of the 
usual time. A carpenter tells us 
that his men can actually apply 
three Sargent Door Closers to 
one of other makes. All because 
of the clear diagram with each. 

You can see right off what a 
selling advantage this fact gives 
you. Whether you're talking to 
carpenters or the folks that want 
them for their doors. Even if a 
man is not going to attach the 
closer himself—though he can 
with a minimum of effort—he 
certainly is going to be interested 
in this time-saving and mistake- 
preventing feature. He quickly 
sees that he’ll save in labor cost 
and that the closer will work just 
as it should right from the start. 


That easy installation point, 


Three times 


as easy 








to install 


The installation diagram 
packed with each speeds. 
Sargent Door Closer sales 


however, is only an opening 
wedge. There's the rugged, ex- 
pertly constructed mechanism 
that operates doors in stores, 
office buildings, etc., smoothly, 
day in and day out for years. 
Sargent Door Closers have a 
reputation for dependability. 
You can sell them with assurance 
that every buyer will be perfectly 
satisfied. 


Feature Sargent Door Closers. 
Include the Sargent “520”—the 
handy smaller closer which is in 
great demand for the light doors 
of homes. Home-owners have 
seen them advertised in The 
Saturday Evening Post. Write 
for full information and prices 
today. Ask also for our Co- 
operative Advertising Service 
Booklet. 


SARGENT & COMPANY, Hardware Manufacturers 
NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Turn to the Myers Line of Pumps and Water 


Systems for More Pump Business 


_ The completeness of the Myers Line of Well, House and Cistern Pumps, Pump 
Stands, Tank Pumps and Cylinders is a distinct trade asset. Many a customer has 
his own ideas as to what he desires in the way of a pump. Others are not so well 
informed and must rely on the dealer to recommend a pump to fit their particular 
needs. Regardless of the demand, whether it be a discriminating buyer or one who 
is not so particular, there is a dependable Myers Pump that will meet the require- 
ments satisfactorily. 

And now that power pumps and water systems have come into general favor and 
are being used more and more every day, there is no question but that Myers Self- 

7 Oiling Power Pumps and Water Systems will inject 

new life into your pump sales. Nowhere will there be 
found a line more complete, practical or satisfactory 
than the Myers. There are styles and sizes for every 
service. Two hundred to ten thousand gallons per 
hour is the capacity range. This in itself permits of 
almost unlimited sales activities, but there are other 
important factors which enter into the successful sale 
and distribution of Myers Self-Oiling Power Pumps. 
Such features as positive self-lu- 
Coe. brication, housed working parts, 
improved method of power appli- 
cation, high speed against heavy 
pressure and extra large valves 
are trade accelerators that bring 
prestige to Myers dealers. 

Give us an opportunity to send 
you a copy of our new catalog. 
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THE F. E. MYERS & BRO. CO. 


Ashland, Ohio 
cuccr wave Ashland Pump and Hay Tool Works 
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Hangs Straight without Top or Bottom Support 


This beautiful fence saves labor in erecting as it requires no 
rail support at top or bottom. 

The strain of tightening it does not change the dimensions in 
height or length, due to its rigid reinforcements. It hangs per- 
fectly straight from post to post and stays permanently tight. 
Made of OPEN HEARTH STEEL from start to finish by 
our own workmen. 


WICKWIRE BROTHERS 
NEW FORM POULTRY FENCE 


is Galvanized before or after weaving. We recommend the 
latter because of its greater durability and rust-proof qualities. 
Put up in bales of 150 lineal feet in 2 in. and 1 in. mesh in 
6 in. widths from 12 to 72 ins. 
















Backed by a reputation for uniform quality that has character- 
ized WICKWIRE BROTHERS products for more than 50 


years, 








Your Jobber will supply you. 
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Bissell’s Fall-Xmas Offer 


Fiftieth Anniversary Year 
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BISSELLS 














The Double Purpose Anniversary Display 
In Five Colors and Gold 


This black and white illustration gives only a general idea of shape and 
design, but to try and describe the rich coloring is like attempting to de- 
scribe a flavor. The predominant color of the large panel is a 
lustrous ultra marine blue with the details in a darker blue, gold, black 
and two shades of a wine red all set off with a smart gold and black border. 
The sweeper stand portion is in black and gold. With the decorative 
panel the ‘‘Double Purpose” Anniversary Display is 29 in. wide and 39% in 
high. The sweeper stand alone occupies a space only 13x15 in. and is 28 in. 
high, all made of substantial 100 point fibreboard. 


To help you sell more sweepers as 
well as to commemorate the fiftieth 
year of Bissell usefulness, we offer 
the “double purpose’’ Anniversary 
Display, a striking combination of a 
very handsome decorative back- 
ground panel in five colors and gold, 
with unique and practical arrange- 
ment for the display of two carpet 
sweepers. 


The “double purpose’’ Anniversary 
Display is furnished gratis upon re- 
quest to merchants whosell Bissell 
sweepers and will use it to our mu- 
tual advantage. After it has served 
its purpose in the complete form, the 
background panel can be removed 
leaving a combined two sweeper dis- 
play stand in black and gold for per- 
manent use around the store. 


Write for the display itself, or the 
Fall-Xmas announcement which 
shows it in color and gives detail of 
newspaper cut and picture show 
slide service. 


Bissell carpet Sweepers are year 
round staples which always enjoy 
increased sales during the Fall and 
Holiday season. To give service and 
maintain sales volume this is an ex- 
cellent time to see that your sweep- 
er stock is in good shape. 


New York Office BISSELL CARPET SWEEPER CO. ican 
ane Rupert Sept. 256 Erie Street. GRAND RAPIDS, MICHIGAN. the big value toy line, 


46 West Broadway 
New York, N. Y. 








Oldest and Largest Sweeper Manufacturers 


four attractive patterns. 
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LACQUER ENAMEL 


An POM iA ER woodwork icine 
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Copyright 19260, P&L 
















From a painting by Cushman Par] 


HERE is quick 





Ma guaranteed to give you satis- 

Lacquer Enamel. T WI. Varnish Products. 

dries almost omediall ade 1n fourteen rich enamel col- 
it can be handled! The wish boi : pemee|low, Light Blue, Rich Blue, 
furniture almost becomes an agus ~— an ay, Light Olive, Light Green, 
“61’’ Lacquer Enamel availab de ory, White, Black; also Clear. 
to dry or wondering. where to | OO dete mi’? Lacguer ENAMEL 
harm while it is drying! paves) 

Furniture, woodwork, linolet you? ar 

are all made new by a touch of tl 
lacquer. It flows on freely and d ein a 
durable luster. It willnotcrack, chiporpeel {2°=— 





cking and mailing cost and we will 

mit can of any color of **61’’ Lacquer Enamel 
mociect trom the above list. Only one free can to any one person. 
Pratt & Lambert Varnish Products are used by painters, 
specified by architects, and sold by the better paint and 
hardware dealers everywhere. 





Pratt & LamBert-Inc., 114 Tonawanda St., Buffalo, N.Y. Canadian Address: 20 Courtwright St., Bridgeburg, Ont. 


PRATT & IAM BERT VARNISH PRODUCIS 








rot oe 


\ 'B1" FLoor VARNISH 


The transparent floor finish in clear and 

colors, which stands the“*hammer test.” | 

You may dent the wood but the varnish 
won'tcrack. For nearly forty years it has 
withstood the utmost in foot traffic on floors. 
The world walks on **61” Floor Varnish. 
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She GIANT ~ 


makes the Nesco line 
the complete line of 
oil heaters: +--+: - 


HE new Nesco Giant Model with five 
quart oil fount and 15 inch wick has 
close to double the heating capacity of 

the ordinary size oil heater. It sells at a 

reasonable price with a much greater profit 

per sale for you. It rounds out the Nesco 
line and permits you to meet the individual 
requirements of every customer. Whether 
the demand be for regular size heaters, 
giant size, with or without floor pan, there’s 
a Nesco to fit the need. 


Now advertised in The 
Saturday Evening Post 


In September a full page advertisement in 
The Saturday Evening Post will tell millions 
of readers all over the country about Nesco 
Perfect Oil Heaters. Other advertising will 
follow in the same publication. 


Order from your jobber now and be prepared to 
supply the increased demand that will be created. 


NATIONAL ENAMELING & STAMPING CO., Inc. 


Executive Offices: 528 First Wisconsin National 
Bank Building — Milwaukee, Wisconsin 


Factories and Branches: St. Louis, Mey, ~ City, Ill., New York, 
Milwaukee, Baltimore, Chicago, New Orleans, Philadelphia 


NESCO 


Perfect Oi —" 




































‘Nesco Perfect Oil 
Heaters in most 
sizes and types can 
now be furnished 
with floor pans 


when specified. 











44 ee 
ere Saal 
Mae a ae 





~e 


rt te Ol Tet he eee 
ade Oe OY 


a 


: 


oe ote a att 


emg 
= , 


ee ee pt orphan? 


NEW PATTERN 
in 


. -1847 ROGERS BROS: 


SILVERPLATWE 


OF INTERNATIONAL SILVER CO. 


By 
fi! 
i. 
' 


AS ea 


» 


a 


» 


. G 


ee aR ee a Re gee 


tek ance Write Acieiatita es 











<i 


a 




















a <>: =] ace 
nS ES 
—— ee 





atl ia 
ne 








Se tices 
> , = 7 
——~ _ sen aee> >>? 
eal — ~~ sa? . 
— — =e 2 2 
—— od La 
** .5 3s oes3 77" 


E 


S BROS: 


ROGER 
SILVERKPLAT 


1Z 
Zz 
aA 
1) 
- 
fe 
< 
| Os 
3 
63) 








A N 


-1847 





Ltt as > 
a ae p ~~" - 
oss Lar es! 
> . pyr fod) +> *. 
a? . . 7 i hd ni * " a , ~ : 
ey 5 oe me y " ive 7) Ss 9 - 2 oan ae 4 ‘oy a i Wine 4 ‘ " 4 ; > 
. 4 7 ‘ $ 4 gy 4 , on a E ae - , See pe HE « ad 3 ‘ oe lh tat : . ee. 5: - A x 
° . <5, i rh tee a ‘aie ~" Wid By ‘ *\ > vs ak - 7G. . Ae > on y > cs - AJ - *. . Z; ’ ‘ a ¥e ty, 
Wa: hy . af * 1 thee ay f a " ‘ wm . 4 . ‘ 4 | we , a A Kore Sa. a Ron . . + Ri " 
NS tA . 4 a . a. \ a . o ‘ & ae ; 4 J ‘ 7 . ce eu uF : . 1 dual +s < 4 a 
: ¥ ite p a ” : s * id * - * roy * — ss . ‘ P] s » ’ a , -_. 8 . 
ay p ¢ ms as ra 4 o" % a? . y : . x 
yy . oe a os as Vo eX a” Swe ot ge : ; “t ; ~ se * =* We. r ; 
_ r¢ ‘ 3 ew f S é a * fiat " Bit on e 4 af . Mm " re . ava x > 
tar Mah Ca? tok 7 ‘Sui , " I > , / = if ‘ 
* Pin wi! 3 oo . - . _ ¥ 4 


5 ‘ read 
cto Se cet 


“ : ye 
eee eee 
tthe ae “ay pyr 
, od Aa ae aN Pate ; 
me Wd ek 








‘s 
Ri 





ats 








ee Fee eee ee ee) eee ee hee | ee 











NEW PATTERN IN 
ROGERS BROS: 
SILVERPLATE 
Or FF FIT TIS SS R_ Le SOOO ODI OINID 








—_s 


- 


~ 
Ane 


a 


ee eee 


eae oe 


= - 





* 


Se RRNN thnate Aah ache gant tease Rg RS RNa 


= 


rrival wv the 
ARGOS Y 


‘For I dipt into the future far as 
human eye could see, 


4 * hid 
PVRS 


a BE 
f 
Se Re at Oe PD Se 


‘ , a oP > 4 a “—" _ = 


Saw the vision of the world, and 
all the wonder that would be; 


Saw the heavens fill with commerce, 
ARGOSTIES of magic sails, 
Pilots of the purple twilight, dropping 


,s 


down with costly bales. 


. Tennyson’s LOCKSLEY HALL 


VIVID and beautiful presentation of 
the ARGOSY pattern will be made in 
national magazines this Fall. Also dealers 
will be abundantly supplied with selling 
helps to put over in a notable way this 
truly classic pattern. Window and counter 
cards, display material and newspaper 
clectrotypes on the ARGOSY pattern are 
available. . . .-. Address Sales Promotion 
Department, INTERNATIONAL SILVER 
The ARGOSY pattern Bag COMPANY, Meriden, Conn. 
may be had in both flat- —e 
fap = ‘1847 ROGERS BROS: 
assortments of knives with aa SILVER PLATE 
stainless steel blades, fork: 
and spoons with tea and 
dinner sets to match. 
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THE POPULATION 
ARE HOUSEWIVES 


Each one needs a 


THE TRADE MARK KNOWN IN EVERY HOME 


LANDERS, FRARY E& CLARK, NEW BRITAIN, CONN. 


Foon (HopPER 


The UNIVERSAL is the original Chopper—all 
others are imitations. It’s the only shear cutting, 
self-sharpening and self-cleaning Chopper on 
the market. 












That’s why it’s still the best and out- 


sells all others, many times over. 


For Increased Sales Tie-In with the Bis 1926 
UNIVERSAL Chopper Campaign—it includes 


LANDERS, FRARY & CLARK 
New Britain, Conn. 


Gentlemen :— 

I want to sell more Food Choppers. 
Please send me complete information 
on your 1926 Campaign to increase 
Sales. 


on 
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25,482,604 National Advertisements 
Special Package Price to Dealers 


Cash Prizes for Window Displays 


48 Prizes to Consumers (one in each state). 


Free Window Displays 


Consumer Leaflets, etc. 


Mail Coupon for Information 
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“Turn the thumb-piece 
and the top is off’’ 
















! Build Business on 


ade. | Satisfied Trade 


The longer the housewife uses the Blue Streak. 

















, al allie ie ieaien dae This master size Blue Streak 
Can Opening Machine is a 


housewife she need no Household Can Opening Machine, the more real economy in any kitchen. 


longer risk cut fingers and 
dangerous infection when 


opening cans pleased she is with the way it serves her. She 





tells her friends of this satisfaction. That is why 
dealers who build business by pleasing their 
customers stock this original 100% can opener. 


CO Vee ve 


: Solid brass bushings on revolving parts; A feature—the Blue Streak Household 
blade of same quality as on $2 and $5 Can Opening Machine is equipped with 
: can opening machines. a bottle-opener. 
Fully guaranteed—indorsed by the Pris- Nationally advertised as part of the 
cilla Proving Plant and Good House- famous Blue Line of Kitchen Products 
keeping Institute. in the best household magazines. 


|’ Come individually packed in dozen ‘\ 
-” 


t-* 


! lots in a handsome display carton J 


THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONNECTICUT 
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The Real Meaning of the 






























Co., (formerly Sidney Shepard 


has caused widespread interest. 


tell you the rest. 


SAVORY, Inc. Burrato 


Enamelers Since 1904 






‘Be Sure It’s SAVORY 
—and You’re Certain 
of QUALITY.” 









Co.) one of the oldest manufactur- 
ers of kitchen ware in the country, 
has started marketing its products 
under the name SAVORY, Inc., 
But that is only part of the 
story. The news that this pioneer manufacturer has brought out 


Details will be presented later. 
sentatives will reach every channel of the trade as 
soon as possible. "Meanwhile you will be money 
in pocket to have all the information you can. Send 
the coupon today for all that the mails can bring 
you. The SAVORY Man, 








AVORY 


Announcemen 


Fit wore in the housefurnishing trade realizes that there 





is more than the usual significance behind the recent 
SAVORY announcement. The 
fact that ‘The Republic Metalware 





A Complete New Line of 
White Enameled Kitchen Ware 
of Distinctively Better Quality 


is everywhere causing a readjustment of buying plans, seiling 
plans — profit p/ans. Now comes the additional information 
that this momentous step will be backed with a consumer 
advertising campaign of huge proportions —— a campaign that 
will carry the story of SAVORY quality to city and country 
kitchens alike, in every part of the land. And still there is 
«more to come” of vital interest to the entire trade! 


SAVORY’S repre- 


when he calls, will 


* CHicaco + New York 


Owned and EE THE REPUBLIC METALU' ARE CO. 
Distributors of Sheet Metals. Formerly Sidney Shepard & Co 


Founded 18 36 


SAVOR we ) we Dept. AW 
90 Alabama St., Buffalo, N. Y. 


Send information on the new SA\ ORY 


line to 


Firm — 


\ddress 


Signed by 
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ALL Car Owners Buy Hardware 


THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 





Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 
of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


RDWARE AGE 








a nena 
Leo 
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There is a dependable Sash Cond 


You can identify it by means 
of the Colored Spots 


E-HANGING the windows should be 

a task for the next generation. For if 

they are hung with dependable sash 

cord, the job is done for at least twenty years. 


What is ‘cheap sash cord”? The less it costs 
you the more it will cost somebody else. One 
of the favorite methods 


Cord does not stretch when the weights are 
hung. It certainly means a talking point in 
selling the house, for Samson Spot Cord is 
easily identified by the colored spots, our 
trade-mark, and has been known as the best 
cord for nearly forty years. 


It is made of fine cotton 





employed to cheapen 
sash cord is to use poor 
cotton yarn _ braided 
over a large centre core, 
made of short staple, 
soft yarn, heavily sized 
with parafin, clay, 
paste, or other adulter- | 
ant. | 


A cord constructed in 
this manner may look all 
tight from the outside, 
but it is practically use- | 
less for any purpose. It || 
is not really strong. It | 
is seldom flexible. It 


own mills. 


tion. 








(Trade Mark Reg. U. S. Pat. Off.) 


OU can identify Samson Spot 
Cord by the colored spots. 
| They are our trade-mark, and 
indicate our best product, made no “seconds.” 
from fine cotton yarn spun in our 


We guarantee Samson Spot Sash 
Cord to be free from all imperfec- 


|} yarn, spun in our own 
| = mills. It contains no 
loading, no adulteration, 
It is firmly and evenly 
braided, smoothly fin- 
| ished, and guaranteed 
| free from  imperfec- 
tions. And it’s all first 
quality cord—there are 





A Business 
Builder for 


Dealers 














will not remain smooth. 

It soon becomes lumpy, and often stretches 
so much immediately after the windows are 
hung that the job has to be done over again. 
Furthermore, some adulterated cords have 
been found to breed vermin. 


The chief expense in hanging windows is 
labor; the cord doesn’t cost much. A few 
cents more for each window will mean years 
of satisfactory service. It may mean a big 
saving for the contractor, since Samson Spot 


— —| Samson Spot Sash Cord 


makes friends —for it- 
self and for the dealers who feature it. It 
is a business builder because it gives satisfac- 
tion. When a customer asks you for “‘cheap,” 
sash cord, show him some cheap sash cord. 
Let him also examine a hank of Samson 
Spot. Have him ravel the end and look 
at the center—examine the strands—test 
the strength of the yarn. ‘Figure the differ- 
ence in first cost in terms of labor and material 
for renewals over a twenty-year period. 


We also make the Phoenix, a reliable cord at a moderate 
price. It is made of good cotton yarn, firmly and evenly 
braided and free from adulteration. 


Let us send you our catalog, and samples, showing the com- 





88 BROAD STREET 


TRADE 





Mate by ping» We make braided cord tn ail clos ses and 
SAMSON CORDAGE WORKS 


‘% BOSTON, MASs. 
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CAMS 


Dependable Service 
CAMS 


A Good Tire for 
Every Need , 





HERE is no reason why a hardware dealer should Ciscount 
_ himself as a tire merchant. His tire business should be just as 
profitable and important as any department of his store. 


The essential thing is to pick the right line of tires—tires that 
have a reputation, that are dependable, that can be sold at com- 
petitive prices and give the dealer a good profit. 

Such a line is the Hartford Line of Tires and Tubes—the ideal 
line for the progressive hardware dealer. 

There is a Hartford Tire and Tube of assured quality to fit exactly, 
the needs of every car owner in your community. 

Strict manufacturing economy and efficient low-cost distribution 
through the leading hardware jobbers—bring Hartford Tires and 
Tubes to the dealer at prices which allow a substantial margin of 
profit for him. 

There is a Hartford Distributor near you. Write us for his name. 


HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 





— 
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How to make 2 extra sales 
to every customer who 
enters your store 


HIS fall, Sapolin No. 66 Gloss Black Stove 
Pipe Enamel is one product every house, 
garage, every apartment, needs. 


All summer, stove pipes, gas ranges, furnace 
fronts and pipes, registers and gratings, auto- 
mobile fenders, and all metal surfaces (outdoors 
and in) have been rusting—moisture has done 
its deadly work. Rust is everywhere. 


Your quickest, most profitable way to get 
started is to put in the now famous Sapolin 
assortment :-— 


“One No. 66 Stove Pipe Enamel 


99 
Assortment 
Dealers’ Cost 
Dozen Size Contents Retails at (Doz.) 
4 15 \% pt. 1Se. each $1.10 
6 25 3% pt. 25e. each 1.80 
3 40 a4 pt. 40c. each 2.90 





Every customer who comes in your 
store has a dozen places around his | ppp, 
home that are ugly with rust—that 
need new beauty—new protection. 


No matter what else he buys—it’s easy 


to make 2 extra-sales to him—to sell ve 


him at least one can of Sapolin Stove Gildings 
Varnishes 
Bronze Powders 
Bronzing Liquids 


Pipe Enamel and a brush (out of 
stock) to go with it. 


Sapolin Stove Pipe Enamel is one of 





SAPOLIN 


Specialties 


Decorative Enamels 


Weight (including display), approximately 100 Ibs. 
Carefully packed. 


This special assortment costs $23.90 
and you sell it for $39.60. You make a 
clean $15.70. We ship with the assort- 
ment a time-tested successful window 
display, snipes, and placards—ready 
to go to work for you. Order through 
your jobber or direct. Ask also for a 








the best year ‘round sellers, especially 

fine in the fall because of its gloss finish, its 
dense blackness, its quick drying, and its ability 
to resist high temperatures. 





| @ 


pAPOLIN, 


STOVE PIPE 
MEL 













SAPOLIN 


STOVE PIPE 
ENAMEL 


-supreme for all 
metal surfaces 


copy of The SAPOLIN BUYERS’ 
GUIDE, which tells how Sapolin makes money 
for the dealer. Sapolin Co., Inc., Dept. E-1, 229 
East 42nd Street, New York City. 
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“ACCO” 





CHAI 


WELDLESS COIL 


“Right off the Reel” 


Tenso Pattern 








**Tenso’”’ 
**Lock Link’’ 


““Niagara”’ 





Acco Weldiess Coil Chains are fast selling staples and should be 
an important item in every progressive hardware store. Suggest 
it for every use where it fills the need better than cordage. Cut 
off the exact length required from the convenient Acco Reels or 
sell in cartons containing exactly one hundred feet. Tenso, Lock 
Link and Niagara Patterns are all supplied in sizes No. 7 to 7/0 
in all standard finishes. 


> , » - 
> 
- 


Acco No. 8 Sash Chain 


Full size cut of No. 8 Acco 


‘Just open the top 
and reel out the 
chain.” 


The Tenso is in universal demand for porch swings and for gen- 
eral manufacturing and agricultural purposes. he Lock Link 
is a good comand purpose chain which lies flat and smooth, 
adapting it .o service on light conveyors, rolling shutters, fold- 
ing doors, etc. The Niagara has the square kno:—wires will 
break before the knot will. Also furnished complete with attach- 
ments in Halters, Dog Chains, Cow Ties, Tie Outs, Swing 
Chains, etc. 


September 16, 1926 
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Acco No. 8 Sash or Round Cord Pulley Chain fills the need 
for a better window suspension. It will not fray, rot, kink 
or break and it will operate more freely than cord over any 
sash pulley. Costs less per opening than cord—easier to 
install—no renewal required. Suggest Acco No. 8 Sash 
Chain to contractors—helps them sell, as home owners see 
advantages instantly. Packed in linen bags containing 100 
feet of chain with 56 attachments. Send for free sample 
of sash chain and pulley. 


Acco Sash Chain is also made in larger sizes for heavier 

sash. It is standard equipment in most of the modern “sky- 

scrapers.” The list of offices, hotels and apartments 
equipped with it constitutes a “Blue Book of Build- 
ines.” It is in more modern construction than any 
other make of chain. 


Dominion Chain Company, 





Boston New York Philadelphia 


CHAIN COMPANY. inc 
wm bussiness 


for your salety 








World’sa Largest Manufacturers of Welded and Weldless Choina for a 
ortes 


Access 


ot #F 
* 


Pittsburgh 


Niagara Falls, Ontario 
District Sales Offices 


Chicago 





, —_. | “* 
Cut shows 
how the 
Fixture 
(hook) 


is used for 
installing 
chain in sash. 


AMERICAN CHAIN COMPANY, Inc. Bridgeport, Conn. 


In Canada: 


San Francisco 


ll Purposea and Makers of the Famous WEED Automobile 
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The Creed 








E BELIEVE that business is not an abstract 
thing. We believe that business is nothing 
more under the sun than‘an aggregation of Human 
Beings banded together in their efforts for a definite 
purpose. 
And so business is subject to those same reactions, 
those same emotions and temperaments to which 
human beings are subject. We have tried to human- 
ize our business relations—to develop friendships— 
and thus build our own and our Customer’s business 
on the firm foundation of Confidence. 
We are conscious of the tremendous obligations in- 
volved in such a relationship. 
One cannot knowingly prostitute the sacred bond of 
friendship nor the resulting mutual confidence re- 
posed in friends. 
Every phrase—every element of? friendship relation- 
ship must take into consideration. 
And so.Horton Washers and Ironers must as good 
as we are humanly capable of making them in order 
that we may keep faith with our friends. 


HORTON MANUFACTURING COMPANY 














Actuated By This 
Spirit 
It is a pleasure to announce the new Horton Automatic 


Ironer—Gas and Electric Heat. 


Graceful in design—sturdy—a marvel of efficiency and a 
revelation of simplicity and ease of operation. 


Words are inadequate to fully describe its dominating su- 
premacy. 

We will gladly send literature fully describing this latest and 
perhaps greatest of Horton creations which experts have 
pronounced above criticism. 





THE COMPLETE HORTON LINE 
HORTON NO. 33 


HORTON AUTOMATIC 
IRONER—30 inch Roll HORTON NO. 40 HORTON NO. 34 Wood Tub Electric Agitator 
Gas and Electric Heat Three Cup Suction Washer Submerged Agitator Washer W asher 
HORTON NO. 33-P HORTON NO. 30 HORTON NO. 22 HORTON NO. 23 HORTON NO. 35 
Wood Tub Power Washer Peerless Water Motor Miracle Hand Power Motor HighSpeed Hand Single Cup Vacuum Handle 
W asher W asher Power Washer Power Washer 


HORTON MANUFACTURING CO. 


1014 Fry Street - . Fort Wayne, Indiana 
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—or do you select the Washing Machine you 
sell by actual competitive test? 


HREE prominent washing machine men recently visited the 
big Haag factory to make some suggestions. They thought 
they wanted a square tub, for instance, and several other well 
known features. But they were guessing, as they later admitted. 


By actual competitive demonstration of the Haag Vortex, these 
men convinced themselves, point by point, right in the Haag fac- 
tory, that the washing action of the Haag Vortex could not be 
materially improved upon. 


Should you make this same test you would prove to yourself 
beyond dispute—as they did—that: 


“The 
HAAG 













RTEX 


1. The Haag Vortex does not tangle clothing, but other types of agitators 
do tangle. 

2. In other agitator washers, the whole load of clothing has a tendency to 
bunch around the center post where there is little washing action, while in 
the Haag Vortex the clothes are kept turning freely at the outer edge of the 
tub where the water action is greatest. The Vortex, therefore, must obviously 
wash faster and more thoroughly than the others. 


3. A round tub develops a far more uniform and consistent cleansing 
action than a square tub because any kind of corners in the tub, by actual 
test, get less water action. 

4. No washer made has larger hourly capacity than the Haag Vortex. 

5. The load of clothing which badly strains the motor of other well known 
makes of washers is handled silently and easily by the Haag Vortex run- 
ning at the same speed. 


6. Only in the Haag Vortex is the agitator positively locked down so that it 
cannot climb. In other agitator washers—unless the tub is filled to the water 
line—the agitator is likely to climb out of place and later drop back on 
garments. 


| ) Y The Haag Vortex does sell more easily because, honestly, it does 


better work. 
we 
BEST BY ACTUAI EST Let us send you our booklet,‘ Differences That Mean Dollars to You.” You will find in 


it not only a complete and vivid description of Haag Washers, but general information 
also which will be of real value to you. Drop us a post card asking for “Differences.” 


HAAG BROS CO. Leoria, Ill. 
























pe LS Sa) eee, ee aie 

















September 16, 1926 HARDWARE AGE 








Price, 

Product } 

and Pledge! 
—Read this Story 


ee Y WHERE Mohawk is creating a sensation. Letters 
and wires are pouring in from jobbers and dealers 

as they receive their first shipments of the newest 
Mohawk line, messages of praise, enthusiasm, assuring 
co-operation that only great merchandise could inspire... 
For 1926-1927 Mohawk has achieved an amazing one dial 
set at an amazing price, and incorporated it in beautiful 
consoles at prices just as amazing. And back of it all, 
Mohawk has placed a pledge of co-operation, expressed 
in its sales contract, that assures success to all... Write 
or wire today for full description of product and pledge 
—the prices are here, at the right. 


Mohawk Corporation of Illinois 
Established 1920—Independently Organized in 1924 


2220 Diversey, at Logan Boulevard, Chicago 














PONTIAC~—(Above) Shilded. Bur! 
walnut, drop front. 

Built-in loud speaker. $ 

46 ins. high. List price 
SENECA—Mohawk one-dial, six-tube 


shielded radio set in 
walnut drawer. List $5 7 50 


price « «© © © @ « 


CHEROKEE~—Shielded. Rich walnut 
hand rubbed piano finish. Full piano- 


hinged. 1034 ins. high, 134 
ins. deep, 1542 ins. long. $65 


Bip mwelee « coc eo 6 es 
WINONA-Shielded. Rich 
walnut. 24 inches ions. $ 
List peie®s «© © eo eo oe 


CHIPPEWA-—Shielded. Rich walnut, 


two-toned. Built-in 
loud speaker. List $ 
OGiee « «© eo eo ee 


GENEVA-—Shielded. Front full burl 


walnut, inlaid. Loud 

speaker builtinto dome, $ 

44 ins. high. List price 
POCAHONTAS~Shielded. Burl wal- 
nut inlaid. Builte-im loud speaker with 


5-foot horn. 45% in- 
ches high. List $ 
ae » .¢ « 6 6 -<« 


Prices west of the Rockies slightly 
higher. Canadian prices 40% higher. 


Mohawk Corporation 
of Illinois 
Established 1920 — 


Independently 
Organized in 1924. 
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For the man 
who believes 
his Own ears 





\. USE THIS 
‘COUPON! 
A-C Elec- 


HARDWARE AGE 


HE highest development in 

Radio (Second Stage Tuning )— 
6 models of advanced type and finest 
construction, selling at $56 to $255— 
and a direct sales appeal to the man 
who believes his own ears—this is the 
essence of A-C DAYTON advertising 
now being read in national magazines 
and farm papers of more than seven 
million circulation. 
The public cannot confuse A-C DAY- 
TON advertising with that of any 
other radio. It tells of features which 





September 16, 1926 





belong strictly to A-C DAYTON and 
which make A-C DAYTON preemi- 
nent in every price class. 

This A-C DAYTON advertising is 
but one of 5 DOMINANT FAC- 
TORS that A-C DAYTON offers ag- 
gressive dealers who would build big- 
ger, sounder, more profitable business 
in Radio. A-C DAYTON territory is 
in demand. Let us send you complete 
facts on this remarkable franchise— 
before the big buying season begins. 
Write today to 


» THE A-C ELECTRICAL MANUFACTURING CO. 
Dayton, Ohio 
Makers of Electrical Devices for More Than Twenty Years. 
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Every Hardware Buyer 


Needs Hardware Age 











No sane business man would think of 
buying stock in Wall Street without first 
looking up the market quotations in his 
daily newspaper. 


Real hardware merchants are just as careful to look 
up the current market prices in an authoritative 
Hardware paper. Money can be made at the buy- 
ing end of your business as well as at the selling end. 


Keep posted each week on the hardware market 
prices which are quoted in HARDWARE AGE. Just as 
you consult your thermometer to see how hot or cold 
the temperature, so should you consult this reliable 
business barometer to obtain information that will 
- enable you to buy at or near the bottom every time. 


HARDWARE AGE 


“The weekly text book of hardware merchandising *’ 
939 West 39th St. “t= New York 





YEARLY SUBSCRIPTION RATES: United States, $3.00; Canada, $4.00: Foreign, $6.00 
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Peerless Quality Is Of Interest To You! 


Hardware jobbers and dealers who are merchandising elec- 
tric fans must be assured of one thing—the high quality of 
the fan they are selling. 


Hardware stores are rarely equipped to service electric fans 
or handle complaints upon electrical products. To have one 


fan repaired at the local electric shop will oftentimes absorb 
the profit in the sale of several other fans. Therefore, it is 
highly essential that the fan you sell must be trouble-proof 
and free from costly service calls. Isn’t it a significant and im- 
portant fact that over 70% of the total production of Peerless 
fans is today being sold thru hardware channels? 


If other jobbers and dealers, facing your same merchan- 
dising conditions, are successfully and profitably handling 
Peerless fans, isn’t the Peerless proposition of interest to you? 
We'll gladly tell you the whole story without the slightest 


obligation. 


THE PEERLESS ELECTRIC COMPANY 


WARREN, OHIO 
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the Silent kom 


FANS MOTORS GENERATORS 
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15 watts 25 watts 40 watts 50 watts 60 watts 100 watts 
Now Now Now Now Now Now 
25¢ 25e 25e 27¢ 30¢e 4A3ec 


The 25 cent lamp 


is here 





The lowest prices ever made for Hygrade 
Lamps went into effect September 1. 


Reductions of approximately two cents a lamp were made 
on practically all of the lamps in common use, except mill 
type and round bulb which remain the same 








All the new prices are shown in 
our catalog now ready. 





Licensed under 
General Electric 
mcandes 





Companys 
| cent lamp patents 


HYGRADE LAMP CO 
GENERAL OFFICE W S A LEM MASS 


AND FACTORY 











Woods aabialb aba babsthaWhs iba lisliaiisitalisllsll:lislls ils lls dls 7, Abhidiisittishtiththinltintieht 














Sak 





(L222. WITT IIT TTT TTT TT TT a ese 





aN 


— 


LLL LEE DOO TTT TT aye i \ ek \ Re VA RA \RANRANRANNANALIARINAN 



































oP car maw o* 7 





~~ 


a 


TP te A et 








HARDWARE AGE Sevtember 16, 1926 














SAYS: . 


““4 Good Start and a 
Strong Finish” 


**A good start doesn’t al- 
ways mean a strong fin- 
ish, but many a hard- 
ware merchant has paved 
the way to a quick sale 
by being strong on the 
get-away. In other 
words, if you know your 
Atkins Saws well enough 
to recommend certain 
patterns for certain 
work, you will make 
many more sales.”’ 


Ask for booklet, “‘The Man 
Behind the Counter” and 
“Saw Sense’; two pieces 
of literature that will give 
you pointers on selling 


Atkins Saws. 


Send for our New Catalog 


E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 


Machine Knife Factory, Lancaster N-Y. 


Branches Carrying Complete Stocks In The Following Cities: 
San Francisco 
—— New Orleans Seattle 
mp New York City Poris. France 


o 
Minnenpotic Portiand.Ore. Vancouver, B.C 


MR. HAPPY 








SILVER 
STEEL 
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THE McKINNEY ROLLER PIN 


Vertical and lateral wear—Recognition of lateral wear as a vital factor— 
The McKinney Roller Pin for Bearing Butts —An advance in hinge making 


That butt-hinges are subjected to vertical wear has long been 
recognized. In fact, various types of vertical bearings have been de- 
veloped and much has been said of how such bearings obviate verti- 


cal wear. 
Lateral Wear a Vital Factor 


Of lateral wear, however, little has been said, although it is an es- 
tablished fact that lateral wear is equally or more important than 
vertical wear. In fact, Professor Thomas G. Estep, Associate Profes- 
sor of Mechanical Engineering at Carnegie Institute of Technology, 
Pittsburgh, has proved by exhaustive tests that such lateral wear is a 
factor of great importance in the life of butt-hinges. 


Public Building Doors Particularly Affected 


This is particularly true in the case of public building doors. A 
glance at the accompanying table will show to what extent such 
doors are subjected to hard usage. The number of operations these 
doors undergo over the period of a year is enormous. And lateral 


wear is correspondingly great. 


Approximate Number of Operations of One 
Leaf of Door—Opening and Closing— 
I Cycle 

















rYPE OF BUILDING AND DOOR | DAILY YEARLY 

CYCLES CYCLES 
Large department store entrance ......... 5,000 1,500,000 
Large office building entrance ............| 4,000 1,200,000 
Theatre entrance ....... eer 450,000 
Schoolhouse entrance ................... 1,250 225,000 
Store or bank entrance . siete etait tackeall 500 150,000 
Schoolhouse corridor door ............... 8O 15,000 
Office building corridor door ............. 75 22,000 











*Per performance. 


Note.—The ratio between daily and yearly 
frequency varies with the type of building. 


An Advance in Hinge ) 
Making AS 





Most hinges are equipped with soft steel 














gee ‘ hes OK 
wire pins which, due to their non-rising lugs, f 
virtually become a part of the three-knuckle 2k 
leaf, remaining stationary with it. Conse- OP 











quently all friction developed occurs be- 
tween the stationary pin and the revolving 
knuckles of the two-knuckle leaf of the 
hinge. (See A Fig. 2.) The only movement 
of the modern hinge with non-rising pin is Fic. 1 Fic. 2 

















that of the two-knuckle leaf around the pin. Here friction develops 
and wear takes place. The pins, made of soft steel wire, soon wear, 
permitting the hinge joint to get out of vertical, allowing the door to 
pull away from the hinge jamb at the top, also creating a cutting 
edge which rapidly cuts away the hinge, allowing the door to drop 
down in the opening. 


McKinney, after considerable experimentation, has 
(> devised and patented a method of hinge assembling 
| that obviates the result of lateral wear by reducing 
e ~ friction between the pin and the two-knuckle leaf. 


McKinney is now furnishing all Ball Bearing and 
Anti-friction hinges with this new hinge pin—a case- 


WA hardened pin made in two sections, so that while top 
b-N section remains stationary with the three-knuckle leaf, 
xZS the other revolves with the two-knuckle leaf, very much 


as the well-known roller-bearing, which reduces friction 
and consequently wear to a minimum. A glance at 
Figs. 3 and 4 will make this clear. By reducing friction 


C- 
q to a minimum, the hinge joint will remain vertical for 














a longer period of time and consequently eliminates the 
possibility of sagging doors. This is most important 
in the case of steel doors. It is a comparatively easy 
matter to plane: the bottom of a wooden door, but 
when a steel door sags and drags on a brass or marble threshold, it 
is necessary to install new hinge equipment. 


Non-rising lugs as furnished on modern hinge pins supposedly pre- 
vent the rising of the pins. However, the friction between the two- 
knuckle leaf and the pin rocks the pin back and forth and may even- 
tually cause it to rise. When McKinney Roller Pins are used there is 
no fri¢tion between the two-knuckle leaf and the 
pin. It consequently does not rise. 


The Roller Pin 


The Roller Pin (Fig. 4) is a pin in two sections—a 
case-hardened roller (b) and special recessed ball tip 
(a). The roller is inserted into a machined opening in 
the ball tip extension which is drilled out to take the 
pin. The roller is then crimped to the ball tip exten- 
sion so that the pin can be removed as any one-piece 
pin. This chamber is packed with grease before the 
roller is inserted. Section “a” remains stationary 
with the knuckle of the three-knuckle leaf, while sec- 
tion “‘b” revolves with the two-knuckle leaf. 

The McKinney Roller Pin too has other advan- 
tages. There being a minimum of friction, doors re- 
volve on their hinges with greater ease. This too 
affects the use of door-closers—the door-closer work- 
ing more effectively where there is less frictional 
resistance. 

In concluding, it can be said that the introduction 
of the patented McKinney Roller Pin is revolutionary 
in the manufacture of hinges—a long stride forward 
in their mechanical perfection. Fic. 4 
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Show-Window Discounts 


ISCOUNTS may mean considerable to a retail merchant, but to the average 
consumer they don’t mean a thing. He is interested in price, but not in lists 
and discounts. 

Recently we passed a clothing store window in which about a dozen suits 
of clothes were shown. The suits seemed to be of good material; they were well 
displayed, and each bore a plainly lettered price card. The prices seemed low for 
the values offered, and a large sign called attention to a special sale. There was 
a crowd in front of the window and a similar crowd of buyers inside the store. 
Unquestionably the sale was a success. 

Almost directly across the street was another clothing store and another sign 
proclaiming a special sale. Again the suits on display were of good material and 
well tailored. Likewise each suit carried a plainly lettered card, but no prices 
were given. Instead the card said “Special sale—15% discount.” 

People -stopped in front of the window, lingered a moment, then passed on. 
Inside there were few, if any, buyers. Fifteen per cent discount evidently made 
no impression upon those who looked, except perhaps to make them wonder what 
it really meant. 

A window display is in one sense a salesman, and no salesman can sell success- 
fully unless he talks the language of those to whom he attempts to sell. It’s 
foolish to talk discounts to people who are accustomed to having their figuring 
done for them. Besides, a discount without a list is as meaningless as a key with- 
out a lock. 


s 


Life Insurance versus Merchandising _. 


IFE insurance is one of the hardest things in the world to sell. Compara- 

tively few people ever hunt up an agent and take out a life insurance policy 
without solicitation. 

And yet—life insurance in the Unied States ranks as the third leading indus- 
try according to statistics reported July 16, by the survey of the Current Busi- 
ness Bureau of the Department of Commerce. 

The total amount of new insurance written during the first six months of 
this year amounts to $5,675,052,817. This is a gain of 10.6 per cent over the totals 
for the first half of 1925. 

Business is good with the Life Insurance Companies, yet their competition is 
greater than yours. Life insurance competes with any and everything that causes 
a person to spend money. It is almost the last thing that the average man will 
buy voluntarily. 

Can it be that more thought, effort, energy and salesmanship are put into the 
insurance business than into merchandising? 
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The automobile accessories and tire departments of the White Hardware Co., Wilkes-Barre, Pa., enjoy a good location 
up front on the main sales floor of the firm’s store. The company makes a specialty of such items as tires, tubes, tool 
kits, wipers, socket wrenches, lamps, ete. 


Ten Years of Automobile Accessories 


Progressive Pennsylvania Retailer Places Auto Accessories and Tires 
Third Place in Importance—Department Enjoys Excellent 
Location on the Main Sales Floor 


UTO accessories and tires enjoy third place in 
importance with the White Hardware Co., 
Wilkes-Barre, Pa. This progressive Pennsylvania 

firm has handled tires and auto necessities for ten years. 
R. C. Shelley is manager of this department which 
enjoys a good location up front on the main sales floor. 

Mr. Shelley makes it a practice to avoid heavy stocks 
of auto novelties. He specializes on piston rings, chains, 
spark plugs, pumps, tires, tubes, horns, jacks, polishes, 
tools, tool kits windshield wipers, socket wrench sets, 
lubrication outfits auto lamps, spot lights, stop lights, 
parking lights, flashlights, mirrors, tube repair kits, 
fire extinquishers, valve grinding compounds, ‘hand 
eleaners, driving gloves, and a few Ford parts. 

These lines he says are always in demand, nay a good 
profit, do not go out of date, do not deteriorate in a 
short time and are easily sold to an interested motorist. 
Good roads leading to and in and about Wilkes-Barre 
have helped the White Hardware Co.’s sale of auto 
accessories and tires. 


About every six weeks a window will be devoted to 
the display of goods from this department. Frequent 
newspaper advertisements help stimulate the demand 
and the choice location of the department is another 
important factor. 

A complete stock in the full sense of the word is 
Shelley’s fixed intention. When a motorist depends 
upon him to have a certain well-known part, he sees to 
it as far as it is humanly possible that the car owner is 
not disappointed. For that reason they may drive a 
hundred miles if necessary to reach his accessory store 
and be confident that he will have what they want, and 


he seldom fails to have it. 





The business world is one in which eventually only 
the fit survive. Past performances count for little in the 
cold light of present profit or loss. The only rule by 
which worth is judged is the rule of present efficiency. 
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M. B. Damon, president of the Fitchburg Hardware Co., Fitchburg, Mass., is quite keen.on the radio department and 
says it 18 a coming business with his firm; also that the hardware dealer is the logical distributor of radio products 


Is the Hardware Dealer a Logical Medium for 
Radio Distribution? Damon Says Yes 


HENEVER practical a radio set is kept in 
operation at the Fitchburg Hardware Co. store 
in Fitchburg, Mass. M. B. Damon, president of 
the company, is quite keen on the radio department; 
says it is a coming business with-the firm and that the 
hardware dealer is the logical distributor of radio just 
as he is the logical distributor of auto accessories. The 
two lines, he says, mesh up very well. Radio has its 
biggest volume in the winter months and auto accesso- 
ries has its’. best 
business in the sum- 
mer months. The 
two combined keep 
up the sales curve 
for the entire year. 

T he _ Fitchburg 
Hardware Co. oper- 
ates several branch 
stores. In the 
branch at Ayer, 
Mass., Wm. Jackson 
was employed as a 
salesman. He was 
one of the early 
radio fans who dug 
into the mystery, 
the science and mer- 
chandising possi- 
bilities of this new 
line. It was quite 
natural, therefore, 
that he should be 
selected to manage 








Note the wide variety shown in this radio window of the Fitchburg 
Hardware Co., Fitchburg, Mass., without, however, destroying the 
attention arresting qualities of the display 


the radio department in Fitchburg, and a mighty good 
job he is doing. 

Three lines of radio receivers are handled, in order 
to offer the public a good price range. A carefully se- 
lected stock of parts are handled and the necessary 
horns, phones, aerial sets, insulators, batteries and 
tubes are of course featured with the complete sets. 
The Fitchburg radio department sells sets from $21.50 
to $500. Demonstrations are given on sets and the 
leading accessories, 
but parts are sold 
strictly as “over 
the counter’ mer- 
chandise.” When 
.Jackson sells a_ set 
complete the price 
he quotes means 
completely installed 
ready for use. He 
sells radio on the 
basis of entertain- 
ment and does not 
dwell on technical 
phases or advan- 
tages. When he in- 
stalls a set he tunes 
in one or two sta- 
tions, explains how 
the set operates and 
has the customer 
tune in the same 
station urging that 
no tinkering be done. 
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An Unconscious Interview 


By Saunders Norvell 


an interesting article based on the income re- 

port of corporations. This article stated that 
out of about 5000 corporations that were analyzed, ap- 
proximately-1000 were making all of the profit. These 
figures, so the article stated, are stirring up quite a 
good deal of “prosperity discussion” in Washington. 

I happen to know of a long list of corporations that 
are carrying on an active business, that have been in 
business for years, who either are not making any 
money and not breaking even in these years of prosper- 
ity, or are not making enough to pay even a decent in- 
terest rate on the amount of capital invested. Hun- 
dreds of these apparently successful businesses can be 
bought at actual inventory cost without paying a cent 
for good will. Many merchants approaching middle age 
are tired of the game—weary of the battle—and would 
be delighted to sell out and retire from business. 

These corporations are doing a large volume of busi- 
ness. They are paying the prevailing high wages. 
They are giving their customers remarkable service. 
They have every appearance of success, but the high 
overhead, the high cost of doing business, is eating up 
all of their profits. All the employees drawing salaries 
in this business are doing just as well as, or better 
than, they ever did—earning better salaries than they 
have earned before—but the capital invested in these 
businesses is not paying the owners even a fair rate of 
interest. In many cases, the owners of these businesses 
would be far better off if their capital were invested in 
bonds, or the stocks of more profitable corporations. 


, ESTERDAY in the New York World, I read 


* ¥ % 


Today I met one of the officials of one of the greatest 
financial institutions in the United States. The job of 
this official is to study the signs of the times—to tabu- 
late facts and figures through his department—to fig- 
ure out exactly what these figures mean, and to give 
his conclusions to the other officials of this financial in- 
stitution. Based on the facts gathered by this officer 
and the judgement of the Board of Directors of this 
institution, the immediate and future policy of this 
powerful financial institution is laid out. 


% *% *% 


I asked this gentleman what he thought of this article 
in The World. “Well, of course’—he replied—‘“as 
this article is based on the income tax returns of cor- 
porations, there can be little doubt of its accuracy.” 
“But’’—said I—‘“is it not a surprising thing that only 
20 per cent of our corporations are making what may 
be called satisfactory profits?” “No’—he answered— 
“‘when one studies all the factors of the case, it not only 
is not surprising but, as a matter of fact, I have no 
doubt that such are the true conditions in this country 
today.” 

Then, by asking a number of very direct questions, 
I managed to get some most interesting information 
from this gentleman, who is probably one of the best 


posted men in this country, on the actual business con- 
dition of the United States today. In this article I 
will try to briefly outline, just as accurately as possible, 
what he had to say: 

% * % 

The carloadings, the bank clearings and the volume 
of sales in all lines of business indicate that this country 
is doing an enormous volume of business. Our great 
Winter wheat crop, together with the fact that foreign 
countries growing wheat have had a short crop, is a 
tremendous help to business in the sections growing 
Winter wheat. Not only has the Winter wheat crop 
been large, but the quality has been excellent. The 
production per acre has also been phenomenal. The 
cotton crop is also turning out very well. Agricultural 
conditions in almost every part of the country are show- 
ing an improvement. 

% * * 

“Yes’’—I replied—“I read all this in the excellent and 
comprehensive reports of The Federal Reserve Bank. 
I also receive many other reports from banking institu- 
tions, bond houses, etc., and these reports can be 
counted upon to be almost always optimistic. Even the 
trade press, if they are inclined to make any mistakes 
at all, are willing to make their mistakes on the side 
of optimism! 

* * % 

Now, please tell me, in the face of such reports, why 
it is that so many concerns, with whose inside affairs 
I am very intimately acquainted, are not making any 
money. Look at the report made by The Harvard Bu- 
reau of Business Research on the exceedingly slim prof- 
its of the drug jobbers in the United States. Look at 
the reports made by The National Retail Hardware 
Association on the very slim net profits of the retail 
hardware dealers. Look at the wail that goes up from 
so many retail dealers, especially in the large cities, 
that they are working out the best years of their lives 
just for the benefit of their landlords. 


* *% * 


“How do you account”—I asked—‘“for these condi- 
tions that surround us in the face of all this printed 
talk about prosperity?” To this the financier replied 
as follows—‘“‘Whenever there is an advancing market, 
there is always a great increase in the number of peo- 
ple who go into business. As long as the advance in 
prices continues, these inexperienced, inefficient mer- 
chants manage to hold on. Now, these periods of ad- 
vancing and declining prices do not take place suddenly. 
The changes are gradual. They are almost unnoticed 
in our work from day to day but a price chart will show 
a steady advance over a period of years and then after- 
ward a steady decline. Now, during the War and in the 
boom of 1919 and 1920, following the Armistice, there 
was a period of steadily increasing prices. There was 
inflation in business. There was an abnormal and 
artificial demand for goods. In this period many 
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new manufacturers, jobbers and retailers went into 
business. Even in those cases where merchants were 
already in business, these merchants expanded their 
business. . This expansion was based on_ inflation. 
Now we are in a cycle of declining prices. We are 
just at the beginning of a condition that is to be 
expected and that is natural. Many of these new 
concerns and many of these expanded concerns in all 
forms of business, by reason of excessive competition 
and by reason of inefficiency, as well as lack of good ex- 
ecutive management, are beginning to have their trou- 
bles. In fact, many of these concerns have been in 
trouble for several years. They have been living on 
their fat. In many cases they have not sufficient capi- 
tal. They are finding it exceedingly difficult to compete 
with well-organized, well-managed and efficient concerns 
who have all the capital necessary.”’ 


* * * 


This financier stated that there was no question but 
that in most lines there were too many manufacturers, 
too many wholesalers and too many retail merchants. 
The inevitable law of trade meant that this over-supply 
of merchants must be reduced. The reduction is seen 
in a movement all over the country, not so much in the 
way of outright failures, but in concerns that are liq- 
uidating, and also in the form of consolidations. In 
other words, in many jobbing centers, there are too 
many jobbers for the amount of the business. Stocks 
are too large. In some cases where there are several 
jobbing houses, it would be much better if there were 
only two houses. Consolidations should take place 
that will bring about economies in distribution. 

This gentleman stated that in the era just ahead of 
us, which he believed would be one of gradually falling 
prices, it would be more and more necessary for mer- 
chants to carefully study economies in handling busi- 
ness. He stated that at present the trouble with busi- 
ness in the United States was not a matter of volume. 
There was a very large volume being transacted. The 
trouble was coming from a lack of profits, and the lack 
of profits was caused in many lines of business by too 
great a division of the amount of business done—in 
other words—smaller orders, small sales per unit and 
a resulting very heavy cost for overhead. : 


*% % * 


Then this gentleman said that all men by ability and 
disposition were not intended to be executives. Many 
of these men who are now attempting to run a busi- 
ness of their own should be employees. They would 
not only be better off as employees, but they would be 
happier. We are living in an age when executive abil- 
ity in business counts more than ever before and, ac- 
cording to his opinion, too many of our merchants sadly 
lack in this kind of ability while, on the other hand, 
they would make first-class, satisfactory men under the 


direction of others. 
& * * 


“What do you think of the immediate future ?”—I in- 
quired. To this he replied that he thought that busi- 
ness this Fall, in volume, would be quite satisfactory. 
He thought that many of our leading concerns—that is 
—the best managed concerns, would make very hand- 
some profits this year. Taking it all in all, he said, 
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the changes that have taken place in business will be 
very gradual and he did not see anything especially 
alarming in the outlook for the next few months. 


% * * 


“But”—I said, rather insistently—‘“tell me what you 
think of the long view ahead. Let me put it this way: 
If you owned a business that paid only a fair return 
and if you had an opportunity to sell out at a nice, fat 
profit, would you sell out or not?” He looked at me with 
a smile and a twinkle of the eye and replied—‘“That is 
largely a question of your age. I think it is better for 
a young man to stay in business. On the other hand, 
I believe that if the older men in business now have 
an opportunity to sell out to advantage, were I in their 
place, with conditions just as they appear to me, I would 
be willing to cash in and turn over the business to 
younger and more aggressive men. On all sides, in our 
institutions, we see older men finding it more and more 
difficult to handle their businesses in a satisfactory 
manner with our present changing conditions.” “In 
other words”—I said—‘“you believe that if an older man 
could sell out to advantage, he would be wise to cash 
in?” He smiled and said—‘“Yes, that is just what I 
think.” 


* *% * 


Then I took one more shot at him. This man is such 
a great authority that I could not resist the temptation 
of giving him an unconscious interview! At least, he did 
not know he was being interviewed! “What do you 
consider the most dangerous thing in the outlook?’’—I 
inquired. He was getting ready to leave me. He just 
stopped a moment and replied—“To my mind, the most 
dangerous thing is the evident slipping of the building 
boom. Building is on the wane. Large buildings that 
were being put up are being finished. They will be 
finished this Fall. New contracts are not being taken out 
as they were. We have had an enormous building 
boom all over the country. It is only natural that there 
should be letting up in all this building. Now, when 
we stop and think of all the lines of business that were 
affected favorably or otherwise by building or a lack of 
building, you can realize how far-reaching will be the 
effect of a recession in building. And’—said he, as 
he shook hands—‘“there is no question that this reces- 
sion in building is now on the way. However, its full 
effects I do not think will be felt this year. Look out 
in 1927.” I could not hold this gentleman any longer. 


* *% % 


On April 22, 1926, I wrote an article entitled: 
“SIGNALS,” which appeared in THE HARDWARE AGE. 
If you will take the time and trouble to re-read this 
article, you will see that I predicted what is now hap- 
pening. The point must be remembered, however, as 
this financial authority stated, that these changes in 
business take place rather gradually. Nevertheless, 
when we review the course of business the past few 
years, it is like viewing the mountains. When you are 
in the mountains, it is impossible to study their outline, 
but when you gaze at them from a distance on the 
plains, you can see them better. It is the old story of 
not being able to see the forest on account of the 
number of trees. 
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Question: What brushes are most suitable for auto- 
mobile painting? R. MacF., Los Angeles, Cal. 


Answer: It is generally advisable to employ two 
brushes, one a 1-in. flat brush and the other a 2 ora 
2'5 in. oval or chisel shaped brush. A finer brush 
must, of course, be employed for stippling. Good 
quality in these brushes is essential. 


Question: How should I figure the “Cost of Mer- 
chandise”? R. P. A., St. Paul, Minn. 

Answer: The cost of merchandise sold is found 
by adding the merchandise inventory at beginning of 
the year to the amount purchased, including freight, 
cartage and express. From this total subtract mer- 
chandise inventory at end of year. The balance will 
be the cost of the merchandise sold. 

Question: How long should standard, heavy duty 
“B” batteries last when used in connection with a 5- 
tube neutrodyne? P. T. T., Wilmington, Del. 


Answer: This question is asked frequently and 
the answers are rarely satisfactory, for the reason 
that the life of B batteries is determined not only by 
the hours of use, but by the peculiarities of the re- 
ceiver to which they are connected. The following 
tables compiled by the Radio Division of the National 
Carbon Co. give a fairly definite answer to this ques- 
tion. 

LIFE OF HEAVY DuTY B BATTERY 
(Based on average use of two hours per day) 
Number of 
Tubes Without C Battery 
] More than a year 
‘ 11 months More than a year 
6 months More than a year 
7 months Over a year 
6 months 8 months 
6 = 6 months 


With C Battery 


Question: What is the margin of radio equipment? 
D. O. L., San Francisco, Cal. 

Answer: According to statistics compiled some 
time ago by J. O. Maland, secretary of the Northwest 
Radio Trade Association. “The gross margins on 
radio equipment range from 30 per cent on tubes to 
40 per cent of the selling price on sets. Reports from 
radio dealers for 1924, when margins were smaller 
than they are today, indicated an average gross mar- 
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gin of 26 per cent, a total expense including service 
of 201% per cent, leaving a net profit of 54% per 
cent. The average turnover of stock was 7.80 times, 
giving a net profit of nearly 58 per cent on the stock 
investment. 


Question: What is the average estimated quantity 
of woven wire fencing sold through the hardware 
store? R. P. M., Milwaukee, Wis. 

Answer: The value of poultry and light wire fenc- 
ing sold through the medium of the hardware store 
yearly is estimated at $25,000,000, for poultry and 
light wire fencing. It is estimated that the average 
farms which have an average area of 156 acres and 
an improved area of 80 acres will use 570 rods of 
woven wire fencing and 200 rods of barbed fencing. 


Question: What will keep silverware from tarnish- 
ing in the showcase? R. M. C., Milwaukee, Wis. 

Answer: Perhaps the best way to keep silverware 
from tarnishing is to rub it over lightly almost cas- 
ually every day. Go back in your own experience 
and you will recall that the flatware that you use in 
your house every day never shows any signs of tar- 
nish. On the other hand, if you put it away and don’t 
handle it it will show tarnish. So, too, with holloware, 
ornaments and such like. We are apt to neglect them. 
If it happened to be a glass bowl the smudges and 
the dirt on it, or the grease, or what not, would get 
our goat at an early stage and we give it a rub-off 
every day as we are dusting and cleaning around the 
house. If we would only do that with our silverware 
it would not have time to tarnish. Another helpful 
hint that might be applicable would be to be sure to 
keep it away from sulfuric acids, batteries, rubber 
and the like. These are the fountain heads of tarnish. 
One final little trick is to put a little camphor some- 
where in the showcase and that would help along 


somewhat. 
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This is the fixture counter which stands near the front of the Conde Hardware Company’s store at Sterling, Ill. 
That it has attracted customers is evidenced by the fact that during a year’s time it has sold more than $1,200 
worth of installation material 


A Practical Fixture and $90 Stock 
Equals $1,200 in Electrical Sales 


Practical Installation Counter for Electrical Supplies Works Wonders in 
Increasing Sales of This Merchandise for Conde 
Hardware Co., Sterling, Illinois 


they handle electrical merchandise and the 

chances are that the answer will be in the 
affirmative, but they do not all mean the same thing. 
Some carry only electrical washers, others include 
electrical table appliances and still a few others add 
to the list installation material, such as wire, switches, 
fuses, push buttons and the like. According to C. J. 
Conde of the Conde Hardware Co., Sterling, IIl., these 
last named items are among the most profitable of his 
whole complete electrical line. 


A New Clerk 


About a year ago Mr. Conde employed as a clerk a 
young man who had formerly worked in an electrical] 
shop and he brought with him the information that 
installation material was very salable to the average 
home owner who liked to be his own “handy man” 
around the house. It was on the recommendation and 
with the aid of this new clerk that an intial stock of 
these supplies was purchased. Rather to Mr. Conde’s 
surprise a very complete stock required an investment 
of only about $90. 


\ SK almost any number of hardware dealers if 


In order to more quickly acquaint the customers 
with the new line an 8-ft. section of old counter was 
called into service. A _ false top, pyramidal in 
shape, formed by sloping boards about 20 in. wide 
along the sides and ends with the top flat and about 
8 in. wide running the length of the counter, gave 
enough height to the display to make it easily seen. 
The whole pyramid is covered with green cloth and 
samples of the various items are wired on, with price 
tags fastened beneath, and the surplus stock is kept 
in the drawers and on the shelves underneath the old 
counter. The shelf on top serves as an ideal display 
place for seasonable electrical appliances such as 
fans, heaters and the like. 


Fixture Near the Front 


The fixture stands near the front of the store and 
that it attracts attention fact 
that in the year’s time it has sold slightly better than 
$1,200 worth of installation material. Most of this 
has been sold direct to home owners, although there 
is also included some contractor trade. 


is evidenced by the 
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Recommendations 


In the Last Chapter of This Interesting Series Mr. Mappes Dealt withi 
Store Economies and the Limitation of Waste—This Article, the 
Concluding Chapter of the Series, Tells of Accomplished Results 


By Frank Mappes—Store Engineer 
Part V 


business of some of those who previously received 

discounts. While this was a serious loss, it was 
more than made up later by confidence in the one price 
policy, by which new customers were attracted—and 
some of the old ones returning on the new basis. 

The sales promotion manager, who, by the way, was 
an old employee who knew nearly every customer by 
name, made it a special job to personally visit every 
customer who, it appeared, had not been buying as 
consistently as previously. In his visits he stressed the 
point that he called, not to sell merchandise, but to sell 
the store. In this he was so successful, because each 
person called upon considered it a personal tribute, that 
nearly all of those that were disgruntled because of 
withdrawal of preferential pricés came back with in- 
creased loyalty. 


[vss biggest jolt was in the withdrawal of the 


An Astonishing Fact 


It is an astonishing fact that among the consuming 
trade, this house had always had the reputation of 
being high priced, yet among their competitors they 
were damned and cussed as price cutters, and therefore 
hated by them. The lack of friendly spirit among the 
dealers in that town can be readily understood. I am 
pleased to say at the time this is being written that 
nowhere in this broad land is there a more friendly 
feeling, more cooperation, and yet more keenly alive 
competition and going after business than in that same 
city today. This friendly feeling can better be illus- 
trated by citing an incident that happened at a Cham- 
ber of Commerce meeting. In a remark protesting 
against a certain institution going out of town for bids 
on supplies, one hardware man said, “If you can’t buy 
from me, at least buy from Bill or John, there,” point- 
ing to two of his competitors. ‘‘We don’t for a minute 
admit our inability to meet out-of-town competition; 
and besides, consider the service and back door deliv- 
eries. Don’t forget we’ve got what you want when you 
want it. If we haven’t individually, we have it col- 
lectively.”’ 

I have just read an article in HARDWARE AGE in 
which a chairman of a committee at the recent Atlantic 
City convention was reported as saying that more than 
540,000 sales were lost to the hardware trade annually 
because stores were out of the items. 

That is rather far fetched, because if one doesn’t 
have it, the other usually does, and if the right kind of 
friendly feeling exists among the local dealers, the one 
having the call can usually supply the want by drawing 
on the one who has. There is nothing in that to alarm 
the manufacturers or jobbers, because in any event the 
want is supplied; unless we assume that the customer 


will go without—which is certainly a very remote pos- 
sibility. 

It is no longer possible for an untrue statement like 
this to circulate; “Jones up the street sells it for less,” 
and get the reply—“Well, if he sells it for so much, I 
will sell it for the same price.” No; these hardware 
men have their backs against the wall fighting for their 
businesses against the encroachments of five chain 
stores and drug stores; each with its insidious propa- 
ganda of volume buying. 

By the foregoing, it is shown how the leading hard- 
ware store in a community can be the guiding factor 
for the whole hardware business. 

Under the old regime it was always considered below 
their dignity to have anything but quality merchandise, 
which they interpreted to mean only high priced goods. 
This, of course, led the people to assume that prices 
were marked up too high, whereas the fact remains 
that they had an insufficient markup. 

Special sales were also taboo—because it was undig- 
nified. Under the new order of things, special sales 
became an institution. Sales were conducted at least 
once each month, and oftener, if the right kinds of goods 
for the purpose were obtainable, instead of buying only 
the highest priced goods, moderately priced, and some- 
times low priced goods were offered for specials. Thus 
the impression of being “high priced” was eventually 
overcome, and legitimate markups made possible. 


Many Fallacies 


Another of the many fallacies was their idea of win- 
dow trims and displays. Nothing was thought of spend- 
ing as much as $25 for a single window trim, which 
in no manner effected sales. Under the new order of 
things merchandise with price tags was tastefully ar- 
ranged with the one supreme idea in mind—‘‘Make 
Sales.” The cost of such displays was held down to a 
minimum; the only proof of the effectiveness of these 
window trims was in the number of sales directly trace- 
able to them. 

Hundreds of items previously sold at the 25c. to $1 
stores, of which there are two in the city, one in the 
next block north, and the other one block south, were 
sold through the window displays. 

In merchandising the interior, tables were used ex- 
tensively, utilizing the methods of variety stores. Goods 
that were left back in the warehouses where it was 
necessary to invite the customer to examine them, were 
brought forward and displayed on these tables or in 
the two wide aisles. 

Instead of the sales people being spread over a wide 





(Continued on page 84) 
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A view of a very pleasing tire window display in the store of the Braham Mercantile Co., Braham, Minn., a 


small village with a population of 500 inhabitants. 


This firm’s annual sales in tires alone total $4,000 


Farmers Buy Tires at Hardware Stores 


Experiences of Two Small Town Minnesota Dealers Prove That the 


Hardware Store Is a Logical Place for the Sale of Tires and 


Automotive 


tail hardware store of small towns is strongly 

borne out in the actual experiences of such deal- 
ers as Axel Peterson, Onamia, Minn., a town of 400 
people, and of J. A. Monson, the Braham Mercantile 
Co., Braham, Minn., with a population of 500. Both of 
these small towns have a full quota of garages carry- 
ing tires and doing tire repair work, but in face of 
this competition, Mr. Peterson sold over $1,200 worth 
of tires last year and Mr. Monson’s sales amounted to 
$4,000. 


‘Pai tires can be profitably handled in the re- 


A Decided Advantage 


According to Mr. Peterson the hardware dealer has 
a decided advantage over the garage in the matter of 
tire sales in that local people, and especially farmers, 
come much more frequently to the hardware store 
than they do to the garage and consequently are bet- 
ter acquainted and feel more at home there. By main- 
taining a permanent display of tires near the front of 
the store, every customer is fully aware that Mr. Pet- 
erson carries tires and when one is wanted it is al- 
most second nature to go to the hardware store for it. 

The tire display rack used by Mr. Peterson is one 
which he built himself and is made of 1-in. galvan- 
ized pipe and is 5% ft. long, 2 ft. wide and 38 in. 
high. It will hold 12 to 15 tires of various sizes and 
a wide board on top holds a considerable stock of in- 
ner tubes. Mr. Peterson usually places an order for 


Accessories 


about $300 worth of tires the first thing each spring 
and as these are sold out, fills in so that $200 will 
represent his average stock. Practically all of his 
sales are to local farmers, the tourists and transients 
buying from the garages, a division of sales that 
seems rather satisfactory. 

Mr. Monson’s methods are along the same line, with 
a similar rack toward the front of the store and in 
addition frequent tire window displays which bring 
him a fair share of the tourist business as well as the 
local. His tire stock will average about $800. 

In both instances no effort is made by the hard- 
ware man to make any “adjustments” on tires, but 
when this necessity arises the customer is referred di- 
rectly to the tire manufacturer. This practice elimi- 
nates any misunderstanding between the manufac- 
turer and the dealer as to what constitutes a fair al- 
lowance and has worked to the utter satisfaction of 
the customer. 





A half-hearted salesman will spread his weakness 
to customers, and they will make half-hearted pur- 
chases. 


Trade winds have a hard job blowing profit into a 
store where half the inquiries for hardware are an- 
swered by “we’re out of that.” 
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Terms Cash 


By Trenton M. Bridge 
Proprietor, the Bridge Hardware Co., Kenton, Ohio 


ERMS CASH! How often 
have you thought you would 


like to see a policy of that 
kind adopted? Some will feel that 
a cash business policy does not ap- 
peal to them; if such is the case, 
and your business is showing a 
pront why make a change. How- 
ever, I have talked to many mer- 
chants in the last year who are 
burdened with credit business and 
would like to go to a cash busi- 
ness. Why? The large per cent because they are 
afraid it would not pay. They seem to feel that they 
would lose al! their customers who at the present are 
doing business with their company on a credit system. 

For the benefit of those who are on the fence having 
trouble to decide which way to jump I am going to give 
the experiences of several merchants who have been 
doing a cash business for some time past. 

I recently had a talk with a dry goods store owner 
who over a year ago was burdened with book accounts 
that were hard to get collected in. They had been in 
business for a great many years doing a credit busi- 
ness where they were well acquainted with the trade. 
However, guard their accounts as close as possible, each 
year they would add more bad accounts to the loss list. 
This seemed to be true of all those who did a general 
credit business on open ledger accounts. This company 
made a thorough study of their previous year’s business 
and decided that more profit could be realized on less 
sale, and doing what was to be done for CASH. Of 
course less sales meant less overhead; and likewise, the 
cash policy did away with office help, which gave an 
added advantage to the Cash policy. 





Trenton M. Bridge 


Another Use for the Collector 


They took one of the men who had been spending a 
great deal of time over collections and credit manage- 
ment, and had him spend considerable time with win- 
dow and interior decorating. They then took some of 
the money which had been paid out to office help 
caused by credit business and added this sum to their 
advertising budget. 

The owners had made up their minds that they would 
be well satisfied if they should receive a 20 per cent 
loss in sales volume. At the end of the first month a 
slight loss in the sales volume of less than five per cent 
was shown; but things changed at the beginning of the 
second month’s business and an increase was shown 
on each month’s business for the remainder of the 
year, and the year as a whole was ahead of the pre- 
vious year in sales volume. 

To say the least, it was a pleasure to have no bad 
accounts to rule off the ledger at the end of the year’s 
inventory. It is needless to say that their profits have 
likewise shown a nice increase. 





I have a personal friend in the retail hardware busi- 
ness in a county seat town of about twelve thousand 
where there are three other hardware stores in the same 
town. All were doing an open charge account business 
ten years ago. I was in that town and called on and 
talked to this friend of mine, but came away feeling 
rather down-hearted, for he told me how heavily he was 
in debt, being unable to meet his obligations, and had 
been advised by his only banker that it would be im- 
possible to make him any further loans. 

A few years passed before I saw this friend again, 
and when I stepped into his store this time there 
seemed to be a different atmosphere. The first thing I 
noticed was a card sign about 8 x 12 which read: 
“Terms Cash.” I glanced around over the whole in- 
terior and these same kind of cards were placed at 
many different places over the store. That was about 
five or six years ago, and he is still pursuing the same 
policy. 

Is he well satisfied? Well, I should say he is. Since 
going on a cash business basis he has cleaned up all 
store indebtedness, discounts all of his bills, has an 
Al credit at the bank and has accumulated considerable 
real estate. What did it? Why “TERMS CASH” did 
it and nothing else. 


Stick to It 


If you would like to go on a cash basis, why hesitate? 
I have never talked to a person yet who has gone on a 
“Terms Cash” policy who was not glad of it; that is, if 
he really went on a cash basis. If you decide to go on 
a “TERMS CASH” plan, a good idea is to write a 
nice letter to all of your customers advising them of 
the change, asking them for a continuance of their 
former trade, advising them that you will be enabled 
to give them better service, better prices, and other 
things which you think might attract them. By ail 
means, publish a copy of this same letter in the paper 
of your town. It is also better to have several “TERMS 
CASH” signs around your store in prominent places. 
Then, above all, stick to your policy. 

You will have several get sore, tell you your business 
will go to the dogs, etc., but stick to “TERMS CASH,” 
and in six months time, if they were anv good at all 
they will be right back trading with you if you show 
them you mean business and intend to give better ser- 
vice, better prices, etc., and you can when on a cash 
basis, for you will have none of those annual bad ac- 
counts to charge off. 

Remember, your customers don’t refuse to deal with 


. 
mail order houses because their terms are cash. They 


do not refuse to trade with chain stores because their 
terms are cash. So WHY would they refuse to trade 
with you if your terms were cash? The main thing a 
firm needs is to go to a “TERMS CASH” plan, and the 
backbone to stick to it. 
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“When we go on a vacation,” said 
the wife, “I want to go some place 
where we can have a cottage so I can 








keep right on getting meals.” 


Ny. 
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“Say, what did this Amundsen Byrd 


do, anyway?” “I don’t know. Wasn’t 
he the captain of that ship that saved 
some people in the ocean last winter?” 

“Naw. His name was Grange! I 
think this Byrd Amundsen is the guy 
that got that football player Red Fried, 
to sign a moving-picture contract for 
$300,000.” 

“You’re crazy! That was a guy by 
the name of Pyle who got Earl Carroll 
to take a bath in some wine so that a 
girl by the name of Peaches Browning 
could marry Irving Berlin.” 

“‘Ayvy—what’s the difference? 
did Babe Ruth do today?” 


What 


—_—_ 


Many a married man’s happiness de- 
pends on his lie-abilities. 


A fusillade of shots broke the fearful 
silence. 

The sound seemed to relieve the tense 
nerves of the men. Eagerly they fired 
from advantageous points upon figures 
silhouetted against the blaze of the 
enemy’s guns. 

Shells screamed and exploded. Shrap- 
nel sent a rain of lead upon the men 
in the trenches. Snipers were picking 
off the enemy from hidden positions on 
the housetops. Suddenly a shout went 
up. “Cheese it—the militia!” 

And Herrin was quiet for another 
forty-eight hours.—C. G. 


Voice from Next Room—“George, are 
you teaching that parrot to swear?” 
George—‘No, mother, I’m only tell- 
ing him what not to say. 
—The Sniper. 


Mabel—“‘How is your husband get- 
ting on with golf?” 

Alice—“Oh, very well, indeed. The 
children are allowed to watch him 
now.” 


Young man (who has just rescued a 
fair maiden)—What would you have 
done if I hadn’t been near? 

The maiden (shyly)—Swum home! 





“T hear you took a correspondence 
course in literature in order to become 
a good conversationalist.” 

“Yes, but it was a waste of time. I 
know all about the classics and the 
dead ones, but I am sunk when it comes 
to discussing engine trouble, a hole in 
one, who are the leading hitters in both 
leagues and what to do when your part- 
ner trumps your ace.’”—Cincinnati En- 
quirer. 

A member of a congregation, becom- 
ing angry at a sermon the minister was 
preaching, wrote the_ single word, 
“Fool,” on a sheet of paper, called an 
usher to him and had it delivered to the 
minister in the middle of his sermon. 

The minister opened the paper and 
read what was written, then he said, 
“An unusual thing has happened. A 
member of the congregation has signed 
his name without writing the letter.” 





“We’re intellectual opposites.” 

“Be explicit.” 

“T’m intellectual and you’re the op- 
posite.”—West Point Pointer. 





“And why be we hangin’ this Chinese, 
my good man Tanglefoot?” 

“T caught him neckin’ my wife, my 
dear friend Rumblossom.” 

“Aha! A neck for a neck.” 





“Dirt, dirt, everywhere,” cries a critic 
of letters. You notice it especially when 
you put on white trousers.—Los An- 
geles Times. 





Stranger—Getting out reports, eh? 
And what will you be working at this 
afternoon? 

Bookkceper—None of your business. 

Stranger—I’m sure you won’t. I’m 
the new boss and you’re fired!—Detroit 
News. 









Sail—And what did Uncle Sam’s 
Sweeper say when she picked up the 
engine of destruction from the angry 
billows ? 

Ho—What did she say? 

Sail—That’s mine. 





Paddy was asked whether his twins 
did not make an awful noise at night. 

“Well,” he said, “not so bad, not so 
bad; you see, one makes such a din 
that you can’t hear the other. ’Tis very 
lucky.” 





Prof—Is this composition original, 
Mr. Dee? 
Dee—I don’t know, Professor. 


got to ask my roommate. 


I for- 





Farmer—Don’t you see that sign, 
“Private—No Hunting Allowed?” 

Hunter—I don’t read _ anything 
marked private. 





We hear a report of a small boy in 
London who cannot stop laughing. Let 
him not despair. He will eventually 
grow up and become a taxpayer.— 
Punch, London. 





“Heaven, John, you have taken nearly 
two hours to get home tonight and you 
usually drive it in 15 minutes. Did you 
have a flat, or what?” exclaimed his 
wife. 

“No,” he replied, “just for once I 
obeyed every traffic rule, was consid- 
erate of all pedestrians and waited to 
see what other drivers were going to do 
before taking a chance.”—Cincinnati 
Enquirer. 





Here lies a young salesman named 
Phipps, 
Who married on one of his trips, 
A widow named Block, 
Then died of the shock, 
When he saw there were six little chips. 
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Theodore H. Wickwire 


Passes Away in 


Buffalo Hospital 


Chairman of Board of Directors, | 


Wickwire-Spencer Steel Corp., 
Was First to Produce Wire 
Cloth with Double Selvage 


Theodore H. Wickwire, chairman of. 
the board of directors, the Wickwire- | 
Spencer Steel Corp., Buffalo, N. Y., died | 
Aug. 29 in a Buffalo hospital. He was | 


born in Cortlandville, N. Y., in 1851, 


and after attending school at the Cort- | 


landville Normal School and Cortland- 

ville Academy, entered the retail hard- 

ware business with his brother. 
Selling his interest in the hardware 


business in 1875, he entered into the | 


manufacture of wire cloth for window 
screens and other wire goods. He was 
the first to produce window screen 
wire cloth with double selvage and 
from hard drawn wire woven under 
new principles. 


In 1907 he organized the Wickwire | 


Steel Co. and was its first president. 
Following the merger of the Wickwire 
Steel Co. and the Clinton-Wright Wire 
Co. in 1920, to form the Wickwire-Spen- 
cer Steel Corporation, Mr. Wickwire 
became chairman of the board. He was 
a member of the American Iron and 
Steel Institute and of the Hardware 
Club of New York. 


Edward L. Schempp Dies 


Edward L. Schempp, of Schempp 
Brothers, 2526 Kensington Avenue, 
Philadelphia, Pa., passed away Aug. 28, 
following an operation for appendicitis. 
Mr. Schempp was 46 years of age and 
had been engaged in the retail hard- 
ware business with his brother, Frank 
D. Schempp, for 25 years. He was an 
active member of the Retail Hardware 


| 
' 
| 
| 
j 








Association and also of the Eden M. E. | 
Church, where the funeral services were | 
held. | 


ee 


Office Employees of E. C. Atkins | 
and Co. at Annual Picnic 


Much interest was manifested by the 
office employees of E. C. Atkins & Co., | 
Indianapolis, Ind., at the eighth annual | 
picnic, held recently at one of Indiana’s 
fine summer resorts. 

Many of the good old games in which 
everybody participated in the afternoon 
was terminated by a baseball game to 
decide the long-standing question of 
the championship between the depart- 
ment heads and their workers. The ex- 
ecutives proved they could still sock the 
old pill. 

After the games everybody enjoyed 
one of the finest chicken dinners, trim- 
mings and everything, ever set before 
a crowd of hungry picnickers. The office 














quartet entertained with some old-fash- 
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ioned songs, after which everyone joined 
in group singing. 

No Atkins picnic would be a success 
without a dance. Music was provided 
by one of the employees who heads an 
orchestra of his own, which proved to 
be a splendid finishing touch to a full 
day of real-for-suré good time, lots of 
fun, eats and recreation. 





J. W. Johnston Given Detroit 
Post by Westinghouse Co. 


J. W. Johnston has been appointed 
merchandising manager Detroit office, 
Westinghouse Electric & Mfg. Co. For 
the past year Mr. Johnston has been 
associated with M. C. Morrow, assistant 
sales manager, merchandising depart- 
ment, in the development of central sta- 
tion merchandising business in the 
Pittsburgh, Detroit, Cincinnati and At- 
lanta territories. He has been identified 
with the company since 1913, following 
his graduation from Ohio Northern 
University, with the degree of Bach- 
elor of Science in Electrical Engineer- 
ing. He had previously taken a Bach- 
elor of Arts degree at Miami Univer- 
sity. 





Detroit Wholesale House 
Is Reorganized 


The T. B. Rayl Co., wholesaler of 
heavy and shelf hardware, machinists’ 
supplies, etc., Detroit, Mich., has been 
reorganized as the Rayl Co., with a 
capital stock of $400,000. 

The same officers, directors and stock- 
holders are in control over the new 
concern. Title to the real estate and 
lease holdings will remain with the 
T. B. Rayl Co. 
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“ Nutmeggers” Back 
in Harness 


Fall Meeting Starts Off with 
Rush. Steps Taken to Change. 
By-Laws. Dues to Be 
Increased 


The Nutmeggers have finished their 
vacation and are back in _ harness 
again. They resumed their regular 
meetings at the Burritt Hotel, New 
Britain, Conn., at 7 p. m., Wednesday, 
Sept. 8, with Chief Nutmegger Leon 
Schwartz in his accustomed place. 


As usual the meeting opened with 
a special dinner, followed by smokes, 
talks and business discussions. The 
discussions were interesting, as they 
dealt largely with proposed changes in 
the organization’s by-laws. 

To begin with, it was the consensus 

of opinion that the dues are entirely 
too low to allow the organization to 
function freely, and ridiculously low in 
the face of the benefits derived. A pre- 
liminary resolution was introduced to 
make the dues $10, beginning the first 
of the coming year. Another resolu- 
tion gives a definite period for arrears 
and allows for suspensions when dues 
are not paid. Still another specifies 
that the officers of the association 
elected in January are to be installed 
at the next regular meeting following 
the election. The purpose of this reso- 
lution is to allow the officers to pre- 
side at the annual affair given during 
the convention of the Connecticut Re- 
tail Hardware Association. The final 
resolution confers upon the president 
the power to elect honorary members 
at his discretion, and such honorary 
members are to be allowed the privi- 
lege of becoming active members by 
the payment of the regular dues. 
All of the above resolutions for 
amendments to the by-laws will come 
up for final action at the next regular 
meeting. 

















The speaker of the evening was Roy 
F. Soule, editor of Hardware Dealers’ 
Magazine, and dealt largely with sell- 
ing. According to the speaker, the best 
seller is usually a good loser, who in 
the face of obstacles continues to sell 
personality, character and confidence. 


|When the break comes he wins. Inborn 


fear was held up as the bugbear which 
beats more salesmen than any other 
one thing. 

Mr. Soule deviated from his subject 














Hungerford Moves Philadelphia 
Warehouse and Office 
To provide an increased stock and 


better facilities for maximum service 
the U. T. Hungerford Brass & Copper 


long enough to call attention to good 
omens in crop prospects throughout 
the West. Crops are good, he said. 
There are a few bad spots, but the 
average is good. That means farmers 
will have money to spend, and that 
factories will be busy and active. He 








Co., Inc., Hungerford Building, New 

York City, announces the removal of | 
its Philadelphia warehouse and office to 

46 North Sixth Street. 


closed with a short talk on the re- 
sponsibilities of the traveling sales- 
man and his need for energy, courage: 
and vision. 
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Arizona Wholesale 
Hardware Firm Moves 
from Mesa to Phoenix 


O. S. Stapley Co. Establishes 
Headquarters at Phoenix, Ariz., 
to Provide More Adequate 
Service to Customers 


The O. S. Stapley Co., wholesale and 
retail hardware and farm equipment, 
Mesa, Ariz., announces that on and 
after Sept. 2 the general offices of the 
organization will be located at 316 
North Seventh Avenue, Phoenix, Ariz. 
At the new office all buying for the 
firm’s four retail stores and the whole- 
sale department will be done; also, all 
general accounts will be carried at the 
Phoenix office. 

The firm has for some time past 
considered the feasibility of establish- 
ing headquarters at Phoenix instead of 
Mesa, as its business in the Phoenix 
territory has been steadily increasing 
in all departments, and due to this fact 
and also the fact that the wholesale 
department has grown far beyond the 
officers’ most sanguine expectations, it 
was believed of mutual advantage to 
both customers and the firm to remove 
the general headquarters to Phoenix. 

O. S. Stapley is president, D. L. 
Stapley is vice-president, and Glenn 
Stapley is secretary, treasurer and gen- 
eral manager of the firm. 





Warning Is Given 
of Counterfeit Note 


Discovery of another type of coun- 
terfeit note in circulation was an- 
nounced Sept. 4 in a circular sent out 
by the Secret Service of the Treasury 
Department. It was stated that the 
counterfeit—a $5 Federal Reserve note 
—was poorly executed and should be 
easily detected by handlers of cur- 
rency. 

The note purports to be on the Chi- 
cago Federal Reserve Bank, issued un- 
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der the check letter “F” and of the 1914 
series. 

The full text of the circular warn- 
ing follows: 

On the Federal Reserve Bank of 
Chicago, Ill.; 1914 series; check letter 
“KF”; face plate No. 751; back plate 
No. 3333; Frank White, Treasurer of 
the United States; A. W. Mellon, Sec- 
retary of the Treasury; portrait of 
Lincoln. 

This is a poorly executed counter- 
feit produced by  photo-mechanical 
process on one sheet of paper. The 
serial number is imperfectly impressed 
and printed in black ink, while the seal 
is off color, probably tinted by hand, 
and the portraiture dark and smudgy. 

Several fine lines appear on the face 
and back in imitation of silk threads, 
but these are not colored and are re- 
produced in the etching process. The 
back is more deceptive than the face, 
which is nearly one-fourth of an inch 
shorter than the genuine. 

This counterfeit should be readily de- 
tected by careful handlers of currency. 





Missouri River Jobbers’ Golf 
Tournament, Sept. 24-25 


A Missouri River hardware jobbers’ 
golf tournament is being planned for 
Sept. 24 and 25 at Excelsior Springs, 


Mo. Any jobbers wishing to partici- 
pate will kindly communicate with 
H. G. Starks, the Richards-Wilcox 


Mfg. Co., 206 Reliance Building, Kan- 
sas City, Mo. 


H. E. Wolferz Joins Masback 


H. E. Wolferz, whose resignation as 
special cutlery representative of the 
Remington Arms Co., Inc., 25 Broad- 
way, New York City, was announced 
in these columns recently, has joined 
the Masback Hardware Co., 80-84 War- 
ren Street, New York City. 

Mr. Wolferz joined the Remington 
forces in 1921 and was one of the first 
special cutlery representatives to travel 
for the Remington Cutlery Works. 

He has been quite successful in his 
cutlery merchandising windows and is 
well known in the trade throughout 
New Jersey and Long Island. 
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Oscar Keckonen Dies 
at Calumet, Mich.., 
Public Hospital 


Prominent Michigan Hardware 
Dealer and Postmaster Suc- 
cumbs to an Attack of Blood 

Poisoning 


Oscar Keckonen, founder of the 
Keckonen Hardware Co., Calumet, 
Mich., and president of that firm, 
passed away recently at the Calumet 
Public Hospital following a short ill- 
ness of blood poisoning. He was born 
in Finland 49 years ago and came to 
this country with his parents at the 


age of five. 


For several years he was connected 
with the Carlson hardware store in 
Calumet, and 28 years ago founded 
the firm which bears his name. Mr. 
Keckonen has been president of the 
firm since it was founded. For the 
past four years he served as postmas- 
ter of Calumet and was a former presi- 
dent of the village of Red Jacket. 

Mr. Keckonen was a director of the 
First National Bank of Calumet, presi- 
dent of the Finnish Mutual Fire Insur- 
ance Co., president of the Copper Coun- 
try Building and Loan Association, and 
president of the Finnish Republican 
Printing Co. of Calumet. 

Active in all civic affairs, Mr. Keck- 
onen was one of the village’s most 
prominent and respected business men. 
He was a staunch Republican in poli- 
tics and was a member of the Hough- 
ton County Republican Committee, of 
which he served as an officer several 
years ago. 


John T. Sood Establishes 
California Retail Store 


John T. Sood has established the Val- 
ley Hardware, a retail firm at 5260 
Lankershim Boulevard, lLankershim, 
Cal., handling a general line of hard- 
ware, bathroom supplies, electrical 
equipment, sporting goods, etc. 





Try a Little Telephone Courtesy —It’s a Good Cure for an Ailing Business 










OH BUSINESS \ 
\S~ JOST A 
MINUTE, JOE, 





HELLO 
{ BL, Hows 


Nee? 
J 


WHAT ?—MRS 













HELLO- HELLO- 
WHAT ?—‘YAAS- THIS 

\S CHUMP'S-DONT cer 

‘YOU- TALK LOUDER- 


SPELL IT- OH. MRS 
JONES: 
















WHAT KIND OF 
A MOP DIDCHA WANT- 

EX WHAT? ‘YOU WANT 
\T DELIVERED RIGHT Away- 
















ES 








CALLS UP AN SAYS SHE 
WANTS A MOP-THEN SHE 
DONT WANT \T- CAN YOU 
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Pacific Tool and Supply Company 


Reorganizes and Moves to Oakland 





Wholesale Firm Specializing in Quality Tools and Shop Supplies has 
Been Reorganized and Moved from San Francisco to Oakland 


HE Pacific Tool & Supply Co., a wholesale firm specializing in 


quality tools and shop supplies, has been reorganized and 
moved from San Francisco to Oakland, Cal., by A. W. Lillon, 


B. H. Curry and Jules J. Thirion. 
It was bought about twelve years ago by Berger & 


started in 1906. 


The company was originally 


Carter Co., which operated it as a division of its business until it in 
turn was taken over, in 1924, by A. M. Castle & Co., at which time 
the Pacific Tool & Supply Co. was purchased by its present owners 
and reorganized. The firm was recently moved to Oakland and is 
doing business at present at Fourth and Washington Streets, pend- 
ing the completion of a three-story steel frame brick building at 
261 Eighth Street, which it expects to occupy about Sept. 15. 


A. W. Lillon, president of the com- | on the Pacific Coast. 


pany, was for 15 years with the Pacific 
Hardware & Steel Co. and its suc- 
cessor, the Baker, Hamilton & Pacific 


He was treas- 
urer of Berger & Carter Co. for five 





years, and has also had manufacturing | 


experience in the East. 





A. W. Lillon 


Co., and for six years he was manager | 


of the Pacific Tool & Supply Co. Divi- 
sion of Berger & Carter Co., all of San 
Francisco. 

B. H. Curry, treasurer, has had about 
15 years’ credit and financial experience 


Pacific Coast Wholesaler 
Opens Oakland Warehouse 


Dunham, Carrigan & Hayden Co., 
San Francisco, wholesale hardware, 
has opened a warehouse on Kirkhan 
Street between Fifth and Seventh 
Streets, Oakland, Cal., which contains 
15,000 sq. ft. of floor space. Stephen 
H. Barrows is in charge of the Oak- 
land office and warehouse. 





Continental Wood Screw Co. 
Opens Two Branch Offices 


The Continental Wood Screw Co., 
New Bedford, Mass., has_ recently 
opened a Chicago office at 27 South 
Desplaines Street in charge of W. J. 
McLoughlin, who, with more than 15 
years’ experience in the activities of 


B.H. Curry 


Jules J. Thirion 


of years he was in the purchasing de- 
_ partment of the Pennsylvania Railroad. 
Jules J. Thirion, secretary, was a 
' salesman for Baker, Hamilton & Pa- 
cific Co., and for six years had charge 
of sales of Berger & Carter Co. 


| the screw and nut industry, is very well 
_known in the trade. 


In order to provide better service to 
its southern trade, the Continental com- 
pany also announces the establishment 
of a warehouse and office at 1241 Fort 





Street, Chattanooga, Tenn. C. R. Eaves 
has been appointed manager of this 
branch, which will carry a complete 
stock of wood screws and stove bolts. 





Bert Shontz Opens Hardware 
Store at Harmonville, Pa. 


Bert Shontz, proprietor of the Har- 
monville Garage, Harmonville, Pa., has 
opened a new paint and hardware store 
in connection with his garage business 
at this address, and is desirous of re- 
ceiving catalogs and price lists from 
manufacturers and jobbers in_ these 





lines. 


For a number 
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Golf Products Manufacturer 
Announces Name Change 


The Walter Hagen Golf Products, 
Inc., with factory at Longwood, Fla., 
and warehousing facilities at Detroit, 
Philadelphia and San Francisco, re- 
cently organized, will combine the manu- 
facturing and selling facilities of the 


Golfers’ Supply Co., of Detroit, and the 
Golfers’ Supply Co., of Longwood, Fla. 
Headquarters of the new firm will be 
at Longwood, Fla. 


Bob Murray to Address 
North Jersey Meeting 
Robert Murray will be the principal 
speaker at the opening meeting of the 
North Jersey Hardware and Supply 
Association, to be held Sept. 14 at the 
Down Town Club, Newark, N. J. 


As a special added attraction to the 
program, motion pictures of the recent 
hardware outing will be shown. 


San Francisco Jobber Erects 
Warehouse at Oakland, Cal. 
The Baker, Hamilton & Pacific Co., 


|San Francisco, hardware jobbers, has 


_ house 
Oakland, Cal., 
_sq. ft. of floor space. 


| hoist 








completed the construction of a ware- 
at Third and Market Streets, 
which contains 17,600 
The investment 
in land and buildings amounts to $100,- 
000. The building is equipped with 
cranes of three-ton capacity, 
which are so arranged that they will 
unload cars and place pipe, bars, plates 
and structural steel at any desired 
place in the warehouse. D. J. Kleine, 
since 1906 foreman of the company’s 
iron and steel warehouse in San Fran- 
cisco, is in charge of the new ware- 
house. 


E. Theodore Sproull Appointed 
by Oliver Iron and Steel Co. 


Effective Sept. 1, E. Theodore Sproull 
was appointed general manager of sales 
of the Oliver Iron & Steel Corporation, 
Pittsburgh, Pa., succeeding John C. 
Smith, who retires after 38 years’ ser- 


vice with the Oliver interests. 

Mr. Sproull recently resigned as 
assistant to the president of the Trum- 
bull Steel Co., Warren, Ohio, which 
position he held since the reorganiza- 
tion. Before that he was general man- 
ager of sales. 

Prior to going with Trumbull, he was 
associated with Jones & Laughlin Steel 
Co., Pittsburgh, Pa., but got his early 
education in the steel industry with 


| the American Sheet & Tin Plate Co. 
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Controller General McCarl’s Ruling on Recess 
Appointments More Far-reaching 
Than Public Comment 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


the recent ruling of Controller General McCarl] regarding 


MV tte far-reaching than public comment so far has indicated, 


recess appointments by the President is looked upon as 
greatly restricting the authority of the White House in this respect. 


Mr. McCarl is known as a killjoy in Washington. 
upset precedent and practice time and time again. 


His rulings have 
Old customs 


which had become a matter of course have been uprooted and a new 
order of things invoked in strict accordance with the letter as well 
as the spirit of the law. Mr. McCar]! places it rigidly in operation. 


The efforts to ridicule Mr. McCarl’s rulings got nowhere. 


His is 


a unique, exceptionally independent position and being a man 
of courage and intelligence he has followed scrupulously his duties | 
which require him to interpret laws precisely as they are written, 
not as any coterie may want them construed. And he has done 
that very thing consistently. His is a power that reaches every- 


where in government service, and the White House is not given | 





ter to the President saying as much. 
It has been rather clearly understood 
that the President had determined to 
reappoint Mr. Glassie. The Senator 
from Maryland, famous not only as an 
able member of the upper branch of 
Congress and an “old line” Democrat, 
but also as the father-in-law of the 
daughter of Secretary of the Treasury 
Mellon, says that Glassie is not a real 
Democrat. The Senator claims Glassie 
has voted for high-tariff protection 
consistently as a member of the com- 
mission. Particularly has the Senator 


attacked. Glassie for his favoring a 


immunity or permitted to be a bete noire that stops otherwise literal | 


application of the laws. 
esting and amusing incidents. 


But returning to the matter of recess 
appointments, Mr. McCarl in a long 
ruling held, in brief, that the President 
of the United States may make recess 
appointments as a matter of course, 
but the Controller General also said 
that such appointments have to he con- 
firmed by the Senate before the ap- 
pointees can get on the payroll. This 
ruling came out of the question as to 
whether or not Edgar B. Broassard of 
Utah and Sherman Lowell of New 
York, both Republicans, are on the 
payroll of Uncle Sam as members of 
the Tariff Commission. Mr. McCarl 
said they are not. Some of the most 
prominent legal minds of the Senate, 
including those who were not at all 
partial to either Mr. Broassard or Mr. 
Lowell, had expressed the view that 
they were legitimately on the payroll 
inasmuch as the President submitted 
their names to the Senate on the final 
day of its latest session. Neither was 
confirmed, but it is also true that 
neither was rejected. It simply was 
a question of no action being taken on 
these nominees. This was generally 
held to have constituted legitimate ap- 
pointment. But Mr. McCarl threw a 
wrench into the machinery and said 
that appointments must be confirmed 
by the Senate to meet the requirements 


of the Constitution and its purposes to | 


set up a check as well as a balance in 
the wheels of the government. Those 
who have studied this ruling point out 
that hereafter it will mean that the 
President, desiring to make appoint- 
ments which he knows will meet with 


This policy has brought about some inter- 





pour in the Senate, cannot resort 
to the practice of submitting names at 
the eleventh hour of a session of the 
Senate, realizing no action is likely, 
and then make recess appointments. It 
brings about a marked change. It will 
be one that will be interesting to watch. 
The Senate will be an even greater 
factor in political appointees than ever. 
But the President can and supposedly 
will again send the names of Mr. 
Broassard and Mr. Lowell to the Sen- 
ate when it convenes again, and if they 
are confirmed, as seems likely, they 
will be placed on the payroll and com- 





but also the idea of appointees serving 
in such a responsible position as mem- 
bers of the Tariff Commission might 
easily set a lot of tongues to wagging 
and wings given to suspicion, no mat- 
ter how utterly false and unjustified 
such a development would be. Politics 
resorts to many tricks. 

As if the question of these appoint- 
ments were not bothersome enough to 

















the President, he faces another one, 
perhaps even more disturbing. And it 
'also concerns the Tariff Commission. 


The term of Commissioner Glassies, 
Democrat, expires tomorrow. Senator | 


_Bruce, Democrat, of Maryland, is bit- 


Glassie and has written a vigorous let- 





pensation made retroactive from the | 
time of their recess appointment. How- | 
ever, rejection would mean no pay. 
This would be decidedly embarrassing. | 
| Not alone would it be unjust to the | 
| appointees from a point of recompense, 











i 
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tariff on sugar. Other Democratic 
Senators take the same view. But— 
here is where the tariff again looms up 
as a local issue—there is a strong wing 
of Democracy favorable to Glassie be- 
cause he is for protection on sugar. 
This wing comes from sugar States, 
such as Utah, Michigan and Colorado. 
Also the wool States in the Northwest 
are for reappointment of Mr. Glassie. 
It had been thought that after all 
Senator Bruce, as an “old line’ Demo- 
crat, a Jacksonian type, had cleared up 
the growing confusion as to what is 
a Democrat and what is a Republican 
by pointing to the tariff. It seemed to 
be the last remnant, but a remnant just 
the same, marking the line of cleavage 
between the two parties. But the fact 
that many Democrats favor Glassie, 
and some are talking protection more 
strongly as their sections become more 
industrialized, has again clouded the 
issue. It is quite bewildering. The 
action of the President in reappointing 
or failing to reappont Mr. Glassie may, 
therefore, afford some light on the 
question. . 





The Federal Trade Commission like- 
wise is about to undergo a new line-up. 
The term of Houston Thompson, Demo- 
crat, is practically at an end, and that 
of James F. Nugent, also a Democrat, 
is drawing near to a close. Successors 
to both will have to be Democrats. It 
is a good bet that both will be more 
conservative than either Mr. Thomp- 
son or Mr. Nugent, and therefore much 
more to the liking of the President 
than the two outgoing commissioners 
are. They have been thorns in the side 
of the administration. With appoint- 
ment of their successors, the Trade 
Commission will be converted rather 
thoroughly into an administration or- 
ganization. Mr. Nugent and Mr. 


terly opposed to reappointment of | Thompson are known as great dissent- 


ers. 
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Hardware Sales Improving— 
Collections Reported Favorable 


actively in the important market centers, and the outlook 


| ARDWARE, in both seasonal and staple items, is moving 


for the balance of the year is encouraging. With the exception of a 
possible recession in building activity, conditions generally augur 
a continuation of present activity in trade and industry. Hardware 
sales during the month of August, although hampered by the wet, 
unseasonable weather, are not expected to fall far short of those 


for the same period last year. 


Retail stocks appear to be light, and there is no tendency on the 
part of dealers to delay filling their future requirements in the ex- 
pectation of any downward revision in prevailing prices. 

Collections are reported as favorable. 


Chicago Sheet Base Changes 


Chicago hardware prices continue to 
strengthen although the only actual 
change in jobbers prices for this week 
is a slight advance in sash cord. 

The makers of galvanized and black 
sheets have changed the base from 28 
to 24 gage and there is also an ad- 
vance in mills prices on some sizes of 
cement coated nail extras. 


Construction Less Than Last 
Year 


Building permits for August, as re- 
ported from 153 cities to Bradstreets, 
were less than for the same period last 
year. 

The total value of the building per- 
mitted for last month at 153 American 
cities was $298.517,527, as against 
$987,156,204 in July and $326,519,445 
in August a year ago, a gain of 4 per 
cent over July, but a decrease of 8.5 
per cent from August, 1925. New York 
City building in August totaled $75,- 
803.482, as against $79,671,851 in July 
and $97,349,442 in August a year ago, 
decreases of, respectively, 4.8 and 22.1 
per cent. 

The total at the other 152 cities was 
$229 714,045, as against $207,484,353 in 
July and $229,170,004 in August a year 
ago. There is here shown a gain of 
7.3 per cent over July, but a loss of 
2.7 per cent from August last year. 
Four groups of cities—the New Eng- 
land, central western, southwestern and 
southern groups—showed gains over 
July, while three—the central western, 
northwestern and southern groups— 
gained over August, 1925. 

Of 153 cities reporting for August, 
71 show gains over the like month a 
year ago, while 82 show losses. Lead: 
ing cities showing increases are Spring- 
field, Mass.; Atlantic City, Buffalo, 








Fittsburgh, Chicago, Cleveland, Grand 
Rapids, Indianapolis, Milwaukee, Dal- 
las, Kansas City, Oklahoma City, 
Baltimore, Birmingham, Jacksonville, 
Knoxville, Washington, Salt Lake City, 
San Francisco and Seattle. 





Increase in Chain Store Sales 


Reports of chain store sales for Au- 
gust and the first eight months of 1926 
show a substantial increase over the 
corresponding periods the _ previous 
year. While Woolworth Company sales 
for last month showed only a slight 
gain over the like month a year ago, 
the showing made for the first eight 
months was considerably better. Other 
chain stores showing increases are W. 
T. Grant Company and the Metropolitan 
Chain Stores. 


Data Sought on Freight Rate 


Structure 


Additional data is sought by the In- 
terstate Commerce Commission con- 
cerning rate structures and the origins, 
destinations, and trends of traffic. The 
information is wanted in connectior 
with an investigation authorized by 
Congress under the _ so-called Hoch- 
Smith resolution. 

Questionnaires have been sent to 
carriers by territories or groups. The 


commission has asked data from 15 


| 





groups, 12 within the United States, 
two for Canadian traffic, and one for 
Mexican traffic. The carriers have 
been given two forms of question- 
naires: the first, for reporting as to 
commodities which are not customarily 
accorded transit, which is to be exe- 
cuted by the originating carriers; and 
the second, for reporting as to com- 
modities which are customarily ac- 
corded transit, which is to be executed 
by the delivering carriers. 





Gain in Steel Production and 
Demand 


Steel demand and production in Pitts- 
burgh and nearby territory have gained 
so much momentum that even the holi- 
day was not sufficient to cause an in- 
terruption. Business of the past week 
has held well up to the recent average, 
and. again an ingot production of 85 
per cent of capacity is reported. There 
is the same degree of stability to prices 
that there is to business, and the pri- 
mary materials, with the exception of 
pig iron, show greater strength. Two 
sales of heavy melting steel, aggregat- 
ing approximately 25,000 tons, have 
been made in the past week at an ad- 
vance of 50c. a ton, putting the market 
on that grade back to within 50c. a ton 
of its high point of the year. 


Revised Prices on Poultry Netting 


A revised price list on poultry net- | 
ting, the first to be issued in many. 
years, is announced by the American | 


Wire Fabrics Corp., a subsidiary of 
the Wickwire Spencer Steel Co., New 
York City. 


The new price list, adopted Sept. 15 | 


Wide 

Mesh, Wire, 
In. No. 12 In. IS In. 24 In. 30 In. 
2 14 , $17.51 $20.89 
2 15 aaa - 13.85 16.50 
2 16 6.24 R 7h 10.95 13.05 
2 1% , 4 6.40 ee 
2 19 2.48 3.06 1.54 ».42 
2 20 2.14 3.08 3.92 4.68 
1% 16 oe 15.3 18.26 
1%, 18 > en TT 9.60 11.45 
1% 19 1.13 9.94 7.57 9.04 
1% 20 3.49 5.02 6.40 7.64 
l 16 xs in% 24.08 28.73 
l 18 ‘ ; 14.239 17.17 
| 19 6.05 K 70 11.09 13.94 
l 20 4.95 7.12 9.08 10.83 
% 20 7.71 11.09 14.14 16.88 


— 


with a view of ironing out some slight 
price inequalities resulting from im- 
proved manufacturing processes, does 
not affect standard grades regularly 
carried by the hardware trade, notably 
No. 19-—-2-in. mesh, No. 20—1-in. mesh, 
and No. 20—2-in. mesh. 
The new prices are as follows: 


36 In. $2 In. {8 In. 60 In. 72 In. 
23.87 $27.85 $31.82 $39.78 $47.73 
19.10 22.28 25.47 31.83 38.20 
15.25 17.79 20.33 25.42 30.50 
9.27 —— 12.35 15.44 18.53 

6.19 7.22 8.25 10.32 12.38 
D.o0 6.24 7.13 § 9] 10.69 
20.87 24.36 27.83 34.79 41.75 
13.09 15.26 17.44 21.81 26.16 
10.32 12.04 13.76 17.20 20.64 
8.73 10.18 11.63 14.54 17.44 

32.84 38.3 43.78 54.73 65.67 
19.63 22.90 26.16 32.71 39.24 
15.13 17.65 20.17 25.21 30.25 
12.38 14.44 16.50 20.63 24.75 
19.28 22.50 25.71 32.14 38.56 
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Notable Increase in Sales of Fall Goods 
in Pittsburgh Territory—Collections Good 























(Pittsburgh office of HARDWAL# AGE) Size Heavy Duty Truck 
ALL hardware business is opening up auspiciously in this dis- Bee fe. lS 
H trict with the jobbers noting a substantial increase in both ae gee Sores esstee ae — 
mail and salesmen’s orders and with the retailers giving more cee et te seee res ERO is 
cheerful accounts of sales. For the past sixty days jobbers find yl a 39.25 
that their business has run somewhat ahead of the same period last 35X5 ......se eset, 360B0 42.15 
year and now are disposed to believe that they have a fair chance 36 x ; arco ) 6b.2e 
over the remainder of the year in making good the loss of business rae © Sitter ereessee os an 
sustained through a tardy spring and the late opening of the sum- he 129.26 
mer. The expectation is that 1926 business may possibly equal that _— 
of 1925, which all in all was a good average year. 5 a 
So far as this district is concerned there are plenty of reasons Size 60 «6h 
for optimism in the fact that the steel industry is maintaining an 80 XB ee eeeee sere eee $1.95 $1.55 
exceptionally high rate of operations for the time of year, while with 32 x 3% sesecescseres S58 2. 15 
the approach of tall there are almost daily announcements of resump- 32 a 2 BB 
tions of operations of coal mines that have been idle for long pe- bt iephbpeeeepeeeae to 
riods. If the steel industry is the barometer of general business ae gee Seth tensessss Oe tees 
that it is supposed to be, the outlook for the remainder of this year ace ee Oe 
in hardware must be considered very bright. Steel ingot produc- 86 XA oe sees eevee, 4.15 
tion figures just released by the American Iron and Steel Institute | 33 x 5 Mereorsecencee. Sle 
for August show that production is almost 86 per cent of capacity | 3538 (000000000) £80 
as compared with 738 in July and 8U per cent in June. For the year | 36 . é paverernscyt tae 
to date, ingot production has averaged approximately 85 per cent as i Se Ve tietreesennes Te 
Oe ee a hs cedarencens 15.15 


compared with 80 per cent for ali of last year. 
On account of the unusual summer activity in the steel market 


Balloon Tires 
To fit 19 in., 20 in., 21 


in., 22 in., 





many thought that business partiy at the expense of fail and early 23 in. Rims. 
winter requirements, but this opinion now is being generally re- Size Ply Casings Tubes 
vised and the idea is fairly common that the last quarter of the year hada ti i mn ; =e ee 
will make a very good showing. As against such seasonal losses = ede PS ge fy ‘ 15.00 2.85 
of business that may develop 1n business in pipe, tin plate and one 29 x 4.95-20 in. ‘ 16.35 2.95 
or two other lines are not consumed heavily during the winter 31x 4.95-22 in. 1 17.95 3.05 
months there is the offsetting possibilty of larger demands for steel 31x 5:25.91 in: 4 18°85 3°30 
for the railroads and the agricultural impiement industry. ‘There is Hsitee 20UltlUCU clk 
the further thought that since buying for some time has been on the 32 : 6.00.20 in, § ©2750 «4.10 
basis of actual requirements, there are no stocks in second hands to oo 5 So! .c eR eS 
be liquidated or which would permit consumers to stay out of the 33 x 6.20-21 in. 6 $4.10 4.86 

This district has been 34 x 7.30-20 in. 6 41.65 6.10 


market for any considerable length of time. 
. hard hit by the low rate of coal mine operations over the past year 
and hardware business has suffered in common with other lines. 
Consequently the signs of renewed activity in mining operations is 
reckoned as a favorable development. Collections are maintaining 
: the recent average. The week has brought no important price 
changes in hardware items, but there is a possibility that the recent 


BATTERIES.—Pemand is still very 
strong for various types of batteries, 
particularly for radio batteries, as so 
many are fixing up their sets for the 
heavyweight championship fight at 
Philadelphia and the World Series. 


retailers, 


Unit 


Jobbers’ quotations to 
f.o.b. Pittsburgh: 
Broken 








change in the base gage and in gage differentials on black and gal- ar 
vanized sheets which advanced the prices of the lighter gages will ag + $1.05 $0.97 
mean higher prices for a good many articles of hardware that are See BEE sere reves sees . 1. 
made from black and galvanized sheets, particularly as the lighter aie Re << =e 
Cm ceeoeeecseotveossisce > 
: gages are used. ee mee core etnsctes Oe “39 
a eee 40 .35 
AUTOMOBILE TIRES AND TUBES. | HIGH PRESSURE TIRES No. 6 dry cells, ignition type, unit 
; : . ires | Size Heavy Duty Truck packages, 32c. each; broken, 36c. 
ae EE Oe eee — 7 — PSR oe ecisays. $8.75 _Flashlight.—No. 935, 9¥%c. each; No. 
and tubes handled by the hardware | 3) ¥ 34° G). extra size 10.50 950, 10%e.; No. 790, 22c.; No. 706, 
ill i > isfac- 3 a: ME. cceeaeés 2.85 are 21%c.; No. 750, 18¢c.; No. 751, 24c. 
trade still is reported as very satisfac aeeeen 14°35 eo Hot Shot.—No. 1461, $1.70; No. 1662, 
tory. eS Co pain 15.95 cal $2.35. 
salera’ ice : akes ¢ ES eae 17.45 peas ~ _ 
deus tae eg ena or —y lv be peahaammcan 18.20 aa BEVERAGE AND _ PRESERVING 
ware trade follow: Se ee eee 19.45 eae SUPPLIES.—Seasonally brisk demand 
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is noted for the various items under 
this heading. Jobbers quote: 
Botties and Caps.—Quarts, $9.50 per 


gross; caps, 20c. to 22c. per gross; 
stoppers, $2.25 per dozen; cappers, 
$10.50 per dozen. 

Strainer Sets.—lEKveredy, in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 


1621, 
. Mason Jars. —Pints, $8.80 x? gross; 
quarts, $10.10; 2 quarts, $13.1 

Jar Rubbers.—Double lip, ont | 80c. 
per gross. 

Canning Racks.—No. 1, single jar, 
70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75c. per doz. 

Fruit Presses.—E nterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6; Brighton, 2 at., 
$3 each; 4 = $4. 50; 10 qt., : 

Cider Presses.—E agile, single tub, 


$12.10 each; Eagle Junior, $24; Cant- 
clog, single tub, $14.85. 
Oak Kegs.— 

Red White White Oak 
Oak Oak Charred 

5 galion...... $1.20 $1.35 $2.35 

10 gallon...... 1.65 1.75 2.75 

15 gallon...... 1.95 2.15 3.10 

20 gallon...... 2.15 2.30 3.35 


BOLTS, NUTS AND RIVETS.—De- 
mands upon the jobbers still are very 
steady for small lots, with prices show- 
ing no change. Makers are beginning 
to open their books for fourth quarter 
business, naming prices that have now 
been in effect for two years. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 


and 10 per cent off list; nuts, hot 
pressed, square, tapped, in 5 lb. 
boxes, % in., $16 per 100; 5/16 in., 
$14; % in., $11; % in., $10; 5, in., $10; 
% in., $8: % in., $7.50: rivets, small 
wagon and tinners, 60 per cent off 
list. 
CONDUCTOR PIPE.—The change in 


the base gage and in the gage differ- 
entials on galvanized sheets has not 
yet been refiected in prices of galvan- 
ized conductor pipe, but it is likely to 
a little later and will mean higher 
prices than now prevail. No. 28 gage 
flat galvanized sheets advance $3 a ton 
under the new _ schedules. Jobbers 
quote: 
Galvanized, 3 in., No 28 gage, as 39 
per 100 ft.; copper, 16 oz., 3 in., $23.7 15 


per 100 ft. in lots of 100 ft. or more; 
small lots higher. 


GUNS AND LOADED SHELLS.— 
There is very brisk demand against 
fall orders. Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1, 
$38.30; No. 2, $46.55; Winchester re- 
peating, No. 97, hammer, $31.80; No. 
12, hammerless’ standard, .$37.50; 
tournament, $56.85 

Loaded Shells. —Winchester re peat- 
er, R-76-D, $34.74 per 1000. 

HEATING ACCESSORIES.—It is easy 
to figure that the fall is approaching 
from the size of the orders that are now 
coming out for coal hods, fire shovels 
and various other heating accessories. 
Jobbers quote: 


Asbestos.—Sheet mill board, 3/16- 





in. thick, 18 in. x 20 in., 18c. eachy 
18 in. x 30 in., 27c.; 20 in. x 30 in., 
28c.; 22 x 30 in., 3c. 24 | 
35c. Fiber in \, -Ib. packages, $2.40 
per dozen; %-lb. packages, $4.50. 
Coal Hods.—Japanned, 16-in., $3.40 | 

galvanized, 

18-in., $5.50. 


per dozen; 17-in., $3.60; 
16-in., $4. 65; 17- in., $5; 

Fire S amped sheet steel 
japanned, flat handle, 50c. per doz.; 
roind handled japanned, 60c. to 
$1.10; galvanized, $1.10. Never | 
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Break, No. 16, $4.60; 
No. 20, $4.80. 

Gas Connections.—Lead, 12-in., 25c. 
each; 18-in., 30c.; 24-in., '87c¢. ; 30- -in., 
4Uc. ; 36-in., 45c. Flexible steel tubing, 
3-ft. lengths, 12c.; 4-ft., ldc.; 5-ft., 
l8c.; 6-ft., Z2c. Cloth inserted tubing, 
Sc. per ft. 

Stove Boards.— Wabash, square, 
paper lined, crystalized, 18 x 18-in., 
| $6.25 per dozen; 24 x 24-in., $7.50; 
26 x 26-in., $8; 28 x 28-in., $9.50; 
30 x 30-in., $10.80; 32 x 382-in., $13.20; 
35 x 35- -in., $16.20; wood lined, crys- 
24 x 24-in., $12.60; 26 x 26- -in., 
| $15; 28 x 28-in., 18; 30 x 30-in., $20; 
33 x 33-in., $24: 36 x 36-in., $29. 

Stove Pipe and Elibows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6- 
in., $15 per 100 joints; elbows, $1.48 
per dozen. Nickeled stove pipe, - 
in., 85c. per joint; elbows, 75c.; col- 
lars, 40c, 


"LAN TERNS.— Shortening days and 
longer nights are finding reflection in a 
| stronger demand for lanterns. Jobbers 
| quote: 


10, $4.25; No. 





talized, 


Acetylene, No. 12, $4.50 each; sport, 
$5.50 per doz.; Dietz, Monarch, $8 per 
doz.; Junior, $8. 50; Little W izard, $9; 
Blizzard, $13: bD- Lite, $13; dash, $14: 
Junior wagon, $17.25; standard rail- 
road, $8. 


PAINTING SUPPLIES.—Even paint- 
ing supplies seem to have shared in the 
recent betterment in business, but both 
manufacturers and dealers have a long 
way to go to overcome the loss of busi- 
ness sustained during the first half of 
this year on account of unfavorable 
weather conditions. Turpentine has 
dropped one cent per gal. Other items 








are holding at recent prices. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead, 15%4c. per Ib. in 100-lb. 
lots; 10 per cent less in lots of 500 lb. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.07 per gal. in barrel lots; raw lin- 
seed oil, 12.9c. per lb. in barrel lots. 


SHEET METAL.—Recent prices are 
holding. Business is fairly active. 


We quote sheet copper at 23c. per 
lb. from jobbers’ stocks in lots of 
300 lb. or more and 27c. per Ib. in 
single sheets; sheet zinc, l3c. per Ib. 
in loose sheets, 12c. in 100-lb. casks; 
11.80c. in 300-Ib. casks, and 11.80c. in 
600-lb. casks. 


SHEET STEEL.—Jobbers have revised 
their prices on black and galvanized 
sheets, effective Sept. 13, to harmonize 
with the new base gage and gage dif- 
ferentials recently announced by lead- 
ing manufacturers and since adopted 
by those representing considerably 
more than 75 per cent of the country’s 
producing capacity. 


base, subject to the new differentials 


Pittsburgh jobbers’ 
No. 24 gage, 
corrugated No. 
per square; one 


Prices out of 
stocks: Galvanized flat, 
$4.75 base per 100 lb.; 
28 gage, 2% in., 4.46c. 


pass cold rolled black, No. 24 gage, 
4.10c. base per 100 lb. Armco ingot 
iron galvanized flat, No. 24 gage, 


$5.80; Toncan metal galvanized flat, 
No. 24 gage, $5.80; all for lots of one 
to nine bundles. 


The new gage differentials to which 
the foregoing prices are subject fol- 
low: 


One Pass Cold Rolled Black Sheets 


Gage Per 100 Ib. 
a”. tute wetatiesd Jeannwee Add 50c. 
a” sadgenatnenecteaesaaet Add 40c. 
i) cindsdinaitew aw eeaanl Add 25c. 
[shad bcasdaevesacenen Add 15¢ 
Dn tucuscuekbauasein ene’ Add 10c 
. enéeecledds6d00ncdses Base 
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| DE éentebesueteeeeesen tel Deduct 5c. 

DD iLt¢seaheun ks ¢e0eekeene Deduct 20c. 
DT \Ssheeheoesetne eaeeaed Deduct 30c. 
Dy crepssewetesesssbeees Deduct 35c. 
8) ee Deduct 45c. 

Galvanized Sheets 
Gage Per 100 Ib. 
i -- ive ncnwetwe anne une Add 90c. 
| epi peaetee tease ser Add 0c. 
| at bud cone weseuseseseee® Add 50c. 
at ccuuvintiidvedonessdeey Add 35c. 

DE s+ss6eeeeesseeteseeee Add 25c. 
ih epatnesds 6eedenenaene Base 
| 7 rere Deduct 15c. 
DT vtccevsenntedssue nel Deduct 20c. 
a kiuessaseseseeesevee Deduct 35c. 
DM stcckécesektiecen eee Deduct 50c. 
| DE  scoceeeteseseeueneane Deduct 60c. 
| DE sek nu cihecinkhgee Deduct 70c. 
SLEDS.—Advance orders for sleds are 
of very satisfactory volume. Jobbers 
quote: 
Flexible Flyer, No. 1, $3.75 each; 
| No. 2, $4.75; No. 3, $6; No. 4, $6.50, 
subject to dealers’ discount of 33 

per cent; Lightning Guider, No. 19, 


$1 each; No. 20, $1.20; No. 21, $1.40; 


No. 22, $1.60, net. 
SOLDER.—Strength of the tin market 
is reflected in solder prices, which are 
materially higher at 41%c. per lb. for 
half and half. 


WINDOW REFRIGERATORS.—Some 
calls for this item are beginning to de- 
velop and a fair movement is already 
observed against early orders. 


Jobbers quote: Frigette, $1.85 each; 


Fittsall, $1.60. 


WIRE PRODUCTS.—Demand is not 
really active, but is remarkably steady 
in nails and wire and evidently some of 
the farmers are planning on building 
fences this fall, as there is a fair 
sprinkling of orders for woven wire 
fence. 
We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 


(Per 100 1.) > Galvanized 
No. 6 to 9 gage....$3.00 $3.45 


a 2 i ,ebksvenecesnee 3.05 3.50 
i dn: on@weesede atten 3.10 3.55 
i ere ee 3.15 3.65 
a Mi scveceuneweesh 3.25 3.80 
i Me ¢i¢depulesenes 3.35 4.00 
> ea 3.55 4.25 
 * arene 3.75 4.4 
Barbed wire (per 80-rod spool): 

i: ME «os ced onskebate we ben $3. 

DT UT sec'cee kes 6Veveveoesn dé 3. 

PR ST Tere 3.20 
,.. 2S ey eT Te 3.50 
2-point aaite (|) .25 


Field Woven wire fence (per 100 





| 


On galvanized | 
and black sheets No. 24 gage becomes | 


| 


for gage, which increases the prices | 
of gages lighter than 24 gage and re- 
duces those on the heavier gages. 





| 
| 
| 


| 


rods) 

DE stesabavseosetsceudeseeaes $30.00 
DE hts cdecheaneeedesenecetusts 54.75 
Poultry: 

Ek es aera ee $35.60 

I ot ta et i ek oe ee wi aie .00 

AEE. «gall sie bee eeeh es eneeed 48.50 
Steel Fence Posts: 

i Seiuch teen dee teense onae 50c. each 

re ere ee 55c. each 

Sy, ean eer eee 65c. each 

base, per keg, $2.95 


Bright nails, 
o $3. 


D. F. Edwards Resigns from 
Wickwire-Spencer Steel Corp. 


D. F. Edwards, president and a 
director of the Wickwire-Spencer Steel 
Corporation, New York, has resigned, 
effective Sept. 1, and has become a 


_member of the research staff of the 


| Graduate 


School of Business Ad- 


ministration of Harvard University. 


| 


| 


_E. C. Bowers, vice-president in charge 


of manufacture for the Wickwire com- 


| 


pany, has been elected to fill Mr. Ed- 


| wards’ position, and will be succeeded 


Reading matter continued on page 60 


by Paul M. Macklin. 
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The Dependable 
Wire Screen Cloth 


You can always count upon the best advertising 
in the world—direct from one good fellow to an- 
other—when you handle Apex Electro-Zinc Coated 
Wire Screen Cloth. Apex does mean satisfied cus- 
tomers—hundreds of hardware men have had 
that pleasing experience. 





The Apex standard of quality is unequaled—time 
tested—-dependable—backed by the experience, 
skill, and service of an organization specializing in 
the manufacture of screen cloth for over 25 years. 





If you have not yet stocked this dependable wire 
screen cloth which has proved to be such a profit- 
producer, why not get in touch with your jobber? 
You'll never regret it. , 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 


pex ts uniformly zinc-coated by an Old Colony Building, Hanover, Pa. 


A 
electroplating process after weaving, 


which protects the screening from Chicago, Ill. 
wear and rust and gives it a beautiful 
soft gray finish. 











' 


“We Tome cam e- a " 











60 


HARDWARE AGE 


Winter Goods Active in New York— 
Retail Sales Are Satisfactory 


~y USINESS in the New York wholesale market attained a very 
satisfactory volume during the past week, according to whole- 


salers in the metropolitan area. 


August business, although cur- 


tailed by the wet weather, is not expected to fall far below the 


volume of sales for the same period of last year. 


At present orders 


for future delivery on winter goods, such for example as snow 
shovels, pushers, weatherstrip, etc., are beginning to accumulate in 


satisfactory volume. 


Retail sales are for the most part good. Apparently stocks are 
low and dealers are evidencing no tendency to delay buying in the 
expectation of any downward revision in prevailing price schedules. 

Collections are said to be improving. 


Brisk Demand for Screws in 


New York 


A satisfactory demand for screws is 
reported in the New York wholesale 
market. Stocks are adequate for cur- 
rent requirements, and prices are show- 
ing no tendency toward weakness. 

JOBBERS’ QUOTATIONS i RE 

TAILERS, F.0O.B. NEW YOR 

Discounts on wood screws: Iron 


Bright, Fiat Head, «7% per cent; lron 
Bright, Round and Oval Head, jo pel 
cent; Iron blued, Round Head, (io per 
cent; brass, Flat Head, 75 per cent; 
Brass, Round and Oval Head, (2% 
per cent. 


These discounts apply to revised 
list of June 24, 1922. 
IcX 'TRAS—2Z0-10-10-0 per cent. 


Growing Demand for Oil 
Heaters 


There has been no abatement in the 
demand for oil heaters in the New 
York market. Prices are as follows: 


Nesco Perfect Oil Heaters 


No. i Mn 6seteveuswevossas ee $5.50 
No. I ee ee ee 6.75 
No. iJ coco kekvdagin os Oe os 7.00 
Ph aM onu e666 eeeeewe wae ae 
nD «<6 goc060460666958 8.29 
No. 1600, ench .......... Leese ce ee 
ih, Sh En. . sceek oneees Se 
ee Frrrrrrvrrrer. 
a Ce: . owen ne eee ores, 
CC as éuee bance soe Me 
a ne . ceeceees jancund eee 
Eo we cece bbeee eee 10.25 
No. 0191, Bee #43 se nees tw sivs sees 
No. 1901, each ...... . 12.50 


Discounts in qui intities less than 10, 


30 per cent. 
Discounts in quantities 10 or more, 


30 and 5 per cent. 


Stove Bolts and Machine 
Screws Advance 


Revised schedules on _ stove bolts, 
showing an advance of 5 per cent, has 
recently been issued. Manufacturers 
have also advanced machine screws 10 
per cent. 


Bolt Sales Consistent 


The sale of bolts in the New York 
whoiesale market continues brisk, ac- 














cording to jobbers in the metropolitan 
area. Prices are firm, and stocks gen- 
erally sufficient. 


JOBBERS'’ a tenes oes mi RE.- 
TAILERS, F.O.B. NEW 

Machine bolts, % by 4 “en tiie. 
i) and 10 per cent. olf list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % by 48, 
and smaller, 40 off list; larger ‘oon 
longer, 40 off list. 

Stove bolts, 80 and 80 off list. 

Lag screws, 50 and 7% off list. 


end 


Active Demand for Garage 


Sets 
Garage sets and door holders are 
continuing to move well according to 
local wholesalers. Prices are firm, and 
stocks generally sufficient. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Garage sets, No. 1775J and 1776J, 
$2.50 per set. In lots of six or more, 
$2.2 25 
Garage door holders 1774J, $1.65 per 
pair. in lots of six or more pairs, 


$1.50. 


/ 


Linseed Oil Moving Well 


There has been no change of any 
importance in the linseed oil market 
during the past week. Card prices of 
Sept. 8 were in lots of less than 5 bbl., 
12.0c.; in lots of 5 bbl. or more, 11.6c.; 
with Calcutta beamed oil in bbl. lots, 
15.7c. per lb. Boiled oil, 4/10c. extta 
per pound; double boiled oil, 5/10c. ex- 
tra per pound; oil in half bbls., 7/10c. 
per pound additional. 


Snow Shovels Active 


Advance orders on snow shovels are 
continuing to accumulate in satisfac- 
tory volume in the New York whole- 
sale market. Stocks are sufficient and 
prices firm. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Snow shovels, long handle steel, $4 
ea.; snow shovels, long handle steel, 
in lots of 6 doz., $3. 75 ea. 

Galvanized snow shovels, $10 ea.; 
"eM $9.60 ea. Snow pushers, 30 
x 12 , $3.10 ea. 
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1927 Screen Wire Prices 


Price schedules on screen wire cloth 
for 1927 have been issued, and are as 
follows: 


N. Y. Factory 

Stock per Stock per 

Screen cloth Mesh 100sq. ft. 100 sq. ft. 
I 2 $1.25 $1.20 
Galvanized ...12 2.05 2.00 
Galvanized ...14 2. 45 2.40 
Galvanized ...16 2.75 2.70 
ee 14 5.00 4.35 
CD sebesees 16 5.50 5.30 
ee 14 5.50 5.30 
Tn .negedce 16 6.00 5.385 


Factory shipment, black and galva- 
nized, f.0.b. Mt. Wolf. Copper and 
bronze freight allowed up to 650c. and 
Hrd. lbs. Extras, 18 and 20 in. widths, 
plus 10c. per 100 sq. ft.; wider than 
48 in., plus 35c. per 100 sq. ft.; 50 
lineal ft. rolls, plus 10c. per 100 sq. ft. 
Boxes or crates, plus bc. 


Improving Demand for 
Shovels 


The demand for shovels in the New 
York wholesale market continues brisk, 
with stocks generally sufficient for cur- 
cent requirements. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK 

Fourth grade shovels, plain, full 
pole, D and L handle, $13.09 per doz.; 
in 5 doz. lot, 5 per cent off. 

Socket shovels, full poles, D or long 
handles, $13.69 per doz.; in 5 doz. lots, 
5 per cent off. 


Weatherstrip Moving Well 


_ Weatherstrip is among the active 
items in the New York market at the 
present time. Stocks are _ sufficient, 
ind prices as follows: 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Wirf’s weatherstrip, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 

Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 


Revised Prices on Poultry 
Netting 


A revised price list on poultry net- 
ting, effective Sept. 15, has been issued 
by the Wickwire Spencer Steel Corp., 
New York City. The new schedule, 
details of which appear on page 56 in 
this issue, do not affect standard grades 
regularly carried in hardware stores. 


Sash Cord Market Active 


Sash cord continues in demand in the 
New York wholesale market. Prices 
are reported as firm, and stocks gener- 
ally sufficient for current requirements. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 

Sash cord, Samson, Spot No. 8, 68c. 
per Ib. Phoenix, No. 8, 38c. per Ib. 
Sachem, No. 8, 33c. per Ib., and 
Aetna, No. 8, 29c. per lb. No. 7 takes 
le. per lb. advance, while No. 6 is 3c. 
per Ib. higher. 


Butt Market Firm 


No change has occurred in the butt 
situation. The demand is firm, and 
prices in New York for case lots, 16c., 
and in lots of 5 cases or more, 15%%c. 


Reading matter continued on page 62 
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Slide the doors inside 


one of these methods will take care of any condition 











(1142-a) 


¥y cannot make a mistake installing garage 
doors if you specify R-W hardware. R-W 
experts have perfected several methods that meet 
all requirements. Two are illustrated here. 

Slidetite equipped doors (above) are so easy to 
operate that a child can open and close them. 
All the hardware is inside the garage where it 
will work better and last longer. 

Slidaside (below) is frequently the method 
specified when a garage is not deep enough to 


fold the doors inside. They slide around the 
corner against the wall, regardless of the distance 
from door jamb to side wall. 

R-W garage door hardware eliminates center 
posts, leaving a clear and unobstructed full width 
opening. Doors are adjustable—always fit snug. 

R-W door hardware, the largest and most 
complete line made, solves any and every door- 
way problem you'll ever meet. 
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Fall Lines Active in Cincinnati Territory — 


Collections Improving 


(Cincinnati office of HARDWARE AGE) 


USINESS booked by local hardware jobbers has increased 
somewhat in the past two weeks, and a further betterment 


is expected in the next ten days. 


Sales are about equal to 


those in the same period last year, but total orders to date this year 
continue to fall slightly short of those in the same period in 1925. 
Seasonal commodities for fall are beginning to move at a more 
satisfactory rate, and trade in these items probably will be in full 
swing within the next week. Quotations have been put out on a 
number of winter products, but it is a little early to obtain good 


results. 


Staple items are holding up well in demand. 


Prices in almost every instance are firm and indications point to 


well sustained strength throughout the fall season. 


Collections are 


better, but are not considered good. 
Especially outstanding has been the large business done recently 


by retailers in the rural districts and small towns. 


Local jobbers 


state that the bulk of their orders have come from that source. 


AUTOMOBILE ACCESSORIES. — Or- ;-— 
‘BOLTS AND NUTS. — Business has 


ders for fall are beginning to come in 
at a fair rate. Prices have been well 
sustained in all lines. 

We quote from Cincinnati jobbers’ 


stocks: 

Tires.—30 x 3%, cheap grade cord, 
$6.50 each: 30 x 3% medium grade 
cord, $7.50; 30 x 3% oversize medium 
gr: de, $&: 30 x 3% better grade cord, 
$9.50; 30 x 3% oversize better gradc, 
$10.50: 30 x 3% commercial cord, 
$13.50; 29 x 4.40 medium grade bal- 
loon, $9: 29 x 4.40 better grade bal- 
loon, $11.50. 

Tubes.— 30 x 3% medium grade in- 
ner tube, $1.40 each; 30 x 3% better 
grade, $1.75; 30 x 3% better grade 
extra heavy, $2.10; 29 x 4.40 medium 
grade for balloon tires, $1.70; 29 x 
4.40 better grade for balloon tires, 
$2.35. 

Flashlights.—Two-cell Yale tubular 
flashlight with fiber or nickel case, 
69e. each: three-cell Yale tubular 
flashlight with fiber or nickel case, 
96c.; two-cell miner flashlight with 
fiber or nickel case, $1.10: three-cell 
miner flashlight with fiber or nickel 
case 1.24. 

Batteries. —Small Yale monocells, 
$8.25 per 100; large Yale monocells, 
$9.35 per 100: two-cell baby tubular, 
$16.50 per 100; two-cell tubular, $19.25 
per 100; three-cell tubular, $27.50 per 
100. 

Sparkplugs. — A. C. sparkplugs, in 
lots of 10 to 90. 53c. each: in lots of 
100 to 290, 50c. each: in lots of 300 
~ more, 45c. each. 

acks.—No. 10 Ajax, 85c. each; No. 
9 ao $1.05 each; No. 60 Ajax, $2.50 
each. 

Pumps.—No. 11, 55c. each; Big Boy, 
$1.55 each: Arvin, $1.85 each. 

Bumpers. — Marquette Ford front 
bumper in black, $3.32 each; Mar- 
quette Ford front bumper in nickel, 
$4.02 each: Marquette fender guards, 
for Fords, $6.12 a pair. 

Fenders.—Ford fenders, $7.45 a set: 
commercial fenders, $3.10 a pair. 


AXES.—Sales are slow as yet, but the 
fall season should bring out a good de- 
mand. New fall quotations are given 
below. 


We quote from Cincinnati jobbers’ 
stocks: 

Dreadnaught single bit base weight 
handled axe, $19.50: Dreadnaught sin- 


gle bit base weight unhandled axe, 
$14.75: double bit base weight handled 
axe, $24.25: double bit base weight 
unhandled axe, $20. 








been holding up to a moderately satis- 
factory standard. Trade is expected 
to pick up this month. Prices are firm. 
We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off: small, 50 
and 10 off: stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 
BUILDERS’ HARDWARE. bet- 
terment in business, reported two 
weeks ago, has continued, and jobbers 
believe that August and September 
sales will attain sufficiently large pro- 
portions to set a new record for those 
two months. Prices are showing 
strength. 


We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 ard 10 off; 
light, 60, 10 and 10 off: extra heavy 
T, 60, 10 and 5 off. 

Hasps.— Common hinges, 70 off; 
safety hasps, 3 in., 95c.; single, per 
doz., 4% in., $1.25: 6 in., $1.75 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%, 18c. 
per pair net: 4 x 4, 28c. In less than 
case lots, 3% x 3%, 21c.: 4 x 4, 30c. 

Sash Weiahts.—-Sash weights, 1.90c. 

Inside Sets.—-Square bevel inside 
sets in case lots, $5.10 a doz. 


CARPET SWEEPERS.—Retailers are 
well stocked for immediate needs and 
are buying only small lots. Prices are 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.: Universal japanned 
sweeper, $42 per doz.: Grand Rapids 
nickel-nlated sweeper, $48 ner doz.: 
Little Helper toy sweeper, $2 per doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—There has been a slight im- 
provement in the past two weeks, but 
trade is not as brisk as jobbers had an- 
ticipated. Probably the next ten days 
will bring a change for the better. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5 in., eaves trough. 
$5.75 per 100 ft.: 28-gage. 3 in., corru- 
gated conductor pipe, $5.50 per 100 











— Prices Firm 


ft.; 28 gage, 3 in., corrugated conduc- 
tor elbows, $1.73 per doz. 


FILES.—There has been no material 
change in this item, but retailers are 
amply stocked for their immediate re- 
quirements. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 


FIRE SHOVELS.—Orders are begin- 
ning to drift in, but the bulk of the 
business for the fall season remains un- 
placed. 


We quote from Cincinnati jobbers’ 
stocks: 

No. 80, 56c. each: No. 56 galvanized, 
95e. each; No. 9, $1.50 each: No. 
$1.65 each. 


FOOTBALLS.—Sales are _ increasing 
slowly, and a good trade during Sep- 
tember is anticipated. 


We quote from Cincinnati jobbers’ 
stocks: 

BT, $9.50 per doz.; RMI, $20.50 per 
doz.; RNGIL, $31.50 per doz. 


GALVANIZED WARE.—Conditions in 
this commodity are considered satis- 
factory. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz.; 12 qt., $2.55 per doz.; 14 at., 
$2.90 per doz.; 16 qt., $3.40 per doz.; 
galvanized tubs, No. 1, $6.50 per doz. 


GAME TRAPS.—The hunting season 
is not yet at hand, but the interest 
already being shown by retailers is in- 
dicative. of good future business. 


We quote from Cincinnati jobbers’ 
stocks: 

Victor No. 0, $1.10 each: Victor No. 
1, $1.38 each; Victor No. 1%, $2.44 
each; Jump trap No. 1, $1.83 each; 
Jump trap No. 1%, $2.81 each. 


GLASS.—Activities are greater than 
they were a few weeks ago. Business, 
however, is only moderate in volume. 
Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, 87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A first three 
brackets, 85 per cent discount; single 
strength B first three brackets, 89 per 
cent discount; single strength A over 
the third bracket, 85 per cent dis- 
count; single strength B over the 
third bracket, 87 per cent discount: 
double stre ngth A, 86 per cent dis- 
count: double stre neth B up to 654- 
in., 89 per cent discount: double 
strength B over 54-in., 88 per cent 
discount. 

LADDERS.—Retailers are well taken 
care of on their immediate needs. 
Prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 

Rodded ladders, 24c. a ft.:; single 
ladders. 20c. a ft. up to 16 ft.: exten- 


sion ladders, 30c. a ft. up to 32 ft.: 
hest grade ladders, h0c. a ft. 


LAMPS.—Calls for this item are com- 





ing in to local jobbers. Prices are 
steady. 
We quote from Cincinnati jobbers’ 
stocks: 
Quick Lite gasoline ens he + 
$7.40; C329, $6.25; C318, $7; $7; 


aan k Lite Janterns, L327, $5. Ss :. 427, 
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Walnut 








Factory: Richmond Hill, N. Y. Andalusia Model 
Princess Model Western Branch: 443 S. San Pedro St., Los Angeles, Cal. Mahogany a 
Widen adie? Depth 14", nee sip Mt Tule Cong Width 41%", Cee KM ii 
| ) Height 40%/,," he patente ay Wh ates prente math Retail Prices—Plain $320.00 
Retail Price $220.00 granted and x Ww Wena nd. Polychrome $340.00 





Lancaster Model 


Width 25", Depth 14%", Height 39%" . ‘ 
Retail Price $260.00 Retail Price $1400.00 
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New Console Models 


of |i CREB 
SWGHROPEASE, 


TRADE MARK REG. US. PAT OFF 





N addition to its well known cabinet 

form, The Synchrophase is now offered 
in five console models. 

Each shows the same careful design and . itor I 
construction, that has always been as- — ts 
sociated with the Grebe name, whether 
it be the elaborately carved Renaissance 
model, or the more simple Andal/Jusia. 

All consoles are fitted with the stand- 
ard Grebe receiving unit. 

From these five attractive models you 
can select just the ones best suited to 
your trade. 


Write for Booklet,HA and prices. 


A. H. Grebe & Co., Inc. 
109 West 57th Street, New York 








pending 





Large national advertising will 
keep sales of Grebe sets moving’ 
rapidly. We offer, in addition, a 
liberal co-operative newspaper ad- 
vertising allowance. 





Puritan Model 


Rich Mahogany 

Width 25", Depth 
1414", Height 393," 
Retail Price $195.00 





cnalenaice Model 


Rich Grain Walnut 
Width 42%", Depth 21", Height 50" 
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MOPS.—There has been no change in 
this commodity. 


\We quote from Cincinnati jobbers’ 
stocks: ©O’Cedar line with handles, 
No. 3, $12; No. 4, $8; No. 5, $10; No. 
8, $12; No. 15, $6. 


NAILS.—Conditions are about normal 
for this time of the year. Prices in the 
Cincinnati metropolitan district are 
firm, but jobbers at river points below 
this city are naming lower quotations 
than those printed below. 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $3.15 per 100 Ib. 
keg. 





OIL HEATERS.—Only a few straggling | 


orders have been placed. Jobbers, 
however, expect a prosperous fall sea- 
son on this item. 


We quote from Cincinnati jobbers’ 
stocks: 

Nesco No. 12, $3.70; No. 15, $4.65; 
No. 016, $5.50; No. 0190, $7. 

PAINT.—Business has shown some- 
what of an increase in the past two 
weeks. Sales are running about paral- 
lel to those a year ago. Prices are 
firm. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.: linseed oil, single bar- 
rels, $94c. per gal.; turpentine, in 2- 
barrel lots, 96c. per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 
Ib. less 10 per cent. 


en 
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|'PYREX WARE.—Local jobbers are 


pleased at the well sustained demand 
for pyrex ware. Retail dealers are car- 
rying well rounded stocks and are buy- 
ing frequently. 

We quote from Cincinnati jobbers’ 
stocks: 

Round Casseroles.—No. 621, 60c. 
each; No. 622, $1 each; No. 623, $1.17 
each: No. 624, $1.33 each. 

Square Casseroles.—No. 653, $1.17 
each. 

Oval Casseroles.—No. 632, $1 each; 
No. 633, $1.17 each; No. 634, $1.33 
each. 

Round Pie Plates.—No. 205, I7ec. 
each: No. 208, 50c. each: No. 209, 
60c. each; No, 210, 67c,. each; No. 211, 
73c. each. 

Round Pudding Dishes.—No. 021, 
40c. each; No. 022, 57c. each; No. 023, 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 053, 
67c. each. 

Oblong Bread or Loaf Pans.—No. 
213, 17¢c. each; No. 212, 60c. each; No. 
214, $1 each. 

ROOFING MATERIAL.—tThe fall sea- 
son is getting under way slowly. There 
has been so much rain lately that the 
inclement weather has had a retarding 
effect on sales. 

We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80: K red and green slate 
surface, $2.10. 
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Roof Coating.—Coal tar, refined, in 
barrel lots, 25c. per gal.; in half bar- 
rel lots, 28c. per gal.; coal tar, crude, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal. 

Roofing Cement.-—Liberty elastic, 1 
Ib., 12c.; in 5 lb. cans, 9'%c. per Ib.; 
in 10 Ib. cans, 9c. per Ib.; in 25 Ib. 
cans, 8c. per lb.; Certain-teed cement, 
36 Ib. to the case, $4.25 per case; in 
5 lb. cans, 12 cans to the box, 8'%c. 
per Ib.; in 10 Ib. cans, 6 cans to the 
box, Tic. per Ib. 


ROLLER SKATES.—Orders are being 
booked at a good rate by local jobbing 


houses. Prices are the same. 

We quote from Cincinnati jobbers’ 
Nos. 4 and 5, $1.45; No. 6, $1.55. 
SCOOTERS.—Sales have picked up in 
the past two weeks. Retailers are 
stocking well in anticipation of a liberal 

fall trade. 

We quote from Cincinnati jobbers’ 
stocks: 

No. 110, $3 each: No. 111, $3.20 each; 
Scootaway, $2.30 each: Rideaway, 
$3.10 each: Sidewalk cycle No. 11, 
$10.65 each; Sidewalk cycle No. 12, 
$12.60 each. 

SLEDS.—It is a little early to expect 
much trade on this commodity. How- 
ever, the next month probably will 
bring out good business. 

We quote from Cincinnati jobbers’ 
stocks: 

Steering Sleds.—No. 96, $11.25 each; 
No. 210, $20.75; No. 100, $14; No. 200, 
$16.50: No. 220, $24.60; Flexible Fly- 
er, 3314 per cent off list. 








sports. 


competitors. 


proposition: 








A Stunt That Should Stimulate 
Sporting Goods Sales 


T is not in the spring alone that a young man’s fancy lightly turns to thoughts of 
And this being the case, the hardware merchant who gets up the most at- 
tractive window displays and sales stunts will unquestionably get the jump on his 


Here is a stunt that should add to the attractiveness of your sporting goods displays: 
Ask a hundred of your customers what their favorite sports are. 
tabulated résumé of the answers to these questions in some form such as this: 


“Baseball is the favorite sport of the majority of our male customers.” 
“Golf is the next favorite sport among our customers. 


“We know because we have lately been asking our customers about their favorite 
sports. Here’s the way an average crowd of 100 o four customers line up on the sports 


“Number saying baseball is their favorite sport—63. 
“Number saying golf is their favorite sport—22. 
“Number saying fishing is their favorite sport—15.” 


The store might then enumerate the other answers and might call attention to the 
fact that it is equipped to supply all the needs of the sports lovers in its territory. 

Men would be interested in this sort of a résumé and would talk about the data, and 
this would naturally call attention to the store fostering the idea, which in turn helps build 


prestige and create profits. 


Then publish the 
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New Philadelphia- 
Camden bridge, longest 
suspension span in the 
world. 


An Engineering Triumph 


S in the building of a great bridge, the de- 
velopment of a master product requires 
the combined skill of many trained minds. 





The supreme quality of Gold Seal Radio Tubes 
is not the result of chance. It is the culmination 
of exhaustive experiment and test by pioneers 
in radio tube manufacturing. Their skill and 
experience insure a superior product. 


Nor is Gold Seal quality merely a catch phrase 
—it is easily demonstrable in the form of im- 
proved reception, tone and volume. 


Profit by the rapidly growing popularity of 
these master products—made right, sold right, 
guaranteed right, backed up by real merchan- 
dising cooperation and a square deal policy. 


obtainable from your jobber, write direct 
and we will see that you are supplied. 


Gold Seal 


Radio Tubes 


Jobbers! Some desirable territories still open. 
Full Protection. Write for particulars. 


GOLD SEAL ELECTRICAL CO. 


INCORPORATED 


250 PARK AVE., NEW YORK 


| obee now for full information. If ect 
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Type GSX-Hy-Mu 
For use only in tle 
popular resistance 
coupled amplifi ; 
tion--highly eff 
cient in this syst 


. 
Price $4.00 


Types GSX-201a 
ane 
(ys-201a 
The popular ger- 
eral purpose type, 
for amplifier or de- 
tector. Long life and 

high efficiency 


Price $2.00 


Look for the blue box 





















ype GSX-112 
High power tubes 
for use in last stage 
of audio amplifica- 
tion give increased 
volume 
Price $6 §o 

Look fcr the red box 


Tyre 











GSX-2004 


as dete: tor 





Type 
For use 
only, giving supe- 
rior strength on 
weak signals—es- 
pecially desirable 
for distance 


Price $5.00 


Types GSX-199 


and 


GS-199 
For use with dry 
cell batteries ideal 
for portable and 
other compact re- 
ceiving sets 


Price $2.25 


Look for the green box 





Type GSX-120 
For dry cell opera- 
tion used in last 
stage of audio am- 
plification it i 
creases volume. 

Price $2 §0 
Look for the red bee 


All Standard Types 


See our exhibit booth No. 3, Section S, at the Third Annual Radio World’s Fair, 


New Madison Square Garden, New York, September 13th to 18th, inclusive 
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(,00d Demand for Fall Merchandise in 
Chicago Territory—Prices Are Firm 


(Chicago office of HARDWARE 


AGE) 


HE hardware market in the Chicago district is experiencing a 
slight temporary “between season” lull. 


summer item 
for fall merchandise, 
Orders 


The season for most | 


ms is about over, and while there is some demand | 
it is not as heavy as it will be a little later. 
for lawn mowers for spring delivery are showing a — 


volume, but other future buying has hardly started as yet. 

The general price tone of the market is somewhat firmer, although 
the only actual change in jobbers’ prices reported this week was an 
advance of 1 per cent per pound on sash cord. 
announced a change of the base of galvanized and black sheets from 
28 to 24 gage, which is equivalent to a slight advance on the lighter 
sheets and a corresponding reduction on the heavier. 
sizes of cement coated nail 


also announce an advance on some 
extras. 


The steel mills have 


Steel mill production in the Chicago area continues 


Wire mills 


at about 85 


per cent capacity as the fourth quarter opens. 
Collections are fairly good. 

AUTOMOBILE A ( ESSORIES.—1 he door sets, $3.00 per set; evilinder front 

demand is very good and prices are door sets, $7.00 per set. 

firm. CHAINS.—The demand is good and 

We quote from jobbers’ stocks, prices are firm. 

f.o.b. Chicago: , ’ ire’ stocks 
Spark. Plugs.—Splitdort, for Fords, et a, see, ee, 
ne SS te eS —. chains, $8. 50 per 100 ib.: Henso, Bull 
s es 1 4 — aa ae r= — nad Dog and Brown coil chains, 50-10 per 
lots of 100, 50c.: A’ C. Special Ford: cent discount. No. 00-44% _ electric 
oLs oO : Gasca aie . especia ra, welded cow ties, $2.75 per doz. 


s6c. each. 
Spot Light. 
$6.50. 
Jacks.—National 
$1.10 each. 


Appleton No 2° St 


Standard, No. 21, 


Pumps. — Rose, 1! in. cylinder, . : 

er a ps LOSE ‘ . We quote from 
chains. —Non-skid, dozen pair lots, f.o.b. Cheago: Copper 
burrs, 40 per cent dise 


45 per cent discount. 


Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular PIPE 
eord, $7.45 each; gray inner tubes, +o 
30 x 31%, $1.50 each; red inner tubes, 
30 ole, $1.7 i> each. We 
AXES.—A good volume of fall business f.o.b 


is developing. Prices are unchanged. 


We quote from jobbers’ stocks, $4.80 per 100 ft.; 
f.o.b. Chicago: First quality single ' in., $4 per 
bitted unhandled axes, 3 to 4 Ib., $14 ductor 
doz. base: double bitted, $19 doz 
base: good quality black unhandled 
axes, same weight, single bitted, $15 


bitted handled axes, 
according to 
special 


doz. base: single 
$15.50 to $24 per doz., 
quality and grade of handle; 











unguaranteed handled axes, $12 per panes 
doz. base. | wen a , _ — 
T . e quote rom obbers SLOCKS, 
BOLTS AND NUTS.—Sales are satis- oi eae: ’ 
factory and there is no change in Electrical Merchandise. No. 14 
. : rubber covered wire, $7 per 1000 ft.; 
prices. in 1000 ft. lots, $6.50. No. 18 lamp 
‘e quote rom jobbers’ stocks, cords, $14.25 per 1000 ft.; in 1000 ft. 
ont Pell Savekene ‘polts, cut lots, $13.65; % in. brush brass key 
thread, 45-5 per cent discount; small sockets, 154c. each; two-way plugs, 
carriage bolts, rolled thread, 50-5 per dsc. each; in lots of 10, 40c. each, 
cent discount; machine bolts cut two-piece attachment plugs, = I2c. 
thread, 50-5 per cent discount; small each; dry cells, boxes of 50, 32c. each; 
machine bolts. rolled thread, 50-10-5 less than case lots, 36c. each. 
per cent discount: all stove bolts, Radio Supplies. Radio B batteries, 
75-5 per cent discount; lag screws, No. 766, $1.40 each; No. 767, $2.62 
60 per cent discount. each; No. 770, $3.33 each; No. 772, 
, : $3.62 each; No. 486, $3.85 each. 
BUILDERS’ HARDWARE. — There Battery ety line, lots 
aw - 8 age — of less than 10, $13.50 each net. 
have been no further price changes and ee Speakers. ited * kintete 
the demand is rather light. No. 522W, $2.50 list. Discount, 30 
We quote from ae rs’ stocks, pet COM. . ° 
fo.b. Chicago: 3% 3% steel butts, FILES.—There is a _ satisfactory de- 
old copper and dull brass finish, P Peinae . 
ie oar den Gabe: 4% & ae mand. Prices are firm. 
old copper and dull brass finish, $2.70 We quote from jobbers’ stocks, 
per doz. pair: heavy steel bevel in- f.o.b. Chicago: American files, 60-10 
side sets, $5 50 per doz. sets: steel per cent off list: Nicholson files. 50 
bit-keyed front door sets, $1.50 per per cent off list: Black Diamond files, 
set: wrought brass bit-keyed front 10-10-5 per cent off list. 


COPPER RIVETS 
Sales are only fair at this time. 
are unchanged. 


quote 
(Chicago: 


ap joint gu 


ELECTRICAL 
CHANDISE.—No price changes. 
mand for B batteries and heating ap- 
pliances has taken a spurt in the last 


from 


tter, o in., 


ft.;: corrugated conductor 
plain rid 
100 ft.: cor 
elbows, 3 in., $1. 


AND RADIO MER- 


AND 


jobbers’ 


jobbers’ 
2S gage 


Prices 


stocks, 
rivets and 
sunt. 


EAVES TROUGH AND CONDUCTOR 
—There is a good active demand 
and prices are firm. 


stocks, 
single bead 
$4.50 per 100 
pipe, 3 in., 

re roll, 1% 
aened con- 
51 per dozen. 


De- 


BURRS.— | 


GALVANIZED WARE.—Some tub 
leaders appearance in jobbers’ offerings 
for September, with no change in man- 
ufacturers’ prices, except they seek the 
chance to advance prices sufficiently to 


' cover tub and pail costs. 














We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10- -qt. galvanize ad 


after-made pails, $2.12; 12-qt., $2.33; 
l4-qt., $2.60; 5 gal. galvanized oil 
cans, galvanize dd breast, $7.25, a 
dozen; bu. galvanized baskets, $6.20 


dozen: No. 26 % bu. bailed galvan- 
ized measures, $4.50 dozen 
GARDEN HOSE AND LAWN SPRIN- 
KLERS. 
for this season and buying for spring 
delivery has not yet started. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hose, %-in., lle. per 
ft., %-in., 12c. per ft.; %-in., 13c. 
per ft.; 5-ply good quality, wrapped, 
4-in., 9c. per ft.; %-in., lle. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 

GLASS AND PUTTY.—Prices are un- 
| changed. Buying for fall business is 
starting up. 

We quote from 
f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 


HATCHETS.—tThere is a steady vol- 
ume of business reported. 





jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 


$16.40 


quality hatchets, No. 2 broad, 
9 


doz.; medium quality hatchets, No. 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLED HAMMERS.—Prices 


firm and sales are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen: 
Competitive grade, 16 oz. nail ham- 
mers, $6 to 7 


HANDLES, AGRICULT URAL.— 
There is a good seasonal demand. 


are 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight- 


chucked and bored, best grade, 41% 
ft., $4.95 doz.; 5 ft., $6.00 doz.; XX, 
4% ft., $4.40 doz.; 5 ft., $5.30 doz.; 
X, 4% ft., $2.65 doz.; 5 ft., $3.10 doz. 

Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 
ferrule and cap, 4™% ft., $8.25 doz.; 
5 ft., $9.35 doz.: XX bent, with strap, 


os rrule and cap, 4 ft., $6.00 doz.: 4% 
$6.25 doz.: - bent, 4™% ft., $4.95 
ely 5 ft., $6.2 5 doz.: X bent, 4% 
ft., $3.25 doz.: 5 {t.. $3.75 doz. 
Manure Fork Handles. —Bent, best 
grade, 4 ft., $5.25 doz.: 4% ft., $5.60 


$4.55 doz. : 4, 
$2.85 doz.: 


“4 ft., 
bent, 4 ft., 


doz.: XX bent, 
ft.. $4.80 doz.: 


4, ae $3. 25 doz. 
Garden Hoe Sepemiee. —XX. 4% ft., 
$3.80 doz.: X, $2.65 doz 
5% i 


Garden Rake. Handies. —XX, 
$5.60 doz.: X, 5™% ft., $3.55 doz. 

Shovel ecetanen — Regular pattern, 
XX, 4% fi, $6.50 doz.: X, 4% ft.. 
$4.30 doz.: D handle. be st grade, $8.75 
doz.: X grade, $6.60 doz. 


Reading matter continued on page 68 
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O Aluminum ware is worth stocking if 
it can’t be sold at a profit,and cut-prices 
which mean cut-profits will never make 
your Aluminum department pay. 
LiretiME has solved this problem for you. 
Prepare now to make a real profit on the 
LireTiME Franchise proposition. 


Here’s What LIFETIME 
Does for You 
LireTiMeE extends liberal financial help to 
Franchise Dealers. Liretime exchanges all 
slow moving numbers for live ones, without 
expense. The new Liretime all metal Quick 


Chott 


Reg. U. 8. 
Pat. Off. 






ware 


ow sell the ware 


that assures you a better profit 
and your customers life-long service 


Sales Display Stand, keeps Liretime be- 
fore your customers. LireTimMe Franchise 
Dealers get full protection against cut-profit 
competition, and make 40% on every 
LiretimMe dollar. 


LirETIME Ware is one of the heaviest lines J 


of Aluminum Cooking Utensils. Every piece 
is as beautiful as it is sturdy. The Liretime 
Guarantee has no time limit, which makes 
LireTIME the most valuable Aluminum 
Ware in America. 

Get the Liretime proposition. 


/ 
i 
/ 


ALUMINUM 
PRODUCTS 
COMPANY 


La Grange, Ill. 
Send us complete 
information on LiFE- 
TIME Franchise propo- 
sition. Tell us how we 
/ can become exclusive Lire- 
Time Distributor for this com- 
munity. 


ALUMINUM Propucts COMPANY 


La Grange, Ill. Oakland, Calif. Pa 


ff 
Fd Name 
/ Address Re, Sb, an = 
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Spade WHandies.—I) handles, best 
grade, $&.60 doz.; grade, $6.60 doz. 
HANDLES, TOOL.—The demand 

good. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
iloz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c¢. doz.: finest second growth 
hickory, $1.80 doz. 

HINGES.—The demand is only fair 
and prices are extremely low. 

We quote from jobbers’ stocks, 
fob. Chicago Heavy strap hinges 
in bundles, 4-in., 90c.; 5-in., $1.20; 
H-in., $1.12; S-in., $1.90; 10-in., $3.87 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.40: 5-in. $1.46: 
i-in., $1.32: S-in., $2.30; 10- in., $3.30 
per doz. 

ICE SKATES.—A good volume of busi- 
ness, especially on “tuber.” 

We quote from jobbers’ stocks, 
fo.b. Chicago: Key Clamp, Rocker, 
Men's and Boys’, bright finish, 75c. 
pair. Half Key Clamps, tocker, 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men's and Boys, 
$1.20 pair; Halt Key Clamp, Hockey, 
Women's and Girls’, $1.40 pair; Tub- 
ular Skates, Men's” or Women's, 
Racer or Hiocke\,, $5 50 pair 

LANTERNS.—tThere is a satisfactory 
volume of fall business. 

We quote from jobbers’ stocks, 
fob. Chicago: Dietz D-Lite, $13 doz ; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.: Blizzard, $13 doz. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are just starting 
with the approach of fall. 

We quote from jobbers’ stocks, 
fob. Chicago Ienterprise No. 25, 

} qt., $8.00 each; No. 31, 6 qt., $8.65 
each; No. 3b, 8S qt., $9.50 each. 
LAWN MOWERS.—tThere is a good 
volume of orders being placed for spring 
delivery. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16 in. ball bearing. 
5-knife, 11 in. wheels, $12.35 each; 16 
in. ball bearing, 4-kKnife, 10% in. 
wheels, $10 each; 16 in. plain bear- 
ing, 4-knife, 10% in. wheels, $8.65 
each; 16 in. ball bearing, 4-knife, 

% in. wheels, $7.85 each; 16 in., plain 

bearing, 4-knife, 9 in. wheels, $7.35 

each; 16 in. ball bearing, 4-knife, 8 

in. wheels, $8 each; 16 in., plain bear- 

ing, 3-knife, 8 in. wheels, $5.85 each. 
NAILS.—The demand is seasonably ac- 
tive, with most dealers buying in mod- 
erate quantities, but at frequent inter- 
rals. 

We quote from jobbers’ stocks, 
fio.b. Chicago 

(common wire and cement-coated 
nails, $3.05 per keg base. 

OIL STOVES.—There is some _ im- 
provement in sales. Prices are un- 


changed. 


PERFECTION— 
SF ff ree $17.50 
No. 73 3 ea oie oe cee 22.50 
. ® FP 84x» 28.50 
. es FF reer 39.50 


Perfection dealers’ discount, 30 and 
>» per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

PURITAN (Improved Model)— 


No. 42 2 DurmersB.......ccccccce- $17.50 
WO. GBB WUPMORB. .ccccccecccseser 22.50 
Pe. Be G BI ch ac cctcccseccs 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
No. 211 1 burner ivenecats 
No. BIB B WePMOPS......ccccccss 17.35 
ea, Bee BS WUPMOTS.... .cccccccces 22.00 
No. EE ee 28.00 
PEO. Bem B WUOPMOTB... . co cccccccccs 39.50 
No. 1102 high shelf onlv......... 5.25 
No. 1103 high shelf only......... 6.50 
No. 1104 high shelf only......... 8.00 
No. 1105 high shelf only......... 9.75 


With vitreous enameled stove tops 
and splash backs: 


— 
f 


HARDWARE AGE 


INO. BBS ZS DUPMOTB. «cc cccccccccecse $35.50 
IN@. B43 4 DUTMOTB..ccccccocceccece 44.50 


Nesco dealers’ discount, 30 and 5 
per cent, 
Oil Ranges 
Nesco Rolo, 5 burners and ove n. $90.00 
Dealers’ discount 30 and 5 per cent. 





Ovens 
No. 211 1 burner plain door 2.50 
No. 211G 1 burner glass door... 2.70 
No. 121G 1 burner glass door... 4.90 
No. 112G 2 burners glass door.. 6.00 
Mt $ ciadebunsvedwninet6u ome 6.15 


Dealers’ discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 

PURITAN— 
No. 42G 2 burners glass door... .$5.50 

Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door...... $2.00 
No. 5 1 burner glass door...... 2.15 
No. 010 1 burner solid door...... 3.50 
No. 10 1 burner glass door...... 3.75 
No. 020 2 burners solid door..... 4.25 
No. 20 2 burners g@ «s door .... 4.50 
No. 030 2 burners solid door..... 4.90 
No. 30 2 burners glass door..... 5.20 

Dealers’ discount, 50 and 5 per 
cent, 

Water Heaters 

Perfection No. 412...........sce¢ $40.00 
POTeOCtIOM BGO. Gihc ccccccccccess $0.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more: less than 
10, 30 per cent. 


Wicks, Etc. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 


Oil Heaters 
NESCO PERFECT— 


No 12? each hs al 





No. See [iVanave ee 6.75 
No Ae te 7.00 
No LO each .. cerry sy te . &.50 
EE ee ree mee 8.25 
fe ee . 9.7 
i Bee ee ee oo. aoe 
No. 1900 each . ot an A ns de al arte ce 12.00 
No. 1151 each . er eee emer 7.50 
Sg a ee 9.00 
ae See See 8.75 
I TP i ee 
No. 0191 each cna tchl la decal ata) 0. oe gi alg 
Is FO hd i ok ie 12.50 





Discounts in quantities less than 
oO, 30 per cent 
Discounts in quantities 10 or more, 


50 and 5 per cent. 
PAINTS AND OILS.—Prices remain 
the same as last week. Sales are nor- 


mally good. 
We quote from jobbers’ stocks, 
fio.b. Chicago: / 
Linseed Oil.—Raw, barrel lots, $1.03 
per gal.: 5 barrel lots, $1.00 per gal. 
Linseed Oil.-—Boiled, barrel lots, 
$1.06 per gal.: 5-barrel lots, $1.01 
per gal. 
Taraentine.—Dram lots, $1.07 per 
ral. 


Denatured Alcohol. — Barrel lots, 
ie. per gal.: steel drums extra, $6, 
returnable. 

White Lead.—500-Ib. lots $13.73 
per 100 Ib., net; 100-lb. lots, $14: 
5O0-Ib. lots, $7.25: 25-lb. lots, $3.65; 
1214-lb. lots, $1.85. 

Shellac.—(4%-lb. cuts), white, $2.60 
per gal.: orange, $2.30 per gal 

English Venetian Red.—In barrels, 
$3. 50 to $6.7 iD per 100 lh. 

Dry Paste.—Barre!l lots, 7%c. per Ib. 


PYREX WARE.—The demand is show- 
ing a steady improvement as the fall 


season nears. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.: No. 623, $14 doz.: 
Oval, No. 632, $12 doz.: No. 633, $14 
doz.: Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2-cup, $21 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
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ROOFING PAPER.—Sales are good 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade tale surfaced, 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced, $1.10 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—Sales are normal and prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands 2 2c. to 23c. per Ib.; No. 


2 manila, 21% per lb.; No. 1 sisal, 
15144c. per ibe: No. 2 sisal, 14%c. 
per Ib. 


SASH CORD.—Jobbers’ prices advance 
a cent per pound. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.00 per doz. hanks: No. 8, $9.15 doz. 
hanks 


SASH PULLEYS.—tThere is only a 
fair demand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No 105, 46c. doz.; barrels, 42c. 
doz. 


SCREWS.—tThere is a satisfactory de- 
mand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 7714-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head _ brass, 
7214-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


STEEL SHEETS.—An improvement in 
sales is noted. Prices remain about the 
same, but with base gage changed to 24 


gage. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.; 28-gage 
black sheets, $4.25 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Fall sales are just starting. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30-gage, 12c.: 28 gage, 13c.; 26 gage, 
15%c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 

TRAPS.—Sales for the fall season are 
starting. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 


1, $1.38 doz.; No. 1%, $2.44 doz.; 
No. 2, $3.36 doz. 


WIRE PRODUCTS.—Prices are un- 
changed and sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80 rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.: bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 571-5 per cent 
discount; galvanized after made, 
5214-5 per cent discount. 

WRENCHES.—Prices are firm and the 
demand satisfactory. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
Electrical Set, in metal case, $2.75; 
No. 101 Master Service Set, $13.7 
No. 202 Heavy Duty Set, $8. 80: No. 
404 Flexible Socket Set, $7.50; No. 608 
Crankease Drain Plug Soc ket, $3.20 
No. 900 Square Socket Set, $3.70. 
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eed... -E ase and PROFIT | 


HE accompanying illustra- 

tion might picture a race, 
but it doesn’t. The Ruberoid 
Boys don’t offer you the choice 
of speed in turnover, ease in 
selling and profit in handling. 
They offer dealers all three! 






Ruberoid Roof Coatings, 
Ruberoid Liquid Fibre Cement 
and Ruberoid Plastic don’t get 
rusty on your shelf. They sell — 
quickly, easily and with 50% 
profit for you. 


Thousands of property owners 
use these Boys yearly to revive 
thousands of roofs. Why not 
let the Boys bring you your 
share? They'll serve your cus- 
tomers efficiently .... and keep 
your cash register working 
through repeat orders. 












The RUBEROID Co. 
Chicago New York 






Boston 


Write us for prices and full infor- 
mation regarding Ruberoid Roof 
Coatings or—use the coupon below. 
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General ‘Trade Improving in New 
England Territory—Prices Firm 


(Boston office of HARDWARE AGE) 


LL of the optimism expressed by the New England retail hard- 
ware dealers for the past several months appears to be giv- 
ing vent to itself in the form of purchases of stock. Shelf 

hardware jobbers report business as coming along very fast. In 


fact, the increase during the past week over 


sales for the previous 


week was more pronounced than for any similar period in many 


months. 


These jobbers are on their toes and are pushed to almost 


the limit to keep things cleaned up. Retail buying embraces a very 


wide variety of merchandise. 
to stock needed this fall. 


It is confined very largely, however, 
There appears less disposition to buy 


futures than there was a year ago. 
Weather conditions have been decidedly fallish of late and that 
fact no doubt has hastened retail buying of certain classes of mer- 


chandise, at least. 


Public buying is on a liberal scale and there ap- 


pears to be less shopping in hardware stores than in some other re- 


tail establishments. 


People apparently feel that hardware values 


are on a reasonable basis and therefore they do not hesitate to buy. 


Effective Jan. 


bearing on the Massachusetts automobile accessory business. 


1, a new law goes into effect that may have some 


That 


State has made it necessary for one to carry liability insurance to 


secure registration plates. 


There are thousands of automobile own- 


ers who have not carried a cent of insurance because of its expen- 
siveness, and in certain quarters it is feared the new law may force 


these people off the roads. 


rates shall be, however, and rates are not excessive. 


The law stipulates what the insurance 


Furthermore, 


steps have already been taken by insurance interests to make pos- 


sible the p 


ayment of the liability rate in instalments. 


The retail 


hardware trade in general is not pessimistic over the automobile 


accessory outlook. 


AIR MOISTENERS.—tThese cool snap- 
py days and nights will result in fur- 
naces being started early this fall, and 
air moisteners will be required by the 
public. Some retail dealers are buying 
moisteners in anticipation of early pub- 
lic buying. 

We quote 
stocks: 

Air Moisteners.—-Cialvanized radi- 
ator styles, three pocket, 9-in., $8.67 
per doz. net; five pocket, 9-in., $13. 34; 
three pocket, 14-in., $12; five pocket, 
14-in., $16. 

AMMUNITION.—Retail dealers have 
been doing quite a good business in am- 
munition owing to the opening today— 
Sept. 
hunting season. 


from Boston jobbers’ 


of supply. ‘Then, too, a large number 
of new homes will be rushed to com- 
pletion during the next month and bath- 
room fixtures will be needed for these. 


BATTERIES.—Jobbers say that never 
before in their memory have radio bat- 
teries been in such active demand as 
they are today. Some of the jobbers 








_here are pushed to the limit to keep up 


16—of the migratory waterfowl | 
In quite a few in- | 


stances retail dealers bought ammuni- | 


tion rather heavily in the jobbing mar- 
ket and others are placing orders to- 


day in anticipation of a continued good | 


demand for this class of merchandise. 


We quote from Boston jobbers’ 
stocks: 
Drop Shot.—B and larger, $3.05 per 
bag net; Boy Scout, $4.65 per case. 
BATHROOM FIXTURES.—Now is the 
time for the retail dealer to look to his 


supplies of bathroom fixtures. People 


returning from the beach and country | 


will want to make improvements in 
their city bathrooms, and the retail 
hardware dealer is the logical source 


with incoming orders. There is every 
indication that it will be a_ record 
breaking season for batteries. 


We quote jobbers’ 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net; No. 1562M, 
$1.97: No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07: No. 1662M, $2.45. 

Radio.—Dry cell in packages of 50, 
No. 7111, 29c. each net; No. 6, in lots 
of less than 12, 40c. each net; in lots 
of 12 to 50, $35.22 per 100; in larger 
lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net; 8 units to the barrel, 
$1.98 and $2.34 each. 


from Boston 


| BICYCLES.—Bicyele riders of all ages 
attended a big bicycle safety demon- 
| stration staged last week under the di- 


| 


rection of the Springfield, Mass., Safety 
Council. There was a long program of 
cycling events, with suitable prizes for 
all. It created a big interest in bicy- 
cles, and it is a foregone conclusion 
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that retail hardware dealers in that 
particular section of Massachusetts will 
be benefited. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.— Men's, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
.75. Women's, 20 in., $32.75; boys’, 
IS in., $29. 


CEMENT.—-People are beginning to 
look over their old furnaces and plan- 
ning for needed repairs. Retail deal- 
ers are laying in supplies of furnace 
cement, stove lining and the numerous 
items coming under this heading. 


We quote from Boston jobbers’ 
stocks: 

Stove Lining. —Rutland, 3, $2.16 
per doz.; No. 6, $3.60; Ne “10, $5.04. 

Patching Plaster.—No. 3, $1.80 per 
doz.; No. 6, $3; No. 10, $4.20; No. 
15, 

Crack Filler.—No. $1.80 per doz.: 

$3; No. 3, $4. ov: No. 5, $6. 

ay eR Cement. — Black, in 1-lb. 
cans, 9c. per Ib.; in 5-lb. cans, Te. 
per lb. 

Roofing Cement.—In 1-lb. cans, lc. 
per Ib.; in 3-lb. cans, 13c. per Ib.; 
in 5-lb. cans, 12c. per Ib. 

Iron Cement.—In 3%-0z. packages, 
$14.40 per gross. 

Liquid Roof Cement. — In 
containers, $1.20 

Pipe Joint ‘a —In 1-lb. pack- 
ages, 20c. 

COAL HODS AND SHOVELS.—AI- 
though many retail dealers already have 
covered their requirements, the demand 
for coal hods and shovels is holding up 
remarkably well, say jobbers, and in- 
dications are that wholesale stocks will 
clean up early this season. 
Boston 


gallon 


We quote from jobbers’ 


stocks: 

Coal Hods.—Japanned, wood han- 
dles, 16-in., $3.64 per doz. net. Gal- 
vanized, wood handles, 15-in., $4.64; 
16-in., $5.12: 17-in., $5.50; 18-in., $6. 

Fire Shovels.—Japanned, No. 54, 
75e. per doz. net: No. 56, 87c.; No. 
80, 56c. Galvanized, No. 254, 83c.; No. 
256, $1. 

ELECTRIC APPLIANCES.—Some im- 
provement is noted in the consumption 
of electric appliances. Women and 
young girls are giving more attention 
to their hair than ever before, and the 
retail hardware dealer should find it 
comparatively easy to interest many of 
them in one or more appliances. 


We quote from Boston jobbers’ 


stocks: 

Hair dryers, Nos. 1 to 7, $7.10 each 
net; No. 8, $6.60: cheaper models, 
$2.50 to $3.75. Vibrators, $3.75 and 
$5.50. Beaters, $3.75. 


FELT.—People already have begun to 
put on storm windows, particularly in 
the more northern New England States. 
That fact has started the movement of 
felting and weather strip out of retail 
stocks and at the same time has livened 
up the jobbing market. 


We quote from Boston jobbers’ 

stocks: 

Flexible Weather Strip. — Victor, 
per 100 ft. net; No. 3, 


No. 2, $2.40 
$2.80; No. 4, $3.20. Bosley’s weather 
strip felt, ‘clincher double contact, 
for upper sash, be. per ft. list; for 
lower sash, 5c.; for doors, %-in.. 
qe.; 1-in., 10c.; " 1%-in., 12c. Dis- 
count for full bundles, 65 per cent 
Wood, felt edge, 65 and 10 per cent 
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HE doors on this 
two-car garage are 


equipped with Coburn > a 
Sliding Door Har a- i P 
ware Set No. 444-12. 1 | 

All necessary hard- api 
ware (including track) 

for equipping new 
doors or transforming 
old hinged doors to the 
type of sliding door 


shown is contained in 
Set No. 444-12. 



















































































































































These are the main reasons why 


COBURN SLIDING DOOR HARDWARE 
sells faster and gives satisfaction 


rea- All Coburn Sliding Door Garage Hard 
ware is packaged in complete sets to save 
the dealers’ time in handling and to facil: 
tate stocking. Packaged sets contain all 


HERI you have three detinite 
sons why Coburn dealers are making 
money. 





as 
a The advertising for 1926 is 





campaign 








placing over seven million Coburn. sales necessary hardware, including track, and 
messages before those who install, specify complete instructions for installing. 
and buy garage door hardware. Coburn Sliding Door Hardware is_ th 
To enable dealers to reap the full benefits original sliding door hardware. It pos 
of this advertising, we have prepared a sesses a combination of superior features 
complete line of deal- which sell it by com 
The ers’ sales aids. These ois sak hee eee parison with any make 
Coburn Hanger sachede metal signs, Well known and well adver- of sliding door hard 
Coburn Hangers for folders, sliding door tised. ware on the market 
garage door use are models and a new cat- | 2 Packaged in complete sets. today. 
made with cast iron alog. | bteaasl These structural ad 
wheels ; case-hardened, a re 3 Possesses @ combination of | vantages are briefly 
Catalog .NO. superior features found in no densstiadh ts, dem tate 


cold-rolled steel Stud 


140 has been designed | 


other sliding door hardware. 


and Roller Bearings ; to be used as a sliding \ Pitt these Coburn fea 
drop forged steel door reference book by ~ tures together and 
Pendant and stamped hardware dealers. By consulting it, a you've got a profit combination. Send the 
steel Petticoat. Such dealer can recommend to his customer the coupon below for a free copy of our new 
oF Hy — best type of sliding door to use in any catalog No. 140 and full information. 
satisfaction and sates. opening—from china closet to warehouse. (Coburn Trolley Track Mfg. Co., Main Of- 
Other Complete data on the amount and type of fice and Works: Dept. B4, Holyoke, Mass. 
Coburn Features hardware required in Branches: New York, Boston, Philadel- 


















All Coburn Track is every case is also given. phia, Chicago. 
of the “round trough” _—— 
type, the strongest ( oa 
and most rigid type ’ L) 
of inclosed track that Send coupon i 
can be made. for your copy | 
Coburn Brackets are tf OOR 
the only cast iron Ly ) SLIDING D MAKERS — ty 
NT 
brackets made. They pec itis! SLIDING DOOR HARDWARE SINCE 1888 On 
a eee ee, ncaa anne ree rene Heese Sera HS s5 88 ea eee 


and more rigid than 


THE COBURN TROLLEY 


f 
' ' 
the wrought _ steel . oo. we hed ede aah cds eaeE eR ede RawainneeeneNa 
brackets usually used. age . > Pg 
has all these features. ; ~_ >» > Pere rer TT eT STC TPP TC ET CL CEC CLC OUTPUT TTT : 
Only Coburn Hardware ' Please send me a copy of your 
' new Catalog No. 140, samples of . ; ; 
; Sales aids aad full information. ' PP rrrrrr rr rrr Tree re rT eee eee DOMERi ce covececosccsseeoe ' 
' ' 
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Spring bot- 


discount in full bundles. 
30-in., $5 


tom strips, rubber edge, 4 , > 

per doz. net; 36-in., $5; 42-in., $5.65. 
FLY PAPER.—Jobbers announce a 
special deal on tanglefiot fly spray 


good until Nov. 15 on goods to be de- 
livered up to and including April 1. 
For every three case lots of this spray 
purchased, either of one size container 
or assorted, one dozen tanglefoot hand 
sprayers or one gallon of the spray it- 
self will be given the retail dealer free. 
For every two cases of spray purchased 
an allowance of 5 per cent will be given. 

We jobbers’ 
stocks: 

Fly Paper.—s x 
carton net; in case 
tons), $5. 

Sprays.—% pts., $4 per doz. net; 
pints, $6; quarts, $10; gallons, $32. 

Sprayers.—Standard makes, 2.80 


per doz. net. 
Ribbon.—In case lots (four cartons) 


quote from soston 


$1.90 per 
(five car- 


14-in., 
lots 


$3.30 net. In less than case lots, 92c. 
per carton. 

Tree Tanglefoot.—1-lb. can, $4.80 
per doz.; 5-lb. can, $22 per doz.; 


10-Ib., $42; 25-Ib., $96. 
GALVANIZED WARE.—AIl kinds of 
galvanized ware, but more particularly 
ash cans and sifters, are selling quite 
freely, according to jobbers. The aver- 
age retail dealer is taking a good as- 
sortment of stock, but limiting his 


quantity. 

We quote from Boston jobbers’ 
stocks: 

Pails.—Galvanized, 12-qt., $5.10 per 
doz. net; 14-qt., 40 Ib. to the dozen, 
$5.67 14-qt., 50 lb. to the dozen, 
$7.31. 

Tubs.—Wash No. 200, $15.44 per 
doz. net: No. 300, $17.25. 

Ash Cans.—No. 0180, 2.25 each 
net: No. 190, $4; No. 171, $3.50; No. 
181, $3.88. 

Garbage Cans.—Dover line, No. 4, 
$1.05 each net; No. 2, $1.44; No. 1, 
$1.68. Underground, No. 2, $10.50; 
No. 3, $13. 


GARBAGE CANS.—Numerous retail 
dealers are making window displays of 
underground garbage cans and securing 
results. The popularity of this style of 
can apparently is steadily increasing. 
We 
stocks: 
Garbage Cans.—Sexton line, under- 
ground, No. 1, 17 x 19% in., steel out- 
side, $9.50 each list; No. 2, 18 x 25 in., 
steel outside, $11.50; No. 5, 15 x 24 in., 
steel outside with cast iron. top, 
$13.50; No. 6, 18 x 24 in., steel outside 
with cast iron top, $17; No. 50, 17% x 
24 in., concrete outside, cast iron top, 
$15.50: No. 606, 20% x 24 in., concrete 
outside, cast iron top, $19.90. 
Discount, 3314 per cent. 


HEATERS. — Crisp mornings have 
speeded up sales of electric heaters, but 


quote from Boston jobbers’ 
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business in a jobbing way is by no 
means brisk. 
We quote 
stocks: 
Heaters.—Electric, 
& Clark line, No. E9927, $4.15 each 
net; No. E9953, $4.50; No. E9955, 
$4.85; No. E9954, $5. 
KEGS.—A broad demand for kegs con- 
tinues. Indications are kegs will be 
scarce later in the season. Manufactur- 
ers already are two to three weeks be- 
hin on deliveries. 
We 
stocks: 
Kegs.—Oaktite line, varnished and 


from Boston jobbers’ 


Landers, Frary 


quote from Boston jobbers’ 


sealed, 5 gal., $1.40 each net; 10 gal., 
$2; 15 gal., $2.25; 20 gal., $2.50; 


25 gal., 
$3; 30 gal., $3.20; 50 gal., $4.20. 
PRESERVING ACCESSORIES.—The 
preserving season has started well and 
accessories have sold freely so far. 


We quote from Boston jobbers’ 
stocks: 

Preserving Kettles. — Cast alumi- 
num, 14 qt., 5.40 each net; 16 qt., 
$5.64; 20 qt., $7.04; 24 qt., $7.87. Alum- 
inum, 14 aqt., $2.03; 18 qt., 2.84. 
(‘overs are not included. 


RADIO SETS.—No fault can be found 
with the radio set business, according 
to jobbers. Those retail dealers who 
go in for radio stuff on a large scale 
already have placed their orders with 
jobbers and in some instances are reor- 
dering special things almost every day. 
New stock orders are coming to hand 
every day, consequently the market is 
quite active. 


We quote from Boston jobbers’ 
stocks: 
Radio Sets. — Amardi, neutrodyne, 


5-tube, $60 each, list; discount 40 per 
cent. Crossley, model 4-29, 4 tubes, 
$29 each, list; model 5-38, 5 tubes, $38; 
discount 33!14 per cent. No. RFL 60, 
5 tubes, $60 list; RFL 75, 5 tubes, $75 
list; discount 40 per cent. Thorola, 
5-tube sets, No. 57, $60 each, list. No. 
DR, $125: No. 59, $185. Discount 40 
per cent. 
Speakers.—Thorola, No. 4, $25 each, 
list: No. 9, $20: No. 12, $15. Discount 
40 per cent. 
SAFETY RAZORS.—The Gem people 
are out with a new razor deal that has 
its attractive points. It is a new two 
blade razor known as the Brilliant Spe- 
cial, which retails at 59c. each and jobs 
out at $5 the dozen. So far;they have 
sold like hot cakes. 
We 
stocks: 
Safety Razors.—Gillette, new stand- 
ard silver, in dozen lots, $40.50 per 
dez.: new standard gold, $48.60; Bos- 
tonian silver, $40.50: Bostonian gold, 
$48.60: Tuckaway silver, $40.50: Big 
Fellow silver, $40.50; Big Fellow 


quote from Boston jobbers’ 
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gold, $48.60. Autostrop silver plated, 
$3.75 each net; gold, .50; Parisian 
silver, $3.75; gold, $4.50; Roman, $3.75. 
Blades.—LDurham Duplex, 35 and 5 
per cent discount; Eveready, 144 
packages, 24c. per package; Gem, 144 
packages, 28c. per package; Gillette, 
25 and 10 per cent discount; Auto- 
strop, 25 and 10 per cent discount. 


SHEET LEAD.—Jobbers have advanced 
sheet lead %c. a pound following the 
receipt of new prices from the manu- 
facturers. 


We quote from Boston jobbers’ 
stocks: 

Sheet Lead.—16%c. a pound base 
list. Discount 20 per cent. 


SHOVELS AND SCOOPS.—Both shov- 
els and scoops are going very well in a 
jobbing way. Many retailers are tak- 
ing in stock as fast as ordered, while 
others are requesting deferred deliv- 
eries. 


We quote from Boston jobbers’ 
stocks: 

Shovels. — Howard, black, No. 2, 
$11.51 per doz. net; fourth grade, 


polished, No. 2, $13.09; No. 3, $13.52; 
extra d-handle, No. 2, $14.34; No. 3, 
Second grade, polished, No. 
No. 3, $15.20. Blair, pol- 
2, $16.25. Ames, polished, 

= * ; No. 3, $20.07, d-handle, 
$20.79. 


Scoops.—John Carr, No. 2, $15.33 
per doz. net; No. 3, $15.86; No. 4, 
$16.38; No. 5, $16.91; No. 6, $17.44; 
No. 7, $17.96; black, No. 4, $14.80; 
No. 5, $15.33; No. 6, $15.86. Ames, 
polished, No. 2, $20.20; No. 3, $20.72; 
No. 4. $21.25; No. 5, $21.78; No. 6, 
$22.30; No. 7, $22.83. 


VENTILATORS.—Retail dealers are 
beginning to order ventilators, possibly 


the recent cooler weather spurring them 


on. Jobbing sales to date are a little 
ahead of those to the corresponding 
time last year. 


We quote 
stocks: 

Window Ventilators. — Continental 
(wooden) No. B937, $4.60 per doz. net; 
No. V1537, $6.12. Diamond E (metal) 
No. 02, $5.20 per doz. net; No. 10, 
$6: No. 3, $6.80: No. 4, $8; No. 5, 
$8.80. ~ 


WATCHES.—Makers of the New Ha- 
ven line of watches, following the re- 
cent action of the Ingersol people, 
have made a slight reduction in prices, 
and jobbers have revised their prices 
accordingly. 
We 
stocks: 
W atches.—Ingersol line, plain dials, 
$1.02 each net: Eclipse, $1.67: Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. With 
radiolite dials, Yankee, $1.50; Two in 
One, $1.67; Eclipse, $2.17: Midget, 
$2.50; Wrist, $2.67. New Haven line, 
Tip-Top, plain, $1 each net, radium, 
$1.48; Tip-Top wrist, plain, $2.29, 
radium, $2.62. New Haven, 95c. 
Sports timer, $1.65 


from Boston jobbers’ 


quote from Boston jobbers’ 








Fp other normal ailments which are contagi- 
ous, entailing hospital and doctor expense to re- 
move the infection, salesman’s itch is acquired through 
infected, 
man enjoys enviable ability, with its attending rewards. 
The best means of contracting it are through the study 
of the columns of the trade papers and numerous well- 
written articles on the subject of salesmanship, in com- 
bination with an active interest and participation in 
the connecting details of your department of the store. 

The symptoms are very pronounced. 


scratching and striving. When 


Reading matter continued on page 74 


Salesman’s Itch 


the sales- 


tage. 


They begin with 


a burning desire to obtain the good will and respect 
of customers by being rigidly courteous. 
lowed with an itching and “on edge” feeling to make 
satisfied customers with obliging and helpful explana-# 
tions, and alertness to display goods to the best advan- 
A sensation concludes the accomplishment of 
the sale, with a swelling pride in having performed 
your duty in a manner above reproach. 

Once you have acquired salesman’s itch or, in con- 
cise English efficient salesmanship, you have an ailment 
of inestimable worth. 


This is fol- 
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HAT are more impor- 

| ie) tant than orders ?— 

p | REORDERS! And Duco is 

i bringing reorders to thousands of 
merchants who handle it. 













But still more important is the busi- 
ness Duco brings ALL THROUGH 
YOUR STORE. Merchants who 

handle Duco are doing bigger business 
—because Duco brings in more customers. 
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Good Here /” 
Say Merchants 
WhoSell Duco. 








There are still 

a few open terri- 
tories—write for 
our introductory 
proposition. 


E. I. DU PONT DE NEMOURS & CO., Inc. 
3500 Gray’s Ferry Road 
PHILADELPHIA, PA. 
2100 Elston Avenue 
Chicago, II. 
Everett Station No. 49 


Boston, Mass. 
| — 569 Mission St. 


There is only ONE Duco—DU PONT Duco rue a _ 
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Northwestern Retailers’ Fall Stocks Filled— 
Collections Reported Improved—Prices Firm 


(Minneapolis oftice of HARDWARE AGE) 


ITH the majority of the county fairs and the State fairs in 
the background, and with threshing well along for the year, 


fall work is opening up. 


Speaking from indications at the 


Minnesota State fair, general conditions this year are improved 


over those of last year. 


The exhibits of various classes seemed bet- 


ter filled, and the attendance is higher than before. 


The vacation 


season has ended. 
people are back to the regular tasks with renewed energy. 


Schools are open again and 
The 


change is very apparent in the shops and stores, with the number 


of people who are buying. 


In the larger cities at least, there is 


an air of a greater and more assured interest in business. 
Fall stocks are in place in the retail stores and dealers are ready 


for the autumn demand. 


Summer stocks for the most part are 


put away, and business has turned the corner for another season. 
Prices are very stable, showing practically no changes over the 


past several weeks. 


AXES.—Demand for axes is growing, 
with the coming of cooler weather. 
Stocks are in readiness for the call, 
and prices are steady. 

We quote from jobbers’ 
f.o.b. Twin Cities: Sing:e bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50: 
Piumb’s Dreadnaught, unhandled 
single bit, $14.50; double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz., net. 

BALE TIES.—Demand is growing, 
with stocks in readiness for the call. 
Prices have not changed. 

We quote from jobbers’ 
f.o.b. Twin Cities: Single loop bale 
Lies, 9% x 14, $1.54: Wl, xX lo, $1 37: 
9% x 14, $1.57 per bundle. 

BOLTS.—Stocks are well filled for the 
fall demand, which shows signs of in- 
crease in some lines. Prices are steady 


and firm. 
We quote from 
f.o.b. Twin Cities: 


stocks, 


stocks, 


jobbers’ stocks, 
(‘arriage bolts at 
bolts at 50-5 


47% per cent; machine 

per cent; stove bolts at 75 per cent 

and lag screws at 55 per cent from 

lists. 
BRADS.—Call is steady, and shows 
some signs ot increase as the fall 
building program is started. Stocks 
are ample for the call, with prices 
steady. 

We quote from jobers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 
BUILDERS’ HARDWARE.—Fall 
building of homes is showing a decided 
increase. With the opening of this 
month, there has been started the 
regular autumn building movement, 
with its numerous demands for build- 
ing materials. Finishing hardware 
meets with a very good call. 
CARPET SWEEPERS.—Sales are 
steady, and fairly good. Stocks are 
well filled, with prices holding steady. 
We quote from jobbers’ = stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 


cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz., net. 
COAL HODS.—Demand is_ showing 
some indications of coming trade. 


| 


lar points of interest. 
filled, with prices unchanged. 


GALVANIZED 





Collections are slowly improving. 


have their stocks ready for 
Prices have not changed. 


Dealers 
the trade. 


We quote from jobbers’ stocks, 
fob. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 


japanned funnel, 17 in., $4.80; 18 in, 
5.25; galvanized open, 17 in., $5.25; 
IS in., $5.80; galvanized, funnel, 17 
in., $5.80; 18 in., $6.70 per dozen, net. 


EAVES TROUGH, CONDUCTOR PIPE | 


AND ELBOWS.—Call is steady, and 
is improving slightly with the gain 
in building operations. Stocks are well 


filled, with prices steady. 


We quote from jobbers’ stocks, 
fob. Twin Cities: Slip joint, single 
bead, 2S ga. eaves trough at $5.50 per 
100 ft.: 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
Lows at $1.73 per dozen net. 

FIELD FENCE.—Demand is fair, but 
will probably be better with the end of 
the harvest season. Stocks are in good 
condition, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 

FILES.—Call is good, with no particu- 
Stocks are well 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
ut 50 per cent and second grade files 
at 60 per cent from lists. 
WARE.—Demand is 
steady, with stocks well filled. Prices 
are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.40: heavy tubs; No. 1, 
$12.60: No. 2, $13.80; No. 3, $15; Stand- 
ard 10 qt. pails, $2.70; 12 qt., $3.05; 
15 qgt., $3.40; stock pails, 16 qt., $5, 
and 18 qt., $5.50 per dozen net. 

GLASS AND PUTTY.—Sales_ are 
showing a slight increase over the de- 
mand during the summer. But the fall 
trade has not yet started. Dealers are 
filling their stocks from the low point 
to which they were reduced after the 
spring call. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent: double 


strength, 85 per cent, and strictly 
pure putty in 50-lIb. drums at $4.85 


cwt., net. 


Reading matter continued on page 76 











| many uses. 























HAMMERS AND HATCHETS.— 
Small tools are selling at a good aver- 
age rate, with stocks well filled. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 1142 
nail hammers, $12.60; Plumb No. HF- 
S1, $12; Riverside, No. 611%, $12; 
l’"lumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 

ICE CREAM FREEZERS.—Demand is 
slackening with the cooler weather and 
the approach of fall. Stocks are being 
reduced for the lighter call of winter. 
| Prices show no changes. 

jobbers’ 


We quote from stocks, 
f.o.b. Twin Cities: 

Alaska Freezers.—1l1 qt., $2.25 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 


$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.-——1 u«t., 


$3.35 each; 2 qt., $3.90 each; 3 at., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 


which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 
White Mountain Freezers.—? «t., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; & 4at., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto-Vacuum Freezers. — No. | 
$3.33 net; No. 2, $4 net; No. 3, $5.35 
vet, and No. 4, $6.67 net. These net 
rices to dealers show a discount of 
3344 per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per. dozen: same 
size, enameled-galvanized, $10 per 
dozen; 4 qt. size, enameled-galvan- 
ized, $18 per dozen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1 qt., $4: 2 at., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LANTERNS.—Call for lanterns is 





| showing improvement with the shorter 
daylight hours. 


Gasoline lanterns are 
gaining in favor with the public for 
Stocks are filling up, with 
prices holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or. short 
globe tubular lanterns, $13 per doz. 
net. 





MILK CANS.—Demand for milk cans 
is very good in this territory. Stocks 
are kept well assorted, with prices firm 
and strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans at $2.65 each; 8 gal. at $3.15 
each, and 10 gal. at $3.25 each, net. 


| NAILS.—Sales are slightly better than 


a few weeks ago, due to the increase 
in building operations. Dealers are 
keeping their stocks well assorted, but 


are ordering more frequently. Prices 
show no changes. 
We quote from jobbers’ sto@ks, 
f.o.b. Twin Cities: Standard wire 
cement coated wire nails 


nai's, and 
in 100-Ib. kegs, at $3.25 per keg, base. 


PAINTS AND WHITE LEAD.—De- 
mand is better, with the beginning of 
fall painting. Stocks are well filled, 


with prices firm. 


We quote from jobbers’ stocks, 
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sUILDER'S HARDWARE | 






Mr. Rittersbacher, Mer., wear- 
The Rittersbacher Hardware a j is ing hat, second from right, and 
Store. Newark, Ss hg ' ; his sales force. 


200% Increase in Sales with PLYMOUTH ROPE 


The Rittersbacher hardware store is an at- This method proved a winner. As a result 
tractive, ‘‘Up-to-the-minute” establishment. of this display and demonstration their rope 
They are thoroughly “Sold” on Plymouth sales increased 200 per cent. Lumber firms 
Rope. While they have only handled Plym- bought Plymouth Rope for towing. Con- 
outh Rope a comparatively short time, their tractors, painters and householders also made 
success with it has been remarkable. purchases. One outstanding sale was for use 


on a heavy freight elevator. 
Recently they displayed a length of large 


Plymouth Hawser, in front of the store, Mr. Rittersbacher likes the Plymouth 
alongside a big Plymouth Rope Display Plan of Retailing Plymouth Rope by the 
Card. It created much interest and resulted Foot, as customers often want to know 
in many customers entering the store and ask- the exact cost of a given length of rope 
ing questions about the rope. before it is cut. 


Then Mr. Rittersbacher or his Sales- Why not increase your rope sales 
men would demonstrate the strength Lo pags ' by similar methods? Our Special 
of the Manila fibre from which Y,| E>) Display Material and Attractive 
Plymouth Rope is made by suspend- Ae, Bart Dealer Helps will enable you to do 
ing a +-lb weight on a single strand. it. Sent free for the asking. 





PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. 


Welland, Canada 


PLYMOUTH 
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f.o.b. Twin Cities: First grade house sen ly. Twin Cities: Best grade sash f.o.b. Twin Cities: Japanned, 14% in. 
paint at $2.80 per gallon, in 1 gallon -ord at 73c. Ib. and second grade at seve shoves. 50c.: japanned Jumbo 
cans, and white lead in 100 Ib. con- 74c. Ib.; cast iron sash weights at 21% in., $1.55: japanned Jumbo Jr., 14 
tainers at $13.84 cwt., net. $3.40 cwt., net. in., B5c. doz., net. 





PUMPS.—Sales are steady, with good SCREWS.—Sales are steady, with no TIN.—Call is fair, with stocks well 
volume. Stocks are ample for the | high lights. Stocks are well assorted, | filled. Prices show no changes. 





present demand. Prices show no | with prices firm. We quote from jobbers’ stocks. 
he j 
changes. We quote from jobbers’ stocks, f.o. b. Twin C a yy os C* 
We _quote | from jobbers’ stocks f.o.b. Twin Cities: Flat head bright a ph Rg Me et ng os at $15.2 * pw 
. . a ’ screws ‘ Ri -20 “- a : ‘ ~ < a“ 
to-b. Twin Citien: Deming, No. 440, | wood screws at $0.20 per cent: fat | fox 
jain spou rine mi orce pumps, — oe ’ apt > ; ‘ : . : : 
: in. stoke $6.85; adjustable stroke, a gaye Ban: ggg lg keen a ie TORCHES.—Demanéd still is fair, with 
7.50; No. 495, underground discharge ‘ We oa er cent, ; : 
windmill eine dlBng ican eset round head brass, 75-10 per cent from ample stocks on hand. Prices have not 
4.35; No. 415, $14 65; No. 403, hand lists. changed. 
—y a stroke, $4.2 255 a SOLDER.—Demand is fair, with stocks We quote from jobbers’ stocks, 
$5.35 each, net. — well filled. Prices have not changed. f.o.b. Twin Cities: Turner Master 
cients caninmabienenanninia : | . Line, No. 43, qt., $5.76; No. 45, qt., 
PYREX OVENWARE.—Call for oven- | : v 4g i from oe a $6.53; No. 47, aqt., b ford we. Ae qt., 

‘are ic ineranaci : . ’ .O.bD. ‘win Cities: arrantec 1a $7.48; No. 49, qt., $8.5 oO 2, at., 
ware 18 increasing with the advent of and half solder at 43«c. Ib., and strict- (flat), "$6.96 eac h. Turner Standard 
cooler weather and the return of baked | ly half and half so'der at 42c. Ib., Line, No. 8, qt., $5.35; No. 14, qt., 

. . ‘ . 4 5.76: N 22 ° + . . 
dishes in the menu. Stocks are being |. 7°. . - ; ; ttt + a at” or ae oe a 
filled f ne « — STEEL GAME TRAPS.—While retail wees cow Soy Seo Bese foe oe 
illed up for the added demand. Prices $6.05; No. 92, qt., $6.79; No. 93, qt., 
show no changes _trade has not yet started, the dealers $7.42; No. 105, qt., $4.88; No. 205, qt., 
er _are preparing for sales, ordering their 35.25 each. Turner firepots. No. 53, 

We quote from jobbe rs’ stocks, 4 - , hd $7.20: No. 63, $7.97; No. 66, $10.18; 
f.o.b. Twin Cities: No. 623 casseroles, fall supplies. Prices are steady. No. 76, $7.13; No. 34, $8.67 each, net. 
309 pie plates, 50c.; No. 210 ple plates, We quote from jobbers’ stocks, | WEATHER STRIP.—Dealers are fill- 
4 ates, 90C., lates, Twin ¢ ‘ictor traps, : . 
6ic.; No. 212 bread pans, 60c.; No. Seve et $0: > age 4 a8. Ne The ing stocks for the coming demand. 
231 utility pans, 67c.; No. 12 tea nots, $9 44: No 9 $2 2¢- O eida jump lo. ices are ste ; 
$1.67; No. 24 tea pots, $2, and No. 36 a ere: Ne ae 2 3: = Srey Prices are steady and firm. 
tea pots, $2. 33 e ach, net. per doz. net 4 : , y - : We quote from jobbers’ stocks, 
‘CISTERS — » ace aale sane meee : , : , f.o.b. Twin Cities: Wood and felt, % 

REGISTERS.—tThe fall furnace sales STEEL SHEETS.—Call is fair, with in., $1.85: % in., $1.85; 1 in., $2.60: 





season is well started, and registers | stocks well filled. Prices have not Wirts, $4.85, and Bosley’s, $4.25 per 











are moving well. Stocks are well filled, | changed. 100 ft 
with prices steady. changed. so etoeee | WHEELBARROWS.—Call is steady, 
- | e quote rom Tonbvers SLOCKS., 
We quote from jobbers’ stocks, | f.o.b. Twin Cities: Galvanized steel and of fair volume. Stocks are ample, 
fo.b. Twin Cities: Wrought steel | sheets at em ewt., base (28 - and with prices firm. 
registers at 40 per cent from lists : black steel sheets at $4.35 cwt., base. 

i , ‘ : all | ov — . . , . We quote from jobbers’ stocks, 
ROPE.—Demand continues even, with STOVE BOARDS.—Call in a retail ry Twin Cities: Barrel tray, fully 
stocks ample for the call. Prices have way is just starting. Dealers have bolted wheelbarrow, $36.50 doz.; No. 
not changed | eae rv to le 2, tubular, $7.33 each; and No. 1 

ged. | their initial stocks ready. rices are garden barrows, $6.25 each, net. 

We quote from jobbers’ stocks, shown below: 

f.o.b. Twin Cities: Best grade manila We quote from jobbers’ stocks, WIRE. ; Sales are fairly good, both for 

rope at 24%c. Ib., base, and best fob. Twin Cities: Crystallized stove fence wire and other kinds. Stocks are 
SANDP “a rope at 18c. per Ib., base hoards, OP gh geet 30 x 30; $19.70; ample for the demand, with prices 
§ j tR.—De is ste; 36 x 36, $27.45 z., net. . 

Al APER.— De mand is ste ady, | - vol M : ie open ; : showing no changes. 
with perhaps some increase with the | STOVE PIPE AND ELBOWS.—Fall We quote from jobbers’ stocks 
added building operations. Stocks are | demand has started in this line, with f.o.b. Twin Cities: Painted cattle wire 

> > Ad salers’ sto ‘ks in readiness fo the call. at $3.01 per 80- rod spool; painted hog 
well filled, with prices firm. | dealer toc e r wire at $3.22 per 80-rod spool; galva- 

We quote from jobbers’ stocks, Prices are as follows: nized cattle wire at $3.21 per 80-rod 

fo.b. Twin Cities: Best grade No. 1 We quote from jobbers’ stocks, spool: galvanized hog wire at $3.43 
Sandpaper at $5.10 per ream: second f.o.b. Twin Cities: Uniform Blued 28 per 80+rod spool; Smooth black wire 
grade No. 1, $4.70 per ream, and gar- ra. 6 in. stove pipe, knocked down, No. 9, $3.25 ecwt., and galvanized 
net, No. 1, $16.75 per ream at $13.00 per 100, and common iron smooth wire No. 9, $3.70 cwt. 


SASH CORD AND WEIGHTS.—Call S in. corrugated elbows, $1.50; adiust- WRENCHES.—Demand is steady, and 








: ; ; | able charcoal iron, 6 in. elbows, $2.05 F 
is steady, and perhaps slightly im- | doz., net. 'fair. Stocks are well assorted, with no 
proved over that of summer. Stocks | STOVE SHOVELS.—Sales are begin- | changes in prices. 
are ample for the call. Prices have | ning in this line, with stocks well filled. We quote from jobbers’ stocks, 
not ch d. Loge "S: f.o.b. Twin Citiees: Agricultural 
— . Prices are as follows wrenches, 8 in., $4.80; 10 in., $5.60; 
We quote from jobbers’ stocks, | We quote from jo bers’ , stocks, 1? in., $7.20 per dozen. net. 





Be a Headquarters 


_— the average American to give you the names as the headquarters throughout their locality for that 
of the patriots who signed our own Declaration of limited but very important few lines of goods, as 
Independence and, if he names five, you know he is opposed to giving a blurred impression, due to insuffi- 
doing well. Yet simply as the result of the fact that cient reiteration, of carrying a heterogeneous, jumbled 
the Greeks made their children recite daily the names mass of just plain “merchandise.” And in consequence, 
of their heroes who held the Pass of Thermopylae, too, he has big sales on the lines for which be becomes 
lived as long as their known as the local headquarters and is able to suc- 
civilization. Enough repetition can make anybody or cessfully operate along the economical and profitable 
anything famous. lines of Quick Turn-Over. 

The astute merchandiser applies this same principle Reiterate. Be a Headquarters. Make familiar, living 
to his business. With a limited number of windows heroes out of a few lines of goods rather than hearsay 
available for his displays at best, and with an almost tin-soldiers out of everything which may unhappily 
endless number of possible displays capable of going hold down your shelves. 
in them, what does he do? He does wisely in choosing 
a relatively few types of goods to display and gives each There are two qualities which make for every 
its turn. man’s success—efficiency and loyalty. Of the two 

In the end, he and his store become definitely known loyalty is the greater. 


three hundred Greek names 





Reading matter continued on page 79 
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The Blue Streak 


Line includes 





Scooters 
Velocipedes 
Automobiles 
Coaster Wagons 
Express Wagons 
Tot Bikes 

Hand Cars 

Toy Auto Trucks 
Race Cycles 
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Children’s —— 
Vehicles 


You Can’t Go Wrong 
on a Line That’s 





RIGHT 











No. 692 BS uate No. 66 
at vs Vy 
—> Write 

Good for Catalog 
Jobbers and Sug- 
Everywhere be SSS gestions 

“BLUE STREAK = , 
Carry the ONT for Starting 
Blue Streak pe a a Children’s 
Line Vehicle Dept. 
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_ he TOLEDO METALWHEEL CO. TJoledo,0: 
“Makers of Dependable Wheel Goods since 1887 
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No. 1045 


For 110 Volts 


No. 2045 


For 220 Volts 


1/, Inch 
Standard Duty 
Drills 









Fs 
». 
a 
ee ’ 
Ge 2 
‘es 
KS 
- 
a4 
wl yy 


a hE 





ja age OR page 
AN ; Ca Lie ee : a 


OTHER SIZES 


4 inch Heavy Duty 
34 inch Heavy Duty 
4 inch Light Duty 






Universal Motors 
For A.C. or D.C. Current 


Interchangeable Breast 





Plate Regular Equipment Pe 4 inch Heavy Duty 
15 Feet of Cable we % inch Heavy Duty 





The Line otf 


“Viore Service—Less Servicing “3 





makes the ideal line of Electric Drills for the hardware merchant to tie up 
to. More power, large safety factors in every vital part, better lubrica- 
tion, self-tightening chucks, are some of the features that make these 
Drills sell so easily and create so much user enthusiasm. 


Investigate the easy superiority of Goodell-Pratt Drills. Write us to- 


day. 


GOODELL PRATT COMPANY Loolomiithe Greenfield, Mass., U.S.A. 


(e(ele) WOE, PRATT 
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Note the neat store display of tools in the above picture, taken in the store of the Barrett Hardware Co., Joliet, Ill. 
In store and shop tools should be hung so that edges do not come in contact with other tools or hard substances 
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The Tool Department 


Care of Tools—Radio Too! Sets 


By Don Thatcher 


New polished tools while usually leaving the 
factories with a light oiled finish are subject 
to rusting when exposed in open cases and windows 
during damp weather. At such times tools hanging 
on display racks, in cases and windows should be 
wiped or rubbed down with oiled rags—sperm oil is 
good for this purpose. 
Moisture creates rust on polished metal, rust pits 
creating a rough surface, after a tool has rusted rub 
it with fine emery cloth, then wipe with oiled rag. 


'['xe first care is to keep tools free from moisture. 


Hanging Tools 

In store and shop tools should be hung so that 
edges do not come in contact with other tools or hard 
substances. Cutting edges are fine teeth, one tool 
knocking or falling against another will easily break 
or dull teeth that while not perceptible to the eye 
will, nevertheless, interfere with or dull the cutting 
edge of the tool. 

Whenever I see a workman throw a file on bench or 
floor I wonder how many teeth broke. Highly tem- 
pered tools are brittle, the teeth break easily when 
meeting contacts they are not intended for. When a 
file is used for its intended purpose the teeth will cut 
down and through metal, yet some of those teeth hard 


and sharp enough to do that will break off when a 
file is carelessly thrown on bench or floor. 

Treat tools gently—they are highly tempered and 
sensitive. Handle them ¢arefully, don’t throw them 
around, lay or hang them where their cutting edges 
will not be broken or bruised and where the edge will 
not injure other tools or people. Severe injuries often 
occur through carelessness; tools left where people 
or even animals bump against them. After handling 
tools, wipe them with oiled rag before returning to 
tool case. When removing tools from window dis- 
plays, rub them thoroughly to remove all the small 
particles of dust that have accumulated, there is 
moisture in all dirt; unless tools are well cleaned, pit 
marks due to rust will soon appear. 


Sharpening Tools 


I believe incompetent, inexperienced and ignorant 
attempts to sharpen tools and pieces of cutlery are 
responsible for ruining and breaking more tools and 
knives than wear out. I am quite sure the great ma- 
jority of defect claims are prompted by the results of 
ignorant or incompetent attempts to sharpen tools and 
knives. 

After collecting data, arranging notes and setting 
down to write about the best means to use to sharpen 
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each kind of tool, I have decided that the brief out- 
line or sketch of methods and means to use would on 
account of the limited space at my disposal, be inade- 
quate to cover the subject as fully as it deserves. So 
at the risk of appearing as an advertising agent for 
manufacturers, I am going to urge all of my readers 
who are interested in tools, especially the newcomers 
to the hardware business, to write each of the manu- 
facturers whose edge tools you handle, asking them 
to tell you how to sharpen their tools. Also write two 
or three of the manufacturers of sharpening stones. 

These few letters will bring you a fund of informa- 
tion about the best ways and means to sharpen and 
take care of the tools you are handling. The infor- 
mation in this form will be useful, you will have many 
occasions to pass it along. 

I believe all of the saw manufacturers issue pamph- 
lets in which is described in detail (some with il- 
lustrations) how to set and sharpen hand saws. These 
booklets will also give you interesting information 
about the differences in the various patterns of saws. 
Why a hand cross-cut saw operates on the principle 
of a knife blade, supplemented with a cleaner and 
why the hand rip saw is really a multiple of chisels. 

HARDWARE AGE is not paying me to write an article 
telling you to get your information from manufactur- 
ers—but I stand well with the editor and as Llew is 
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usually good natured I’ll probably get away with it 
once. If you act upon my suggestion you will have 
more information than I could give you, and as afore- 
mentioned you will have it about the very tools you 
are handling, plus a lot of facts that you can use to 
increase sales. Very few people know about the many 
opportunities to sell sharpening stones and the vari- 
ous kinds of grinders and sharpeners. Manufactur- 
ers know that knowledge at the point of contact with 
the uses increases sales, so you will find all them 
prepared and quite ready to comply with your re- 
quest. 

Keeping pace with the times includes anticipating 
the needs and wants of the followers of hobbies. Ra- 
dio Sets have come to stay, thousands are interested 
in radio—for adjustments, setting of additional pieces 
and repairs the radio enthusiast needs tools. 

I recently had occasion to inquire for radio tool 
sets in a number of hardware stores. The only set 
offered me was one consisting of two pairs of pliers, 
one screw driver, a soldering iron and a pocket knife 
with wire scraping blade. Yet one of the great hard- 
ware stores of the country is selling many radio tool 
sets for $16 and $8-each. These folks know that people 
who buy radio sets can well afford to buy tools. They 
understand the first principle of selling, “make it easy 
for people to buy.” They make worthwhile sales. 














Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon Nish, secretary- 
treasurer, Elgin, Ill. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, 
Hotel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
Street, Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 


Reading matter continued on page 82 





VENTION AND EXPOSITION, Lincoln, Feb. 
1, 2, 3, 4, 1927. Headquarters, Corn- 
husker Hotel. George H. Dietz, secre- 
tary-treasurer, 414-419 Little Building, 
Lincoln. 

NEw ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 22, 23, 24, 1927. George 
A. Fiel, secretary, 80 Federal Street, 
Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Albany, Feb. 8, 9, 10, 11, 
1927. John B. Foley, secretary, City 
Bank Building, Syracuse. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Bldg., Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Bldg., Oklahoma City. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 





CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 14, 
15, 16, 17, 18, 1927. Sharon E. Jones, 


secretary, 604 Wesley Bldg., Phila- 
delphia. 
SOUTHEASTERN RETAIL HARDWARE 


AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION AND 
EXHIBITION, Ambassador Hotel, Los 
Angeles, Cal., Feb. 22, 23, 24, 1927. 
H. L. Boyd, secretary-treasurer, 618 
Hellman Bank Building, Los Angeles. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 
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ig Buyers — 


Usually Have a Worth While Advantage 


Saving Time 


Big buyers are not always the largest merchants. 
Some are big because they concentrate. But big 
buyers, whether large merchants or small, are 
usually the ones who make the most money. One 
reason is that they get more profit from their time. 
By confining purchases wherever possible to a single 
reliable source, they save time. This time they 
use to study better methods, to develop selling 
plans or seek a still wider knowledge of markets 


and their sources of supply. 


It Pays to Be a Big Customer 


No merchant or manufacturer deliberately 
slights any part of their service to a small customer. 
Yet business profits do rest on volume and as long 
as this is true, big customers can demand, and 


usually get more attention than small ones. 


Scattered buying makes you a small customer 
of a large number of concerns. Concentrated buy- 


ing makes you a large customer of a few. Which 


Come lé 


Pays Best? 





You Can Concentrate Small Tool Buying 


In the small tool field particularly, you can en- 
joy the advantages of concentrated buying and you 
can become a big customer. You probably now 
stock one or more lines manufactured by @TD. 
If your experience is typical, your customers have 
found these tools satisfactory. They are made with 
the utmost care. Their reputation is protected by 
exacting inspection and constant research in our 


laboratories. 


So if @TD screw plates, taps or pipe wrenches 
please your trade, is it not likely that they also will 


feel safe in buying @TD dies, vises, cutters, reamers 
or drills? 


Many Other Advantages 


There are many other advantages in concentrated 
buying. Consider your ability to hold one house 
responsible all the way through. Consider the time 
and cost saved by one order, one shipment, one 
freight bill, one cartage charge, one checking and 
one line for your clerks to know. This is why we 
urge you to “Come to Headquarters” and let us 
work with you. If you do not have catalog No. 49, 
let us send you a copy today. 




















GREENFIELD § TAP AND DIE 
CORPORATION 


GREENFIELD, MASSACHUSETTS 






New York—15 Warren Street 
Detroit—224-226 W. Congress St. 






Chicago—13 So. Clinton St. 
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7 Greenfield Tap & Die Corp ° 

Greenfield, Mass. B 
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(STEEL) 
MEASURING TAPE 





HIS newest tape can be profitably re- 

tailed at a price so low that no home 
owner will be without one. In fact ‘Four 
out of every five” customers will buy it for 
general use. 


it is a pepular utility —— ab- 
solutely aceurate, with eut, 
easily -read — far the 
best value K & E BR Ags 
ever offered the trade. Special at- 
jeation is ealled te the handsome 
appearance, leatherite covering and 
nickel-plated mountings. 








END-FASTENER 


(Patent Pending) 


At a slight extra charge you can offer this tape with 
the new K & E “End-Fastener”—our exclusive im- 
provement (Pat. Pending). No extra person needed 
to hold the other end. 


Furnished in 25, 50, 75 and 100 ft. lengths. 
Packed one in a box. Send for Prices and Dis- 
counts today. Display material FREE. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulten St. 
General Office and Factories, HOBOKEN, WN. J. 


CHICAGO sT. LouIs 

516-20 S. Dearbern St. 817 Leeust St. 

SAN FRANCISCO MONTREAL 
30-34 Second St. 5 Netre Dame St., W. 



















Notes of an Itinerant 


Editor 


HarpwareE AGE Editors are not chained to their 

desks. Some of them are always to be found out 

in the field looking for merchandising helps to 

pass on to the trade. Here’s a report we just 

received from one who is working his note-book 
overtime in the Ohio district 


T is a grand and glorious feeling to be back in the 

northern Ohio territory. The people are friendly, 
merchants progressive, with industry well diversified 
and relatively active for the summer period. The 
average business man appears to be enjoying a reason- 
able amount of prosperity, now that the series of 
protracted labor strikes is over. Cleveland claims to 
be the fifth city, with nearly one million people in its 
metropolitan limits, yet it seems never to have lost its 
atmosphere of sociability. 

Before I had time to park my Ford the first night, 
along came Dan Perrigo, veteran saw salesman, who 
introduced me to a hardware man from Pittsburgh, 
and we soon fixed up a date for the following night. 
As I entered the garage I met two former neighbors 
coming out, and on the way back to the hote! I was 
hailed by J. A. Palm of the George Worthington Com- 
pany. This is typical of Cleveland, where people take 
an interest in each other without being nosey. 

There are many points of interest in Cleveland. The 
Public Hall, which is part of the Hall group along the 
water front, is well worth seeing. It is a great place 
for national conventions and will accoommodate from 
eighteen to twenty thousand people. It was here that 
President Coolidge was nominated for President in 
1924. Last February the Ohio Hardware Association 
used the basement exposition room for its annual hard- 
ware exhibition. Cleveland is a great convention town, 
and the public hall is said to be the largest of its kind 
in the country. The Railway Association meets there 
in October, and will need an additional building for 
display purposes. This is being put up adjacent to the 
public hall and faces Lake Erie. 

The much discussed Union Station at public square 
is actually under way. It will be an imposing structure, 
offering a fine background for the Sailors’ and Soldiers’ 
Monument. A tremendous lot of hardware is being 
used by the contractors working on the new station, 
and there will probably be plenty of competition for the 
hardware order to be placed when the building is com- 
pleted. 

Prospect Street is Cleveland’s cut rate store section. 
It is interesting to note that many of the price appeal 
stores of two years ago are gone today. A few new 
ones have sprung up, but they come and go. Contrast 
this with the stability of such downtown hardware 
stores as Davis-Hunt-Collister Co., Loew Hardware Co., 
The Tool Box, and the Square Hardware & Supply Co., 
who weather the cut price storms and stay in business 
on the same street after the sheriff eliminates some of 


the “gyp artists.” 
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In the dairy country south and west of Cleveland 
farm buildings are well painted, fences kept in repair, 
equipment reasonably modern, and the cows have that 
much advertised “contented look.” We know this is a 
reflection of hardware merchants’ activities in the dairy 
country. 

Lower tire prices have helped the sale of tires, so 
Akron is fairly busy. Our hardware friends over there 
are finding business better. I went over to Berea and 
found the Cuyahoga County Fair in full blast. The 
first thing I saw was a fine farm implement display by 
F. S. Ingersoll of Rocky River. The regular line of 
fair amusements were on hand, as usual. Fearing I 
might fall victim to the wiles of “three card monte,” I 
took cover in the exhibition building, and soon discov- 
ered that Matt Munn, Berea hardware man, had the 
best location in the hall, with a fine display of stoves, 
furnaces and builders’ hardware and some other big 
items, the sale of which represents some real money 
and some real margin. Then I heard somebody brag- 
ging about the pink lemonade, and learned that a circus 
was up at the other end of the grounds. You know how 
irresistible a circus is, but at that I was easily tempted 
to stop half way up the midway to admire the Brown 
Hardware Co.’s complete electric appliance display. 
Believe me, I was not the only one who stopped. 

By the way, I also took a trip over to Lorain, whick: 
has fully recovered from the 1924 tornado. Reconstruc- 
tion work has been complete. Unless you knew the 
story and had seen the devastation you could hardly 
realize the suffering and the hardships which the peo- 
ple of Lorain have gone through so bravely. 

Sessue Hayakawa, famous Japanese film star, shared 
the Statler grill room with me the other night, but from 
all appearances the fact of our proximity did not im- 
press him as much as it did me. He has an Oriental 
composure which struck me as being the result of many 
generations of Eastern philosophy and peaceful think- 
ing. 

I have a date to visit Nela Park before leaving for 
the western part of the state, and have a hunch that 
I am going to pick up some real new merchandising 
stories and some live kinks on better lighting. Will 
tell you about them later. 





Adopting Bankers’ Standards 


If the granting of credit makes you act as the banker 
of your community, then by all means adopt banking 
standards. Limit every account to a certain specified 
amount. Have a definite date for settlement. Thoroughly 
investigate every applicant for credit. Unless you are 
well acquainted with the applicant, require references, 
preferably written. Authorize only one man to open new 
accounts. Demand and collect interest when due. This is 
not red tape. It is common sense. 





Any education which does not teach a man to work is 
a poor education. 





Nothing can take the place of common sense. 





The successful man always visualizes himself in the 
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Send for Free Sample— 
Put It on Display— 


uplex 


BRIDGING 





u 





Let the Sample be 


Your Salesman 


rm} pel 
’ 


A free sample of GF Steel 
Bridging prominently 
shown in your display win- 
dow will switch a lot of 
builders to a product you 
can stock and handle with 
profit. Its advantages sell 
it. Send for the sample now. 


Use the Coupon 


THE GENERAL FIREPROOFING 
BUILDING PRODUCTS 


YOUNGSTOWN, OHIO 
Branches in = ee Cities, Dealers 


uple 


ju BRID{ 
Other GF Products’ 


GF Steel Tile GF Diamond Rib 

GF Steel Joists Lath 

GF Steel Channels GF Steel Sash, 

GF Peds Basement and 

GF Key Lath Casement 

GF Self-Sentering Windows 

GF Corner Beads GF Industrial 

GF Trussit Steel Doors —— 

GF Expanded GF Wire Mesh Steel Bridging 
Metal GF Concrete with stiffening 

GF Herringbone Reinforcement ribs for rigidity. 

GF Lintels GF Waterproofing 

GF Road Forms Compounds 





THE GENERAL FIREPROOFING 
BUILDING PRODUCTS 
YOUNGSTOWN, OHIO, VU. S. A. 


Please send me free sample and full informa- 
tion on GF Duplex Steel Bridging. 


Name 
Address 








WI-24 
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Recommendations 
(Continued from page 48) 


area, thereby presenting the appearance of the store 
being under-manned, the concentration of the goods in 
the smaller show space made a better impression on 
the customer, who, at a glance, could see many sales- 
people waiting on customers who “like to go to busy 
stores to trade.” 

Due to the distribution of the sales force over the 
wider area the store had a bad reputation for waiting 
on customers; the new arrangement has done much to- 
ward eliminating this—the clerks did the rest. 

A get-together meeting was held at least once each 
month. At these meetings many rough places in the 
going were ironed out. While the physical changes in 
the layout and store arrangements were going on, it 
was a most difficult task to keep the personnel abreast 
of these changes. 

It must not be assumed that these changes were ef- 
fected over night; rather that they were gradual—yjust 
a step ahead of the ability of the personnel to absorb 
them. This did not cause much of a ripple at any time, 
but just a steady forward-march of evolution, each step 
in its turn preparing for the next. 

It is conceded that women represent about 80 per 
cent of the ultimate consumers; therefore a concerted 
effort to attract more women to the store developed the 
fact that a more extensive array of lines appealing to 
them must be added if more of their business is to be 


_——-- - —-—- -— —_ — 





PAGE 


Get your share of ready 


hoped for. After carefully studying the situation and 
surveying the city and other stores, it was decided that 
china, pottery, glassware, silverware, and other items 
of special appeal to women would increase the attract- 
iveness of the store and produce the desired increase 
in volume. In this they were successful. A brisk trade 
in these new lines helped wonderfully in making the 
store one of the shopping centers for women. The only 
equipment for these added lines were a number of 
cheaply constructed tables, which were made attractive 
by covering them with mercerized table-cloths, which 
added much to the attractiveness of the displays. 

Volumes are written every day telling how to do it, 
but they are for the greater part written by people who 
resemble a school teacher I know of; he had taught 
accounting and bookkeeping in high school for many 
years, but failed dismally at trying to keep a set of 
books for a small business. 

The foregoing is written in a spirit of helpfulness, 
in hopes that someone in the stress of striving for some- 
thing to cling to in the fight for business existence will 
not throw up his hands and say, “It is easy for these 
theorists to tell us how,” because in this case he prac- 
ticed what he preached, as he has done in many cases 
before, with equal success. 

There is a great difference between theory and knowl- 
edge—exact science. 
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LAWN 
FENCE 


stay sold and win a host of 
















wel. 


PAGE PERFECTION 
FABRIC 


Made in heights of 35, 42 and 48 inches. 
The universal demand for this design is posi- 
tive proof of its popularity. Note the small 
space between pickets at the bottom of the 
fabric—leaving no foothold for children to 
climb on and making it dog, cat and chicken 
proof. 








profits and quick turnover 
by stocking and displaying 
Page — the best looking and 
best constructed lawn fence 
in America. 


Join the Page prosperity 
group by ordering a supply 
today. Page will sell rapidly, 


friends. 


Made in two styles to meet 
different price requirements. 
Write for complete informa- 
tion, prices and for the name 
of the Page dealer in your 
vicinity. 


PAGE STEEL AND WIRE COMPANY 


An Associate Company of the American Chain Company, Inc. 


FENCE DEPARTMENT: Bridgeport, Conn. 


District Seles Offices: Chicago 


In Canada: Dominion Chain Company, 


FABRIC 


inches. 


painting. 


charge for 


New York Pittsburgh Sun Francisco 


Limited, Niagara Falls, Ontario 


PAGE ECONOMY 


Made in heights of 36, 42, 48, 60, 72 and 84 


Page Economy Fabric, although moderately 
priced, meets every requirement for utility and 
durability. Unless otherwise specified fabric is 
furnished in plain galvanized finish, When 
desired the galvanizing fabric can be fur- 
nished painted green. There 
is a slight extra 
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A Case in Which Knowledge of This Principle of Law Meant 
Many Thousand Dollars 


DID not intend to write any more about insurance 

for a while, as I had written several articles on this 
subject recently, but such a pretty case has just been 
decided by the United States Circuit Court of Appeals 
that I have decided I ought to report it. It involves 
a principle of insurance law which isn’t often invoked, 
but which is very useful to know. 

In this case the owner of a business building in Ashe- 
ville, N. C., took out fire insurance on it of $19,000. 
The building was worth about $21,000. The owner 
was Mrs. Rutherford, and it was leased to the United 
Cigar Stores Co. for a term of fifteen years from May 
5, 1915, at an annual rental of $5,000. It was occupied 
by the Cigar Stores, a shoe store, a barber shop, a 
tailoring establishment, a dentist and a men’s furnish- 
ing store. A fire occurred on Feb. 14, which so dam- 
aged the building that it was no longer habitable or 
usable for any purpose. On Feb. 16, two days after 
the fire, a committee appointed by the board of com- 
missioners of Asheville inspected the building and 
recommended its condemnation and removal. On Feb. 
18 the board adopted and approved the report of this 
committee and directed that Mrs. Rutherford be noti- 
fied to remove the building at once. This notice was 
served on her the following day. On March 7 she made 
application to the board for a permit to repair and 


restore the building, but on the following day this 
application was denied, and she proceeded shortly there- 
after to tear down and remove the building in accord- 
ance with the notice which had been served upon her. 

It was agreed that the fire directly damaged the 
building to the extent of $4,000 and the insurance com- 
panies offered to pay the owner that amount. She de- 
clined, claiming that they owed her for the full value 
of the building, as she had lost it entirely because of 
the fire. Her argument was ingenious. She contended 
that before the fire occurred she had a building full of 
tenants bringing her in an annual income of $5,000; 
that after the fire, as a result thereof, the building was 
uninhabitable and in such a condition that it had to be 
torn down. 

The insurance companies made an argument equally 
plausible. They said that Mrs. Rutherford had not sus- 
tained a total loss as a result of the fire; that the fire, 
as a matter of fact, had caused but little damage; and 
that it had merely revealed, and not caused, the con- 
dition which led to its being torn down. 

On that issue the case went to court and Mrs. Ruther- 
ford won. The court said she had a right to claim the 
total loss of the building and it was for the jury to say 
whether she was entitled to it. This is from the de- 


cision: 












time trading a apan ‘‘sight unseen’’ 
Garage Door Hangers look something alike, too. 


| 
| 

have the round track we originated 25 
| years ago. This, with the machined cast ment. 
| hanger wheels that barely touch the 
track, forms a free-running, quiet com- 
| bination that has no side friction what- 
| ever. They don’t balk, or jam, or stick 
and can’t jump the track. 


Handy carton. Attractively priced. 


While all mulea have long ears and look something alike you’d have a hard 
to a Connecticut Yankee. 

But when you trot ’em 
out and look ’em over it’a not hard to see the difference. 


1180” and “1189” Garage Door Hangers 


Swivel type; reversible; vertical adjust- 
Hardened steel 
roller bearings. 

“1180” is for 3, 4, 5, or 6 door openings. 
“1189” is the same except it is made for 
“round-a-corner”’ 
justable for old or new doors and pro- 
vide extra wide openings. 


Write for catalog. 


ALLITH-PROUTY COMPANY, Danville, Illinois 








axle: lubricated 








doors. Both are ad- 
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Garage Door 









"1189" 
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Hardware 


Fire Door 
Hardware 






Spring Hingcs 
Overhead Carriers 
Rolling Ladders 


Door Hangers 
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PAT. OFF. 


Millions of people—home 
owners, contractors, build- 
ers, and architects — have 
been reading the SILVER 
LAKE advertisements ap- 
pearing each month in the 
Saturday Evening Post. 
And remember, SILVER 
LAKE is the Sash Cord 


that covers you with a 20- 
vear written guarantee. 


SILVER LAKE COMPANY 
Newtonville Mass. 








Silver Lake Sash Cord 











The question in the case, which is one of fact, is 
whether, as a result of the fire, the building was so 
damaged that it could not be repaired under the 
building laws of the city, and consequently had to 
be torn down, or whether the fire merely revealed, 
and did not cause, the damaged condition. If the 
fire resulted in the condition which necessitated the 
destruction of the building, and which, because of 
local ordinances, made impossible its repair, the 
insured was entitled to recover as upon a total loss. 
The rule is as follows: If by reason of public regu- 
lations as to the rebuilding of buildings destroyed 
by fire, such rebuilding is prohibited, the loss is 
total, although some portion of the building re- 
mains which might otherwise have been available 
in rebuilding. So, also, if the insured building is 
so injured by the fire as to be unsafe and is con- 
demned by the municipal authorities, the loss is 
total. 

The defendants (insurance companies) contend, 
however, that this rule has no application here, be- 
cause, they say, the condition which brought about 
the destruction of the building and prevented its 
repair was not the result of the fire, but of condi- 
tions existing prior thereto. Of course, if the fire 
did not cause, either in whole or in part, the con- 
dition which necessitated the destruction of the 
building and prevented its repair, defendants would 
not be liable as upon a total loss. But, on the other 
hand, if, because of the antecedent condition, the 
fire did cause a total loss, by rendering the building 
unfit for occupancy and incapable of being repaired, 
the defendants would be liable as upon a total loss, 
even though it should appear that, but for the ante- 
cedent weakened and impaired condition, the fire 
would not have produced such result. In such case 
“it makes no difference that the condition after the 
fire is due in part to causes existing before.” 

The policies in this case protected the owner “to the 
extent of the actual cash value (ascertained with proper 
deductions for depreciation) of the property at the time 
of loss or damage, but not exceeding the amount which 
it would cost to repair or replace the same with material 
of like kind and quality within a reasonable time after 
such loss or damage, without alowance for any increased 
cost of repair or reconstruction by reason of any ordi- 
nance or law, regulating construction or repair and 
without compensation for loss resulting from interrup- 
tion of business or manufacture, * * * against all 
direct loss and damage by fire.” This is the standard 
form of fire insurance policy. 

There have been a great many cases in which fire in- 
directly caused much more damage than the direct 
damage amounted to, and in which it never occurred to 
the owner that he could claim for indirect damage as 
the owner in the above case did. This case ought, 
therefore, to be useful. 

(Copyright, Aug. 28, 1926, by Elton J. Buckley, Esq., 
Counsellor-at-Law. 





Every affirmative idea harbored in the mind generates 
within you a force which will make the fulfilling of 


that idea possible. 





Plain plugging is fifty per cent of success. 
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Credits 


OUR bank declines your loan because your 
b collateral does not meet their approval; too large 

a per cent of your assets are accounts. The 
reason you are forced to ask for a loan is because collec- 
tions are slow, your assets must be liquid, if not they 
are of little use to you or your banker, frozen assets 
are useless. 

Your wholesaler has his credit manager and credit 
department, they do not extend credit until they have 
the reports of Dun or Bradstreet. This is supplemented 
by personal investigation. 

Your assets consist of money either in stock fixture 
accounts all or in part with your bank balance. 

All must be in cash or its equivalent. Are your 
accounts convertible into cash on short notice; do you 
know if they are or not? 

It is impossible to get away from this element of 
credit, it is a large part of our daily business and must 
continue to be. It has been wisely said that credit is 
like dynamite, carefully handled and properly used it 
is a wonderful force to achieve desired results, care- 
lessly handled it is a destructive force as thousands of 
merchants have discovered to their sorrow. “Investi- 
gate before you invest;” a slogan of the Better Busi- 
ness Bureau can be applied to merchandise credits. 
Your credit information can be secured through your 
organization. This information is your insurance 
against losses, unless you allow your accounts to be- 
come slow through lack of attention. 

Insist on a settlement date once a week, once a month 
or whatever the terms of credit agreed upon may be. 

Get the money when due or know why you are not 
getting it. 

KEEP YOUR CUSTOMERS’ STANDING GOOD 
AND YOU WILL BE ABLE TO KEEP YOUR CREDIT 
STANDING. 

Never lose sight of this all important fact in the 
extension of credit. Every credit order is a loan of 
95c; on every dollar that you charge, not 75c or 80c but 
95c; every $40 account on your books means that you 
have money loaned to that customer, $38 in atual cash. 

DON’T START A LOAN BUSINESS WITHOUT 
PROPERLY FITTING YOURSELF WITH ALL 
AVAILABLE INFORMATION. 

You are not going to get any interest for this loan, 
5 per cent for your accommodation is your total net 
profit. 

Every worthless account is taking that many dollars 
out of your till. Use every precaution for the protection 
and insurance of the accounts. 

INVESTIGATE BEFORE YOU INVEST. — The 
Oregon Merchants’ Magazine. 





A good salesman will lead his man along—not at- 
tempt to ride him. 





It is not the aduption of a code of ethics, but the 
observance of one that builds business character. 





Thoreau said: “If you build castles in the air, your 
work need not be lost; that is where they should be, 
Now put foundations under them.” 
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Mr. Merchant: 


It sure pleases me the way the Dwiggins peo- 
ple help the dealer sell their Ornamental Wire 


Lawn Fences. 


They are an old established house, know the 
business thoroughly and pass on to you retail- 
ers anything that will put a sale over and bring 
you a substantial profit. 


They make a wonderful line of wire fences. 
With their wire construction your customers 
can, if required, replace the pickets at any time. 
No other fence has this feature. Also their 
fence can be easily tightened if ever necessary. 
It’s the most beautiful fence in design, finish 
and workmanship on the market today. 


Send for Catalog No. 27 


To really appreciate it send for the Catalog—see the 
various up-to-date styles shown and judge for your- 
self. Then we'll quote profits and facts that will 
prove our Profit Prophecies. 





LE LLL LATOR TRALEE 
DWIGGINS WIRE FENCE CO. 


Anderson, Indiana 


No. 80 Lawn Fence with Style B Wire 





No. 45 Lawn Fence with Style D Wire 
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What the Seller Does Not “‘Bargain’’ For 


66 PUST what is a bargain-price?” asked a prominent 

New York retailer in print the other day who 
prefers to maintain his prices always at a minimum 
‘figure rather than to continually offer reductions on a 
few items at a time. “A bargain-price,” he continued, 
“is the price to which the selling price has been cut and 
at which the latter should have been fixed to begin 
with.” 

What this man has to say about bargain-prices may 
certainly be partially credited to his enthusiasm over 
his own adopted way of doing business, but there is a 
heap of truth in what he says nevertheless. 

There undoubtedly still are many businesses which 
feel they cannot forego the “pull” of the bargain-price. 
But their number is as undoubtedly growing fewer. 
Already there is more than a handful of leading mer- 
chants who no longer follow the practice of quoting 
so-called comparative prices (‘‘Was $So-and-So, now is 
$So-and-So”’) though still clinging to the bargain im- 
plication. And the time is coming—well, let’s keep our 
eyes open, wait and see. 

In the meantime, when contemplating a reduction 
in price, get in the habit of visualizing the extra busi- 
ness which must be handled to make up for the reduc- 
tion. Figured on a 25 per cent margin, an article 
costing $75 is sold at $100. If a bargain-price of $90 
sells it, it means of course that $10 has not been 


realized. The profit has been $15 and two-thirds more 
business must be transacted to bring in that lost $10. 
Instead of selling $100 worth of goods, you have to 
sell $90 plus $60 worth (two-thirds of $90) or $150 
worth to make the same. In other words, a 10 per cent 
cut has required 50 per cent more volume. Similarly, 
a 15 per cent cut will call for 75 per cent more volume. 
— all of which is something of a handicap to put on 
the profits side of the ledger. 





Extravagance is strictly a human element. It is al- 
ways with us in one form or another. The curtailing 
of installment selling will not change human nature 
one iota. The man who wants to mortgage his income 
in advance will always find a way to do it. 





A merchant was recently speaking of two of his 
salesmen. “Jackson,” he said, “is going to be a 
winner because he sees so many reasons why he can, 
but Carlson will fail because he sees so many reasons 
why he can’t. 





Mental habits can be cultivated and controlled just 
as easily as physical habits. 








PAPER-HANGERS’ 
Cutlery and Tools 


Many hardware dealers sell wall 
paper and do painting, paper 
hanging and decorating. They 
realize that good tools are a big 
help to their workmen. That is 
why so many of them buy, use 
and sell the famous 


“ANCHOR” 
BRAND CUTLERY 


They know that “Anchor” Brand 
Painters and Paper-hangers Cutlery 
and Tools have “Made Good” on the 
finest jobs. 


The “Anchor” Brand line is complete 
and pays a liberal profit. Ask your 
Jobber to supply you. 
Ske a ay Send for Catalog. 

ect) LAMSON & 
GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 








Chicago, 1732 Republic Bldg. 
San Francisco, Wells Fargo Bidg. 


Boston, 7 Water St. 
St. Louis, Victoria Bldg. 











The Familiar Phrase 
“AsGoodas Wright’ 


suggests that you specify this high qual- 
ity poultry netting, Superior Brand, and 
be sure of the high grade product that 
other manufacturers are trying to equal. 


Here is a simple test that will prove to 
you that this suggestion is worth while: 
Roll out a bale of Superior Brand beside 
any other poultry netting manufactured, 
note how both of them unroll, sight along 
the selvage, compare the evenness of 
mesh and the freedom from bags and 
bulges, and last of all, compare the gal- 
vanizing which, if bright and heavy at- 
tracts the eye of the customer in the re- 
tail outlet. You will find Superior Brand 
true to its name in every detail. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 
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Standing Good for Somebody Else’s Manufacture 


| Agpncvengsont who reads these articles doesn’t sell 

mince meat but everyone is interested in the ques- 
tion of legal liability which the following letter presents, 
and which of course is the same whether it is mince 
meat or anything else. This question comes from 
New York: 


A master baker bought a pail of mince meat 
which he used for making pies. One of his cus- 
tomers bought a pie and found a nail in it. She 
brought the pie back to the baker and requested 
compensation or damages for injuries she claimed 
to have received, stating she intended to sue the 
baker. The baker, instead of going to court and 
having more trouble, settled the case quietly to the 
satisfaction of his customer for a stinulated sum 
of money. 

Kindly let us know who is responsible for the 
whole trouble and who should make good—the supply 
house from whom he bought the mince meat or the 
manufacturer of the mince meat? And how can it 
be proved the nail was in the mince meat when 
bought, or can it be proved that the nail got into 
the mince meat in the bakery? 


Two questions are involved here, which are pertinent 
to the dealer who sells merchandise not made by him- 
self. The first is this: When a manufacturer or dealer 
buys materials from another manufacturer to be worked 
up into a new product and the latter causes injury to 
somebody, who is liable, the first manufacturer or the 
second? 





Ever Sold BAUR Tacks ? 


If so we'll bet you’re still selling them. 


If not we'd like to send samples and have 
you compare them with any tacks you’ve 
ever sold. 


Then if convinced we'll look forward to 
making a “Regular Customer” out of 
you, because we know that the quality of 
everything listed below and our prices 
and treatment will win and hold your 
business permanently. 


BAUR TACK COMPANY 
Indianapolis Indiana 


Our complete line also includes Staples of every descrip- 
tion, Double Pointed Tacks, Basket, Clout and Trunk Nails. 


Write for Samples and Prices 














The answer is that the one is responsible who caused 
the injury. In the mince meat case who got the nail in? 
If it got in in the first manufacturer’s plant he of 
course is responsible, while if it got in the baker’s 
plant, the liability is on him. How are you going to 
tell? I don’t see how you can, but if I were represent- 
ing the woman who found the nail I should sue the 
baker. The onus would be on him to prove that the 
mince meat manufacturer got the nail in. Even then 
he, the baker, might be held responsible, because it 
was up to him to inspect his raw materials. If he 
could show by convincing proof, however, that the nail 
couldn’t have gotten in in his place, and that he could 
not have inspected the mince meat so as to have found 
the nail, he can hold the original manufacturer re- 
sponsible. 

In the absence of that proof the baker would be held 
liable. And that is the rule that applies to all such 
cases, viz.: the manufacturer buying raw materials 
from another manufacturer to be worked up into a 
new product will be liable to any one who is injured 
by that product, unless he can show that the ingredient 
causing the damage was made by somebody else, and 
that the particular defect that led to the damage 
couldn’t have been found by proper inspection. 

In this case there seems to have been three parties, 
1, the maker of the mince meat; 2, the supply house 
jobbing it, and 3, the baker making it up. If it was 








sold in sealed packages the supply house is out. No 
A proven success! 
All-Metal Window Ventilator 
E W—different—better! Proven successful in New 


York, Boston, Philadelphia—the all-metal Wurldsbest 
Ventilator will quickly prove its appeal to your better class 
trade. No comparison between this quality article and the 
ordinary fabric ventilator. The Wurldsbest is all-metal— 
beautifully enameled—equipped with adjustable end-pieces 
and a copper-bronze wire screen. Perfect ventilation at last 
without drafts, dust or dirt, and absolutely storm proof. 
Write for full information and prices to-day. 
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Quickly outside 
sash, 80 nda@o can 
be lowered completely or 
opened wide hout re- 
moving Ventilator. 


adjusted 
hat wi 


An ideal companion piece— 
the Wurldsbest Humidifier 


Sell one for every radiator in every room. Galva- 
nized metal, holds 1 gallon of water. Aluminum 
or gilt finish. Size 9x12x2 inches. Slips between 
radiator and wall—keeps air healthfully moist— 
saves health, furniture, coal. Write for literature, 


ALLWEATHER VENTILATOR CO., INC. 
11 Broadway, New York City 
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A FULLY 


STEP-STOOL 


AT $7.50 PER DOZEN 


RODDED VARNISHED 





Pe 


A FULLY RODDED 


STEP-LADDER 


RIVETED TOP, wre ry Sr At 
pms, PER FT. IN 3, 





, & and 6 ft. 





ABOVE PRICES ALL F.O.B. FACTORY 





STERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS 























Los Angeles, Calif.; Louis 
627 W. Washington Bivd., 


Called for by Name and Number 


“Detroit No. 2” 


This high quality torch has 
earned a reputation for depend- 
ability and service—in service. It 
is popularly known among its 
users as THE DETROIT NO. 2, 
THE BEST TORCH. 

Patented burner generates high 
degree of heat, producing solid 
blue flame. 

One quart capacity. Furnished 
by all leading Jobbers. Write for 
our catalog “H.” 


Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office: 45 Warren St.,; Canadian Rep., George P. Fraser, 39 
Tyndale, Toronto; Kettmann & Ten Byck Sales Co., 2131 E 9th St., 
Williams Co., Nashville, Tenn.; Oscar Anderson, 
Chicago, Ill. 
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(Putented) 
Sell Berghman Skate Sharpeners 


to satisfy the demands of 
your customers who desire 
to sharpen their own skates. 
Kerghman Sharpeners are 
adjustable to all types of 
skates and do a good sharp- 
ening job. They sell rapidly 
ami give you a good profit 
at the retail price of $1.00 
each. Packed one dozen in 
display box. Order your 
Fall and Winter Supply 
today. 


is designed for shop use. 
includes a % 


price, 


3537 W. Madison St. 





The Berghman Skate Grinding 


Machine 


BERGHMAN COMPANY 


The standard outfit 
.P. two-year guaranteed motor 
built on a steel table and also a skate jig for 
holding all styles of skates. 
motor is a cotton buff for polishing and on the 
right is an 8&8” alundum wheel. Write for 
specifying voltage and kind of current. 


On the left of the 


Chicago, Il. 











New 
DIAMOND 


Wrench Displays 


Neat and snappy, only 10 x 15, 
of beautifully grained veneered wal- 


Adjustable Wrenches. 

Diamond Wrenches are above all 
else a quality tool. Drop forged 
from high-grade tool steel, carefully 
catalog and prices of the most com- 


made. 


4622 Crand Ave., Duluth, Minn. 


nut, lettered in orange, black and 
gold. Hold an assortment of 5 of 
the most popular sizes of Diamond 


hardened and drawn. Write for a 


plete line of Adjustable Wrenches 


Diamond Calk Horseshoe Co. 
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dealer who simply passes along to his customer package 
merchandise made and packed by some one else is liable 
if it does somebody harm, except under unusual cir- 
cumstances. That is the second question involved here. 

The only absolutely safe way to distribute merchan- 
dise made by somebody else is in sealed packages. The 
iaw has repeatedly said that such a distributor is not 
responsible for injury to third persons. That is be- 
cause the distributor knows no more of the contents 
than the ultimate purchaser. But where you distribute 
somebody else’s stuff in bulk, you are always in danger, 
if it injures somebody, because it was open and un- 
protected while in your possession, and may have 
acquired the element that caused the injury through 
you.— (Copyright by Elton J. Buckley, Esq.) 





The Customer’s ‘‘Business’’ 


PROMINENT retailer recently explained that the 

real reason why he does not buy from a certain 
traveling salesman is because the man quotes prices 
too loudly. Everybody in his store can hear, his clerks 
and those of his customers who happen to be present, 
and he feels such information should be for his own, 
private ear. 

He is undoubtedly right; and yet he thinks nothing 
of turning right around and quoting Mrs. Jones prices 
on goods at retail equally loudly. Not only that, but he 
takes it upon himself to tell all of Mrs. Jones’ friends 
and acquaintances just what she has bought and how 
much and at what prices. When the shoe is on the other 
foot, he forgets that she may, and probably does, have 
the same belief that what she buys is her business alone. 

Sales people get in the habit of always speaking about 
their accomplishments. Each of them prides himself, 
more or less, upon “my sales,” proverbially forgetting 
that, in a far bigger and more important sense, really 
“my customers’ purchases.” 

We laugh at doctors for their fine-sounding claims 
to ethical dealings. And yet the average doctor will 
seldom tell the details of his patients’ health-needs and 
his resultant services. The average sales-person will 
have to learn this same ethical lesson sooner or later: 
that an exchange of goods for money is essentially the 
buyer’s private business. There may easily be, and 
often are, real reasons why that buyer would prefer 
not to have that business recounted and discussed 
behind his or her back. 





Mister Cary, quite contrary, 

How can your business grow, 

With paint and pans and kerosene cans 

And sewer pipe all in one row? 
—Hardware Mother Goose. 





A mentally lazy man never produces a good idea. 





Sleep is necessary to man, but fatal to business. 





Wind against bare masts does little good. 
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Making a Mailing List 

ITH merchants, small and large and in almost 

every line of business, continually working up 
successful small mail order business in addition to 
their over-the-counter business and with the latter very 
materially and directly aided by through-the-mails 
advertising, the present interest in reliable mailing lists 
is not remarkable. 

But the average retailer is very apt to be awed by 
the magnitude of his task when he begins a mailing 
list. He is likely to fall back upon that cobwebby 
excuse that his business “is different’ and that the 
compiling of a good mailing list for it is well nigh im- 
possible for that reason. 

Here, then, is a list of possible sources for live mail- 
ing list names. With it in front of him, if he fails, it 
is only for lack of determination and energy: Store 
Records (including open and closed ledgers, C. O. D.— 
order-slip addresses, cash-sales-slip addresses, delivery 
records). Organization Sources (including: Member- 
ship lists of societies, civic organizations, churches, 
fraternities, and labor unions and employee lists of 
factories and offices). Government Records (including: 
City clerk’s lists, building permits lists, license records, 
tax lists, registration lists, marriage records, reports 
of Secretary of State). Special Sources (including: 
Newspaper clippings of society, real estate, removals, 
fires, etc., from special guessing and voting contests, as 
a result of replies to advertisements, from directories, 
blue books, city directories, telephone books). 


The most effective mailing list calls for segregation | 


of names under various headings. Otherwise, there is 
certain to be a vast amount of waste effort. Obviously 
the bachelor will not be interested in the same offer- 
ings as the family man, for instance, and should be 
made the recipient of a different appeal through the 
mails as the result of being put on a separate list. 

And never forget that the good mailing list is never 
finished. Instead, it must be continually remade and 
remade, corrected and corrected again, to be anything 
like effective. 








International Broadcasting 


International broadcasting will soon be a reality, and 
it will pay to keep in touch with the scientific experi- 
ments now being made in this direction in order that 
you can cash in on it when it comes. Suitable window 
and interior displays emphasizing the international 
aspect of radio will mean many additional sales. 
Experiments already have demonstrated the feas- 
ibility of 
relays, and it is only a question of time when it will 


international broadcasting, by means of 


be an everyday occurrence. 








HARDWARE 


AGE 91 


DIAMON D“E” 









All-Metal Frame 


CLOTH WINDOW VENTILATOR 


SELL FILTERED AIR. Diamond “E” Win- 
dow Ventilators let in abundant 
fresh air without dust or draft. 
Eight popular sizes. 


Retail at 60c 
o $1.10. 






















BUY 1140 
FROM BROADWAY, 
YOUR JOBBER NEW YORK,NY. 
DISPLAY 
COUNTERS 
Make it easy to shop 
in your store. 
No. 514 The low prices on 





Duluth display tables and 
counters bring them within the reach of all. You can buy 
them cheaper than you can build them. 

The table shown above sells for $28.50 f.o.b. Duluth. It is 
7 feet long and 32 inches wide, stained and varnished ready 
for business. 

Furnished with glass dividers at a small additional charge. 


DULUTH ENGINEERING SERVICE 


maintain a complete merchandising engineering ser- 
including sampling. Write for complete information. 


DULUTH SHOW CASE CO. 


York Office General Offices Chicago Office 
Park Ave. Dulath, Minn. 180 N. Wabash 


We 
vice, 


New 
101 








Give them PHENIX QUALITY 
In Screen and Storm Sash 
Hangers and Fasteners 


Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
lest applied, most 
efficient--that’swhy 
they sell best. New 
improvements put 
them in ai class 
of theirown. Write 
to-day for Catalog 
showing full 
Phentx line. 
Samples free. 











Sold by all leading 
jobbers. 











ce 
No. 115 Fastener 


PHENIX MFG. CO., 032 Conter St., Milwaukee, Wis. 


-_ 
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New Way Lawn Sprinkler of Aluminum 
The New Way Lawn Sprinkler has been placed on the market by the Foun- 


tain Equipment and Manufacturing Co., 
It is made of aluminum and guaranteed not to rust. 


spindle which runs in oil. 
This new 


28 Opera Place, Cincinnati, Ohio. 
The runner has a steel 





pressure on the runner 
operation. 


holds the sprinkler down and avoids tipping when in 


In operation the water is thrown in almost a horizontal direction and avoids 
all possible evaporation by not being thrown high and exposed to the heat and 


air. 
on the water pressure. 
The sprinkler breaks the water into 


A very uniform spread up to thirty or forty feet is maintained, depending 


a raindrop-like spray, not a stream to 


injure the lawn, or a mist to be evaporated by the sun and air. 





Improved Ideal Nail Clip 


The Greist Mfg. Co., New Haven, 
Conn., is marketing the improved Ideal | 
Nail Clipper, a_ beautifully finished 
piece of high grade cutlery, containing 











a file and nail cleaner of tempered steel. 
Each clip is packed in a _ leather 
pocket case. 
To the trade the company is furnish- 
ing an attractive container for twelve 
cartons. 


— 


New Remington Priming 
Mixture 


An important contribution toward | 
the perfection and development of 
metallic ammunition has been brought 
out by the Remington Arms Co., 25 
Broadway, New York City, in the form 
of a priming mixture formula that 
eliminates rust, corrosion and barrel 
pittings. The firm has requested pat- | 
ent rights on this new formula. 

The company says that when cart- 
ridges containing this new priming mix- | 
ture are used exclusively, it is not 
necessary to clean the inside of the rifle 
barrel. It makes an ordinary rifle bar- 
rel rust proof and stainless. 

This new mixture does not require 


| than fifty words. 


' the use of a special steel barrel. The 
new product is the result of several 
years of experimenting. Remington 


announces that it will first be put on 
the market in the 0.22 caliber rim fire 
cartridges made by that firm. 

Before putting the cartridges con- 
taining the new priming mixture on the 
market Remington desires a name for 
the ammunition containing this new 
mixture, and announces that it will give 
$500 for the five best names submitted. 
For the best name $250 will be 
awarded; 


$100; for the third best name, $75; for 


| the fourth best, $50, and for the fifth, 


$25. 

All names must be submitted to the 
Remington Arms Co., 25 Broadway, 
New York, not later than 5 p. m., Sept. 
26, and no letter should contain more 
If two or more per- 
sons submit the same prize winning 
names, the prize tied for will be 
awarded to all contestants who tie. All 
names submitted will become the prop- 
erty of the Remington Arms Co. Win- 
ners will be announced and the prizes 
awarded by Oct. 15. 





McCurdy Metal Milk 


Fountain 


Constructed of charcoal tin, the same 
material used in the manufacture of 
cream cans, the McCurdy Mfg. Co., 
Ada, Ohio, has recently placed on the 
market a metal milk fountain designed | 
to successfully feed buttermilk or sour 
milk in liquid form, without injury to 
flock. 

It has five openings, each % by 1% 
inches. The bucket and pan are sepa- 
rate and it is as easily cleaned as an or- 


_dinary bucket. 


y sprinkler only weighs six ounces but is so designed that the down | 
_ slung low for safety and made of hard- 


for the second best name, | 
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Row-Flivver Speedster 


The Automatic Cradle Mfg. Co., man- 
ufacturer of children’s specialties, Stev- 
ens Point, Wis., is marketing the 
Row-Flivver Speedster, an attractive 
creation in children’s hand cars. It is 


wood and steel to withstand the hard- 











est kind of wear. 





a 











| 


4 








The rear fenders, 
which are large and durable, have been 
designed to protect the children’s 
clothes. 

This new hand car is equipped with 
patented tempered roller bearings in 
the rear axle. Its height over all is 
17 inches. From the top of the seat to 
floor measures 10% inches. The length 
over all is 31 inches; the rear wheel is 
12 inches, and the front wheel 8 inches 
in diameter. Both front and _ rear 
wheels are equipped with %-inch rub- 
ber tires. 

The Row-Flivver Speedster is avail- 
able in two models, No. 35, with gear 
drive, and No. 30, with crankshaft 
drive. 


Whippet All Steel Coaster 
Wagon 


The new Whippet All Steel Coaster 
Wagon has been placed on the market 
by the Toledo Metal Wheel Co., Toledo, 
Ohio, a combination of a timely and 
alluring name and a design and finish 
of attractiveness. 

The body and wheels are enameled 
in bright green, artistically decorated 





and lettered in yellow. The body is 

3% inches by 32% inches, made of 
ot sheet steel, reinforced with large 
beads, roll on top and bottom. It has 
a tubular steel handle’ gracefully 
| curved, with steel loop grip. Wheels 
are double disk, with self-retained roller 
bearings and nicke! plated hub caps, 
%-inch heavy corrugated rubber tires. 
It is distinctive in appearance and ad- 
mirably designed. 
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No. 0864 


No. 845 Hook Hasp Security Catch 





PICTURES TALK 











No. 482 
Chest Corner 


No. 349 No. 953 
Wardrobe Hook Glass Drawer Knob 





Just a Few Random Cuts of the 
1500 Different Articles in 


THE BRAINERD LINE 








Box Hinge 


No. 698 
Friction Catch 








If You Haven’t Got Them, Try Them 
If You Carry Them, Look Up Your Stock 
“Orders Cheerfully Accepted” 


THE BRAINERD MFG. CO. 


East Rochester, N. Y. 
































No. 744 
Label Holder 


No. 1205 
Chest Handle 
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No. 614 
Ice Box Fastener 
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Be Ready to Supply Them 


You wouldn't send one of your employees 
to the bank for a hundred dollars unless 
you had the money on deposit. 


We don’t want to send mechanics to your 
store for GENUINE ARMSTRONG 
PIPE TOOLS unless you have the tools 


and can supply them. 


The sixty years reputation back of 
GENUINE ARMSTRONG PIPE 
TOOLS, combined with their proven 
(Quality is what keeps up the demand and 
the repeat orders for Dealers. 


Armstrong advertising is going to keep 
right on telling customers to: “Buy from 
YOU instead of us!” It saves time for 
them and makes money for you. 


Your Jobber will supply you. Are you 
supplied with our “Dealer Aids?” 


The ARMSTRONG MFG. ir 


Our Only Addresses 


Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 
ARMSTRONG’ 


STOCKS, DIES MS TRC ER,GAS 4"> STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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In Hollow Screws, the strength 
of socket is the main strength of 
a Dealer’s sales-talk. 


Taking stock of the cold-drawn 
ALLEN, you could say that its 
30% extra strength is a fair 
measure of its extra sales-pull. 


Users know “ALLENS” as the 
30% stronger screw—and Allen 
Dealers know that they know 
it by the solid evidence of their 


sales records. 


Strength of socket is the strength 
of your hollow screw line. _ It’s 
mostly on the strength of that, 
that we think you would value 
a Dealership. 


THE ALLEN MFG. Co. 


139 Sheldon St., Hartford, Conn. 
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KESTE 
Self FluxingS OLDER 


Simple, Safeand Sure 
Requires Only Heat 


=... 


KESTER Acid CoreSOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only-Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 

pound spools, 


pound. Packed on 1, 5 and 10 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 
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Kester Rosin Core Solder 
For very delicate electrical and radio work. Contains 
ity metals and rosin flux. Standard size 


‘ st qual 
about 3/32 inch in diameter, runs about 50 feet 
nd. Packed on 1, 5 and 10 pound s Is and 18 


= So tas, | 








h sticks in 5 pound bo Speci 
- = P xes. rae _— also 
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Kester Radio Solder 
(Rosin Core) 


Safe, Sure and Simple — approved by radio onginecss. 
ess to the most delicate parts. Absolutely non- 

corrosive flux makes low-loss joints. Ten cans a 

1/4 pound each per carton. Ten cartons (100 cans) 


to the case lot. 


GENUINE SOLDER 


CHICAGO SOLDER COMPANY 
4205 Wrightwood Avenue, Chicago, U. S.A. 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 














BRANCH OFFICES: 


W. C. Stauble R. E.Gregory EE. P. Crawford W. J. MacRae 
2704 Rochester Ave. 1029 Wesley Ave. 3348 No. Park Ave. 320 Market St. 
Detroit, Mich. Evanston, Ill. Philadelphia, Pa. San Francisco, Cal. 


Your Jobber Can Supply You 
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Business That’s Waiting 


Unseen Goods Are 

In the retail oil field, steadily growing 

competition is bringing about an ever Generally Unsold Goods 
increasing demand for equipment that 
will enable oil dealers to give their calibre are generally open to be shown better ways of 


It has been our experience that business men of real 


doing things. Many of the most progressive retail hard- 
ware dealers have increased their Warren Fixture equip- 
ment from year to year. They would hardly do this 
unless experience had shown them that Warren Fix- 
tures gave them certain definite advantages. 


WARREN FIXTURES 


customers better service. 


Brookins Service Station 
Equipment is meeting this 
demand—is helping live p_oonins 





d ea ] ers, everywhere, to Gasoline Can If these advantages simply embraced the display feature, 
; ‘ Castes eaten ane: to that keeps every item of stock in view of customers and 
give better and quicker Ser- TTS ay go results in increased sales, this alone would justify the 

. : ] ] 7 j 1] needed even for hard- additional investment in Warren Fixtures. 
vice—#5 lé ping them Sse a — —_ But when you add the simplified method of keeping 
more oil. stuns is te ton stock, the ease of -waiting on trade, the advertising 
gallon sizes. value, time and labor saved, and the ability to do a 


larger volume of business on less stock, the sound, cold 


THE. BROOKINS MFG. CO., paoenae judgment of these merchants is more than 


342 Xenia Ave., Dayton, Ohio From the small stores to the dargest in the country, 
Warren Fixtures have proven exceedingly profitable—the 
real facts often sound exaggerated. So the real ques- 


7 2 tion is not one of initial cost, but a question of what it 

is costing you to do without them. Can you afford to 

skiggie longer ignore Warren Fixtures which will quickly pay 

SERVICE STATION EQUIPMENT _— their cost and continue increasing your profits for years 








to come? 






Brookins 
Portable 
Drain Tank 










Our Planning Department will be glad to 
confer with you. Catalog upon request. 





J. D. Warren Mfg. Company 
159 No. State Street Chicago, Illinois 














Brookins Oil Measure 


pped 
with a folding handle and sled-like runners Made in copper finisi in one, two, 
and can be easily shoved under any car or four and five quart sizes. Has a 
drawn from place to place. The screen flexible metal hose that reaches any 
covered sloping top catches the oil —_ = oil intake without a funnel. A 
crankcase without eplacheng a cap ot a, thumb-valve controls the fon 
a es 


Brookins 
Portable Drain 
Tank is equi 


[CS Ke a a — 


<i 
RES 











ducts it — the tank underne Zovsund of oil. Standard at the 
ears can be drained before emptying. equipped service stations 
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Lawn Mowers 
with famous bearings 


HERCULES 


with Timken and 
Hvatt vearings. 


ml 


YW) 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


PILGRIM 


with Timken 
bearings. 






Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





AUTOMATIC 


with Fafnir ball 
bearings. 












TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


AUUUUAUAUAAAAAAMAAADONDLAAAAAAAADAAAADAAAAMMAAAODADAAAAAAAAMMOAAAMAAMAAOAADADDDADAANVORNOND 
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These three models should certainly be included in 
your stock for 1927. 

You will, of course, want these other standard Blair 

lawn mowers, the well known Universal and Yankee. 





























U'rite us for further details and prices. 























Blair Manufacturing nenamy 
Fst. 1879. SPRINGFIELD, MASS. 


| BLAIR 
| LAWN MOWERS | 
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“The lasy llardiwar 





Whitco Equipped Sash 
Cannot Sag 


Just notice how that part of the 
Whitco hinge which attaches to 
the sash extends across the joint be- 
tween the stile and the rail, rein- 
forcing the joint and binding the 
two parts of me frame rigidly in 
position. 

Then notice a Whitco supports 
— not suspends— the sash. 

These are two pretty good reasons 
why a Whitco equipped sash can- 
not sag. 


Ask your jobber, or write 
us for particulars 


Eastern Offices: Western Offices: 
636-645 Mass. Trust 365 Market Street 
Bidg., Boston San Francisco 


“‘Whitco makes it easy and safe to clean both sides of 
the casement from within the room’”’ 








Any woman can apply 
it. Therefore, every cus- 
tomer is a_ prospective 
buyer. 

Everything complete in a 
package — material, tacks, 
foolproof instructions for ap- 
plying. None of your time 
lost in measuring or cutting. 
No trouble to sell. No trouble 
after you sell. 

Costs less—one half less 
than any other practical metal 
weather strip. 

Remember, this is a B sosleyv 
product. Backed by the Bos- 
ley reputation and experience 
of over half a century of 
good weather strip. It has to 
be good. Has to be as repre- 
sented. Bosley Weather Strip 
passed out of the experi- 
mental stage 50 years ago. 


Ask your jobber. 
THE D. W. BOSLEY CO. 


1901 Carroll Ave. 
CHICAGO, ILL. 


BOSLEY'S 





Trade-Mark Reg. U. 8. Pat. Office 


The All Metal 
WEATHERSTRI 
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ALL YOU | 
NEED JS.. | 








...ONE | 
HAMMER | 








..ONE | 
PAIR. OF 
SCISSORS 


| 
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| 





_. ONE | 
PACKAGE of 
BOSLEY'S 


ALL METAL 
WEATHER 
| STRIP 
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Ever notice the “Big Trunk” some 


The “Big Trunk” motorists carry? We refer to the 


one they use for their socket wrench 


set. 

Heavy, cumbersome and space consuming. They sure need a lot of sockets, 
because no one has yet made a socket that will fit more than one nut. 
Look into any catalog of automobile accessories and notice the long list of 
socket sizes furnished with the various wrench sets. 


Then tell the motorist to look at a COES Ten Inch Steel Handle 
Wrench. It will ft any nut on a FORD car and master it. 


Tell him to consider the comparative cost of the COES to attain a 
given range of application. 


Your Jobber will supply you in | @talo 


COES WRENCH COMPANY 


“In Business Since 1841” 





Worcester Mass. 
oe Be Ge Heer GE Gtk on co cccnss 29 Murray Streei, New York 
Selling Agents John H. Graham & Co. .... 113 Chambers Street, New York 

| Fenwick Freres ........... 8 Rue de Rocroy, Paris, France 
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The “Customers” Who Send a Friend 


a Some of those ‘Customers’ we have been mentioning 
ae here week after week are getting into action. We under- 
(UDENWSAYIOR stand they have been boosting “Perfect” Screen and Hard- 
ware cloth. All the neighbors are talking about its quality 

and fine appearance and passing it on to their friends. 


It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 


Wire Cloth. 


And now all their efforts are being rewarded by repeat 


sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 





Painted 


D8, 
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Weed Screws 

Drive Serews 

Ceach Screws 

Machine Serews 

Set Serews 

Cap Serews 

Saw Screws 

Thaemb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Steve Belts 

Tire Bolts 

Agricultural Belts 

Sink Bolts 

Hanger Belts 

Machine Serew Nuts 

Steve and Tire Bolt Nats 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Eecutcheon Pins 

Speedometers 


| 


VON HONDA i 





_ UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warchouses—New York, Chicage, Philadelphia 
Western Factory—Dayten, Ohie 


<4 €_ € _ _ = 




















Always in Demand! 


Sales of Deming Windmill Force Pump Standards have maintained a 
steady increase over a period of nearly a half century. The pumps 
illustrated on this page are the original three way valve force pumps. 
They were first introduced to meet the requirements of the principal 
windmill manufacturers and many of the first models sold are still 
in use. 


A feature of these pumps is the distributing valve which is operated by 
the hand-wheel above the discharge spout. The union elbow coupling for 
underground connection can be turned to suit the direction of the pipe, 
so that water can be discharged underground without danger of freezing. 
With Figure 415 (illustrated at left) the plunger can be withdrawn from 
2-inch tubular wells by removing the stuffing box. 


Figure 415% (illustrated at right) has a differential plunger instead of 
the stuffing box gland. 


These standards may be fitted for 1, 1% or 2 inch suction pipe and %, 
1 or 1% inch underground discharge pipe. 








Further information about these pumps and the complete line of Deming 
Hand and Power Pumps for all uses will be furnished upon request. 
Ask the Deming Distributor in your territory or write direct to us con- 
cerning your opportunities in selling Deming Pumps and Water Systems. 


THE DEMING COMPANY, Est. 1880, SALEM, OHIO 


Distributors in All Territories for Immediate Service 
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PUMPS 
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For Accuracy and Durability 


MAYES’ GENUINE 
LEVELS— 


Always! 






















No 
Adjustments 
Necessary 







Wood and 


Aluminum 


Complete Catalog Mailed on Request 


“Originated and Manufactured by” 


MAYES BROS. TOOL MFG. CO. 
Port Austin, Mich. 


















Success Lies 
pial 
Knowing How 







| Ohl skilled crattsman- _ Read" 
shipand ahigh ideal of ff) HADDWADE AGE 
— makes possible We Tolle Ye 
€ precise uniformity ei tatiten 
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GRIFFIN Hinges #s 


RIFFIN 






*Study and ab- 
sorb the contents. 





Manufacturing Co 


ERIE, PENNSYLVANIA 
ranch Offices__. 


74 W. LAKE ST. CHICAGO 
28 BINFORD ST BOSTON 
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Sell the . Best 
HARDWARE 





eG eee ee6 
0 For Hard-wear 
For more than 50 years 
Ke) oer, Bommer Spring Hinges have 


maintained their leadership and 
: proven their superiority over all 





others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 


© 
\e] 5 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 




















They are in universal demand—are 
quickest to sell—easiest to apply and 
a, most satisfactory spring hinges 
made. 


Your Jobber handles them. 

Send for New Catalog 47. It is a 
big help in ordering. 
Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 























Piola 


(Reg. U. 8S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 


DRIVE SCREWS 
STOVE BOLTS 


er PPrrPrerrrry 


Service 


Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 











BETTER LOCKS 


and 


BIGGER PROFITS 


with 


INCREASED 
SALES 


can be easily 
obtained by 
handling the 





No. 250B 


Set No. 250B is a mortise set of sturdy structure and attractive 
lines. The Glass Knobs are beautifully designed, ground and 
polished, silver backed, giving high lustre. In short, a REAL 
“BUY” and easy to sell. We have many more attractions to 
offer among which is our patented Dead Bolt Night Latch. 


Send for our new catalog No. 7—our line will interest you. 


BRANCHES 


TE WE Ge cccececcccccsccses eesevecsecccceses New York City 
a nie a ned ehhed 6905 00t 0060004000008 Philadelphia, Pa. 
i gC eS ee ee eee eee Det Mich 
 -« > PERS Parry Ere rrr et Cc iT 
121 Dh tie 6 bodes bee ce eeewbacdrabeuneoeat San Francisco, Cali 

re x) nea Cee 6-666 bb Obens bbe Ce eeEkeent Los Angeles, Calif. 


di) INDEPENDENT IOCKCO,@®> 


Fitehburg, Mass., U. S. A. 








Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 
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View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 Vang St New York city 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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The New Miller Heavy-Duty Socket Set 


Supplied, as shown, with 7 sockets, 2 extension bars and 
sliding T handle. One extension bar is for work in hard-to- 
reach places. 


Sockets are hardened carbon steel guaranteed against any 
defects. To afford super-strength both sockets and exten- 
sion bars are made over-size in diameter. 


Each set furnished in an attractive leatherette roll. 
Write for Discounts on Set No. 15. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives: James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives: Alden Glaze & Co., 143 Second St., San Franeisce, Cal. 





“Au-Ve-Co.” Trimming Hardware 





(omobile Hardware 


Gat Glisfies Users 


‘Au-Ve-Co”’ never ong It's always on the job to keep users happy =e 
x. profits to dealer Enlarged production to assure you real service an 


reasonable prices. 


for fixing up 
upholstery. 

50 in a box 
for 10¢ 








He'll give you good ser- 
vice. 


Order from your ed 











No. 22 Double Pin Seat 
Cover Fastener 


A timely item you want now for 
fastening seat covers to steel 
door panels 


“Auvecolite” Running Board 


Moulding 


Nails’’ ° 


The greatest and best moulding 
on the market. Handy six-foot 
lengths, 12 in a heavy cardboard 


tube with sealed metal ends. 
No. 100 Nails for wood 
running boards. 
No. 150 Rivets 
for metal run- 
ning boards. 
No. 6 % 
nickel 
plated 
drive 
SCcCTeWS. 





"Perfectrim 


Hid’em Welt” 


A close fitting welt 
for seats, tops and door panele. 





 Gutlo-Welucle Pautiis 


1027 Saratoga St., 


NEWPORT, KY. 









Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 


Department Stores carrying hardware and housefurnish- 
in in the United States. 

‘WMenufactusess’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
: Mail Order Houses handling hardware and housefurnish- 
ngs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 

Sencar Wholcealere find Verified IAst of great value in 

“‘checking’’ their retadl prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


ware Age. 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 
Send your ad to 


Classified Opportunities Dept. 


HARDWARE AGE, 


239 W. 39th St., New York 




























770B Bicycle 10” 
Rolls Ball Bearing. 
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age pe “ANCHOR BRAND” 
ro a CLOTHES WRINGERS 








prchor 
Have been true friends to housewives for over a BRAND 
generation. 
The satisfaction they give makes more sales and wins 
more friends. TRADE) | MARK 
Stock ANCHOR BRAND WRINGERS and profit by 
this friendship. 
Best on Earth. Every One Warranted. 
L.M.CO. 
, ¢ ~ RIE. PA. 
Lovell Manufacturing Co. 





ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World. 














Sell Them For Perfect Team-Work 
by the set 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build a substantial repeat 
business, 

Feature tools that are adapted to the individual 
requirements of your customer. Point out the many 
advantages of Bemis & Call features that “hold 
their own” against the best. 








Your suggestions are 
an important part of 
merchandising  ser- 
vice. Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
SERVICE WRENCH 
performs the work of a 
good monkey or pipe 
wrench. Pleases the 
mechanic as well as 
answering every call for 
a handy tool around the 


home. 
TRADE 
| () 


B. &€ CG SCREW 
WRENCH offers real 
improvements. Bars are 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and strength. 
Handle, frame and bol- 
ster are one piece. 


Write for complete de- 
tails and prices. 









Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t bard. Bwery mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the -_ its use in keeping g the t bits in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on «& center oF «a 
level to guide them. They cut from the outer rim. The entire surfsce is 
at work all the time; no jagged ends; every part of the work is smooth and 
= They bere their way through bard knotty, cross grained wood, 
ving a smooth hole and clean, polished surface. 


"The Progressive Manufacturing Co. BEMIS & CALL CO. 


TORRINGTON, CONN., U. S. Springfield, Mass., U. S. A. 
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The Graffco Picture Hanger 
The Graftco Pushpin 


Two Fast Selling Profit Makers in the 
Nationally Known — GRAFFCO Line — of 
“Time Saving Office Devices.” 


GRAFFCO PICTURE HANGERS—‘'The nail 
can't fall out.’’ Strongly constructed of steel 
with handsome brass finish. Made in three 
sizes holding up to 100 pounds. A hanger for 
heavy pictures, mirrors, telephone books and a 
great variety of articles. Display Case Offer 
Upon request. 


GRAFFCO PUSHP!N—Tool tempered = steel— 
points of needle sharpness—set in crystal glass 
heads. Exceptionally strong. A popular article 
of a thousand uses. Display Case Offer—to 
Dealers. 

Vise Signals, Viz Signals, Vise Paper Clips, 
Index Tabs, Map Tacks, Thumb Tacks, Pencil 
Sharpeners. 





Our new, complete catalog mailed upon request 


GRAFF-UNDERWOOD CO. 


20 Beacon Street Somerville Boston 42, Mass. 
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“= ALLIGATOR 


STEEL BELT LACING 


Flexible Steel Lacing Co. 


4616 Lexington Street, Chicago, Pt 
in Enolard at 135 Finebury Pave., London, B 


Just Like Driving Nails 


Only a hammer is needed to apply Alligator Steel 
Belt Lacing. Binds the belt ends in a compres- 
sion grip of steel that pre- 
vents ply separation and 

friction in belt ends. 
Sectional steel rocker 
»hinge pins are practically 
indestructible in service. 
Joint can be opened by re- 
leasing belt tension and 

pushing out the pin. 
Endorsed by leading manufacturers of belting 
and farm implements and by technical and agri- 

cultural schools. 

Sell Alligator Steel Belt Lacing in “Handy 


Packages” of two 6-inch joints or in larger stand- 
ard boxes. 


——— 


Buy it from your jobber. 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the ray ~~ of 
your store up to date 

Write for catalogue ‘aow- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 

















GRAPEFRUIT 
Season Just Opening! 


Order Genco 


Grapefruit knives 
from your Wholesaler. 
s-t-a-i-n-l-e-s-s 


Made by 
Geneva Cutlery Corp. 
Geneva, N. Y. 














American Steel & Wire 


Company 
OChieage, New York, Bostes 
Denver, Birmingham, Dalles 

U. 8. Steel Products Ce. 
San Francisco, Los Angeles. 

Portland, Seattle 

Glidd 











Quick Delivery. Write us for selling plans. 











from 


cover 
COVEeEI— 


Every advertisement, story, . edi- 
torial and market report in Hard- 
ware Age is valuable to the man 
who is looking for the shortest road 
to success. 


Read Hardware Age as a duty to 
yourself. 
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—é—- Break 


Nothing sells goods like a practical demonstration. 

Ask a customer to hold one end of an American [Folding Rule—you 
hold the other end. Now give it two complete turns—it twists, but 
owing to its flexibility it doesn’t break. The customer is SOLD. 
Our Steel Tapes are good sellers, also, because easily read and always 
accurate. 








Folds Up 
Compactly 








Send for Prices. 


A\MERICAN Rule Mfg. Co., 486 Johnson Ave., Brooklyn, N. Y. 
KNOWN QUALITY 


Means easy sales and satisfied customers 


SHARK BRAND CHISELS 


Mark 




















Butt Beveled Edge 
Regular Beveled Edge 
Socket Chisels 
have been known to the trade for 
generations. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 


SHARK BRAND CHISELS are 
sturdy and well made and crafts- 
men and lovers of good tools ap- 
preciate their quality. 





Manufactured by 


Moe’s Mammoth Hopper E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


nr No. 3 Hopper for feeding dry mash. A great favorite with 
poultry raisers and a big seller. Large capacity, holds more than Order from your jobber today, or write. 
a bag of feed, and prevents waste. We carry a full line of Swedish Made Tools and Hardware. 


Send for new catalog of ‘‘Moe’s Line’’—a standard, high grade 


line of Poultry Supplies. SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


HOEFT & COMPANY 116 Broad St, N. Y. 


2305 Davis St., North Chicago, Ill. 509 E. Hennepin Ave. ° Coristine Bldg. 


Minneapolis, Minn. Montreal, Can. 

















The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 
tant part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rustproof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 


Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with ane —— ae et clear ae 

: o other mater wl ast on hose like 
accurate machine cut threads and deep, brass. Sherman Clamps are made to give 
clean corrugations. Made in %—%—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 


(Patentea) HW. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. oad 
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TO 





























BARROWS 


: on 
; STERLING 
Bf STEWART IRON WORKS CO. WHEELBARROW CO. wisconsin. 














DROP FORGED 
WRENCHES 


and proportioned to give stiff 

eee tensile strength. Made ————_ 

on and uniform in machining and finish. Send for 
ARMSTRONG BROS. TOOL CO 


814 WN. Francisce Ave., Chicago, Ill., U. 8. A. 






IRVING HARDWARE CO., INC. 


Tools and Specialties 
12 Warren Street, New York City 


Same personnel as former Jos. F. McCoy Co. 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 
ANTI-Borax COMPOUND Co. 
Fort Wayne, Ind. 





PAT. MAY 87,1908 











ee 39 
HACK “TEI NOX” saws 
ir’ SAD ccc 
“The Fools in hhe Paid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





ye © ba ol Bie” —ebe 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








Robertson “Horseshoe Magnet’ Hammers 


Permanent magnet which holds “ 
the tack in position for driv- it as 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition 
Good profit. 

Name and design trade marks registered U. 8S. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















We Better Machine Screws 
\ 
> for the Hardware Trade 


HARVEY HUBBELL, INC. Bridgeport, Conn. 





LUMBER CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 
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INVISIBLE HINGES 


Styles for every use of houseowners, r- 
penters, cabinet makers, etc. o*Simple in oo 
“P. easily Inotalled a nd long lastin 

’ Sweet's Catalogue (pages 1678-9) 


Sess Manufacturing Co., Inc. 
© BROOKLYN. Ss y. Ve 
Oe. ia 
mie’ a a. oy 





, MacCoy Sales Co., Inc. 


Manufacturers’ Agent 
Exporters and Importers 
14 Warren Street, N. Y. City 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial Se. Rochester, N. Y. 





DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 


17 State Street 














MITCHELLS FLEXIBLE 
RAZOR BLADES wanted 
“Write today for 
ws 43 FREE samples’’ 
STANDARD / 16 | 
= Pks | Ste the fi G. C. MITCHELL 
c . CO., Ine. 


Exclusive dealers 


Aurora, - - iil. 


September 16, 1926 














HENRY W. PEABODY & CO. 
New York City 


















1 MARK 


BROWN @ SHARPE 
ae suelo) 
\Miade Best 
They Gis a Satisfactic 
atalog on request 


stones a SHIARPE MFG. CO. Pro: 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 


“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Ohambers St.; Chicago, 108 W. Lake St. ; 
Sen Francisco, 717 Market St. ; New Orleans, La., 625 Pine St. 
Ogden, Utah, 2327 Grant Ave. 


Ge 
On 


for dealers. 


Elkhart 





Our prices save money 


Pioneers Casters save 
money tor users. 


Made extra heavy to 
eliminate breakage. 


Pioneer Caster & Mfg. Co. 


25 Years of experience 


t Our Prices 
Truck Casters 

















Indiana 

















trae STM PLEX marx 


Reg. U. S. Patent Office 


ROOFING NAILS 
Hold Permanently 


Roofing applied with these nails 

stays on. The extra large cup 
heads provide a wide bearing surface which insures a 
permanent hold. One-piece, heads cannot loosen and 
cause leaks around the head. Head is curved so edge 
will not curl up when driven. Drive in from any angle. 
Sizes: 1” and 134”. Packed in 100-lb. kegs and 5-lb. 
boxes for store trade. 


Send for Samples and Prices. 


CRESCENT BRASS & PIN COMPANY 
5760 Trumbull St. Detroit, Mich. 






Actual Size 





factering experi 
finest omaey of ma 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive lime for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Piemberww’ 
The above tools will your customers, as well as cur 
famous Reund and Oval 

Remember we have had ninety-nine years of successful mane 


ence, employ eal enly skilled workmen and use the 
>} 44. ,- rr Try wus. 


©. 5. OSBORNE & oon BEWARE. N. J 


Osborne High Grade Punches 





Write fer Cataleg 





ESTABLIS 














Gee! It’s the best 
Single Needle Torch 


I Ever Saw 

That’s what expert mechanics 
say. They also say the No. 32 ts 
WELL MADE, STURDY, 
DURABLE, QUICK in opera- 
tion and will soon save its cost. 
Yes—the cost is a trifle more 
1. than cheap inefficient Torches, 

No. 32 but you do not endanger your life 
DE TGR pac US? or property in using it. We war- 
* rant it to please you. 
Jobbers supply at factory price. 


Clayton & Lambert 
No. 32 Torch Mfg. Co. 


Ask for Latest Price 6275 Beaubien St., DETROIT, MICH. 
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Moore Push 


One Piece r 
(Cut-Out) ” 


Chumbtacks Thumbtacks 


Sup: rior 
One-Piece 


bg 


be 3 ! 


Shep Moore Seon 


Prish’ Phumbt: hs 






































are quick sellers to students, clubs, 
offices and large organizations. 
Three Sizes 3” - 7/16” - 4" 
36 - 10c Metal Boxes in attractive, 
green Display Carton. Dealers $2.15. 
Send for illustrated folder and 
Price List including Celluloid 
Covered & Numbered Thumb- 
tacks. 


Moore Push-Pin Co. 
(Wayne Junction) Philadelphia, Pa. 


Free U. S. Silk Flag on a Glass Staff 
when requested, with Price List. 








STORE METHODS 


To provide adequate storage facilities for 
shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


tread steps, steps, fll length hand gripe, rabies Gen, 


* enaneel ae firm construction t 
eliminate vibration and noise and spenee, ladder 
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Classified Opportunities 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 














Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Op —_ ; i  Wrrrrrirrrrr, Trritit $5.00 50% off the above rates 
rtuns xchange Section > 
po ty ~ Each additional inch............ 4.00 aattetn soup ete rao cape eugeed 
Set Solid, Minimum of 5 lines... .$3.00 Hardware Age, Classified Opper- 
Each additiona] line........... .60 Discounts for Classified Advertising tunities, 2309 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 York City 
Each additional one line....... .80 4 insertions, 10% off; 8 insertions, 15% cements Amp th sande each ie 
Average !0 words to a line ff Forms close Ten Days previous to date nA 
Allow One Line for Keyed Address Remittance Must Accompany Order publlention 

















BUSINESS OPPORTUNITIES 








'  -M. M. GODSCHALK 
STORE ENGINEER 


Systems Installed Samples Mounted 
970—206 St., Bellaire, L. I. — Phone Hollis 0725 














FOR SALE—I DESIRE TO SELL my fine hardware store and stock 
located in the suburbs of Youngstown, Ohio. Brick building, two stories 
and basement, 20 x 70 feet. Frame warehouse, 30 x 40 feet, two stories. 
Stock, new and well balanced; fine fixtures; on electric freight line; 
near jobbers. Anyone interested in a good hardware opportunity can have 
full particulars by writing or calling MASON JACOBS, Haselton 
Station, Youngstown, Ohio. 


FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on main 
line of Erie R.R. Stock will ‘inventory about $12,000. Population about 
ao Sse large farming section to draw from. C. S. HUNTER, Chester, 

ew York. 


WILL BUY OR MANAG E * enetivatilie hardware store or agency in 























the New York Metropolitan District. Have recently sold my interest im 
a large store after 35 years ot active and successful participation as 
executive partner Can finance $100,000 proposition. State your propo 
sition Address Box H 230, care of TLARDWARE AGE, New York. 

FOR SALE HARDWARE BUSINESS in one of the best cities of 
25,000 in Northern Ohio. Stock reduced to $3,000. Store room 18 x 65. 
Rent $80.00 month, heated. Rent includes use of $3,500.00 of Duluth 
fixtures A good buy. Address Box H-241, care of HaArpware AGe, 
New York. 

FOR SALE—GOING HARDWARE AND IMPLEMENT business 
in the best farming section of Pennsylvania. Town of 3,000. Complete 
and good stock and fixtures. Business established 40 years. Stock will 
invoice about $25,000 Annual sales amount to $100,000. Reason for 
selling, owner's health. If interested write or call on G. MOYER, 


Mount Joy, Pa. 


AN OPPORTUNITY for a live wire business man to buy a paying 
hardware business in the center of the business section of a growing 
town thirty miles from New York City. Small rental. Stock inventory 
$5,000. Address Box H-209, care of Harpware Acer, New York. 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
= the — west coast of Florida. Address CARL HOLMER, Box 256, 

iami, Fla 











WILL SELL OR TRADE mv fine hardware and housefurnishing 
store on South Side in Chicago. Stock and fixtures will inventory about 
$18,000. Doing good business. $10,000 cash will handle this proposition. 
Address Box H-237, care of Harpware Ace, New York. 





FOR SALE—Hardware business in growing town, 28 miles from New 
aa Price $8,000. Address Box H-197, care of Harpware Ace, New 
or 


WE MANUFACTURE FOR YOU. Company making steel office furni- 
ture is open to contract fabrication in quantity of anything suitable for 
their plant. Address Box H- 222, care of HARDWARE Ace, New York. 








F OR SAL FE Old established hardwr are and houssfurnishine business. 
Located in Metropolitan District. Would consider partnership. Address 
Box H-243 care of Harpware Acer, New York. 


HELP WANTED 


EXPERIENCED CUTLERY MAN ABLE TO TAKE charge of 
retail cutlery department, recently established in Boston hardware store. 
State nationalitv. age, experience and salary. Must have best of references. 
Address Box H-238, care of Harpware Ace, New York. 








HELP WANTED 


WANTED—HARDWARE SALESMAN—Golden opportunity for the 
right man. Located in a town of twenty-five thousand, near Pittsburgh. 
Must be thoroughly experienced and able to furnish references. Inquire 
of J. A. WILLIAMS CO., Pittsburgh, Pa. 


WANTED—SALESMAN FOR EACH of Central States, who is now 
handling other lines, to sell two hardware items we have manufactured 
for years. Commission basis. Address Box H-236, care of Harpware 
Acz, New York. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpwarg Acz, New York. 














POSITIONS WANTED 


POSITION WANTED—YOUNG MAN, 25 years old, unmarried, 
desires a position with a good established firm where there is advancement. 
I have six years’ experience as a retail hardware sporting goods and house 
furnishings salesman, two years as assistant to the manager and buyer. 
I am also a good display man and window trimmer. Can furnish gilt 
edge references. Will consider road or store work. Address A. A. 
DAVIS, 122 West Jones St., Savannah, Ga. 

CAPABLE MAN WITH 10 years’ retail and wholesale hardware 
experience wants position with future in retail or wholesale hardware 
store in Southwestern States. Reference from present employer. Address 
Box H-242, care of HArpWAre AGE, New York. 














HARDWARE SALESMAN, intimately acquainted with hardware trade 
of Michigan, 15 years sales experience, open for good connection manu- 
facturer or jobber. Address Box H-219, care of Harpware Acz, New York. 





SALES ACCOUNTS WANTED 








Agencies Wanted 


Manufacturers’ Agency calling on all the 
hardware and general stores in Canada 
from coast to coast with their own repre- 
sentatives wishes to secure additional 
lines of kitchenware, hardware or hard- 
ware specialties. Best of references. 
Apply Box H-132, care of HARDWARE § 
AGE, New York. ) 














HAVING MERGED THE FORCES OF THREE OF THE OLDEST 
AND BEST KNOWN FACTORY REPRESENTATIVES, COVERING 
ILLINOIS, TOWA, INDIANA, MICHIGAN AND WISCONSIN, WE 
ARE IN POSITION TO ADD A FEW LIVE LINES OF TOOLS, 
CUTLERY AND HARDWARE, CALLING ON JOBBERS AND BEST 
RETAIL TRADE. MANUFACTURERS DESIRING LIVE, ACTIVE 
REPRESENTATION, ADDRESS BOX 7175-A. CARE OF HARD- 
WARE AGE, 1507 OTIS BLDG., CHICAGO, ILLINOIS. 





MANUFACTURERS’ AGENT COVERING NORTH AND SOUTH 
CAROLINA, Georgia and Florida can handle another good line to job- 
bers and large hardware and mill supply trade. Hard worker; excellent 
references. Address Box H-235, care of Harpware Ace, New York. 








WANTED—MAN TO SELL MAYTAG Washing Machines, electric 
and gasoline, on good commission, in Ohio county of 30,000 population, 
farming and manufaeturing. We furnish truck and plenty of washers. 
Address Box H-240, care of Harpware Ace, New York. 





SALESMAN WITH EXECUTIVE ability, calling on hardware and 
department stores in Southern California, desires a line with exceptional 
dg ¥ 5 youre experience. Address Box H- 217, care of Harpwarg AcE, 

cw ork 
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SALES ACCOUNTS WANTED 


WANTED—REPRESENTATIVE LINES on commission basis for New 
York, New Jersey and Long Island, have car. 15 years in retail business, 
giving it up. Well acquainted with the trade in a personal way. Address 
Box H-218, care of HARDWARE AGE, New York. 








MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 





another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Ace, New York. 
MANUFACTURERS’ AGENTS COVERING Wisconsin, Minnesota, 


calling on the wholesale and large hardware trade 


Iowa and Indiana, 
NATIONAL 


will be glad to consider any good line or hardware items. 
ALES CO., 361 South Sheridan Road, Kenosha, Wis. 


| 


SALES REPRESENTATIVES WANTED 





LOCAL REPRESENTATIVES IN ALL IMPORTANT CITIES 
wanted to handle our complete line of popular priced mops and dusters 
to the woodenware, grocery, and house furnishing jobbers, large depart- 
ment stores and syndicates on a commission basis. Only proven business 
getters now having contact with trade and non-conflicting lines need 
apply. In first letter state lines carried, exact territory covered and 
houses represented. The right proposition is awaiting the right men. 








MANN UTILITIES CORP., 212 East 99th Street, New York City. 

SALESMAN WANTED—To sell high grade line of mechanics’ tool 
chests to hardware trade on commission basis. Some choice territory open. 
No objection to non-conflicting lines. The A. FISS COMPANY, 3939 
Olive St., St. Louis, Mo. 








Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 





Bronze . 
and Copper Spargo Wire Co., Rome, N. Y. 





AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 








Get an “‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keen edge on any- 
thing——knives, scissors, sickles, tools. A 
quick and ready seller—and a “profit 


producer 
DAZEY CHURN & 
MFG. C 


4301 Warne Ave. 
St. Louis, Mo. 









Confidence in Efampin, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Comnspenss® peestste 


mp e 

DanVers, Mass. 
“Licensed under the General Electric 
Company's Ineandescernt Lamp Patents.’’ 














anh 
Established 1863 
35-37 Wooster Street, New York 





American Can Company 


CHICAGO 


NEW YORK 





SAN FRANCISCO 







Cans for all Sa 
Sania and signs. 








Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive displa y cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 











Send for our new Catalog of 


Granite Cutting Tools 
Trow & Holden Co., Barre, Vt. 





ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 





























Furniture Floors ‘: Woodwork 


Bouquet-Brownson Co. Ine. “Paul, “Minn. 
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NDEX TO ADVERTISERS 








THE ADVERTI#FERS INDEX is published a convenience and 


Brery care will be taken te index ecorreetiy. 





General Fireproofing Bldg. Products 
ee I cis bcc cewedebeewees 
Gold Seal Electric Co 
Goodell-Pratt Co. 
Graff-Underwood Co. 
Grebe & Co., Inc., A. H 
Greenfield Tap & Die Corp 


eoreer eee eee eneeneewn eer rr rere ee 


A-C Electrical Mfg. Co 


Allith-Prouty Co. 
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Aluminum Products Co 
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Anti-Borax Compound Co 


Armstrong Bros. Haag Tn. cktt sidicedhoowrnane tbat 


Hanover Wire Cloth Co 


@erevrervrerevreeeeeneeeeeneseeoneenee 


Atkins & Co., E. C 
Aute Vehicle Parts Co................... 


Creer eeeee eee eeaereeeneaeee 
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Hubbell, Inc., Harvey 
Hygrade Lamp Co 


ee ee ee a 
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Bissell Carpet Sweeper Co 


Bommer Spring Hinge Co 
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Independent Lock Co 
Indiana Steel & Wire Co 
International Silver Co 


e@erevreeaereeneneeneeee 
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Brown & Sharpe Mfg. Co................ 106 
Jennings Mfg. Co., Russell 
Johnson Arms & Cycle Works, Iver 


@eeerereeeneeneeneeeewe eee eeerene 


Chicago Solder Co 
Clayten & Lambert Mfg. 
Coburn Trolley Track Mfg. Co............ 
Coes Wrench Co 
Consolidated Electric Lamp Co 
Continental Wood Screw Co 
Crescent Brass & Pin Co................. 
Crescent Tool Co 


Kelly Axe & Tool Co 
Keuffel & Esser Co 
Klein & Sons, M 


ere ervr eee eee eeen eee eee 
ee ee 
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Lamson & Goodnow Mfg. Co 
Landers, Frary & Clark 
Landreth Seed Co., D 
Lindemann & Co., O 


Ludlow-Saylor Wire Co 
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ee Gee Ge Be Gains c cccccccccscecess 
Detroit Torch & Mfg. Co 
Diamond Calk & Horseshoe Co 
Disston & Sons, Inc., Henry 


eere-.e eee eee et eeennee 
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MacCoy Sales Co., 


Duluth Show Case Co 
DuPont de Nemours & Co., E. I 
Dwiggins Wire Fence Co 


Maydole Hammer Co., David 
Mayes Bros. Tool Mfg. 
Milbradt Mfg. Co 
Miller Tool & Mfg. 
Mitchell Co., Inc., G. C 
Mohawk Corp. of Ill 
Moore Push Pin Co 


eee eeeee eevee eneeneeeaee 
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Empire Level Mfg. Co 
Energy Elevator Co 


@eervreveeeeeeveeeeneneneeenenenee 





National Carbon Co 
National Enameling & Stpg. Co 
Nicholson File Co. 


Flexible Steel Lacing Co 
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Osborne & Company, C. S............... 107 
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Sterling Wheelbarrow Co..............6+. 106 
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Thomson Mfg. Co., Judson L............. 109 
Toledo Metal Wheel Co.................. 77 
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Wright Steel & Wire Co., G. F........... 88 
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You Are Tool Headquarters 
—But Are You 


Wrench Headquarters? 


Two of the largest groups of tool users in the coun- 
try are the car owners and mechanics-—but their 
tool equipment consists mostly of wrenches.  Fac- 
tories, mines, farms, ships are also big wrench users. 
No matter where your store is located—on the sea- 
board, in the coal fields or in an agricultural section 
—with the Snap-On line you can make your store 
wrench headquarters. 

Snap-On Wrenches are now the choice of nine out 
of ten automobile mechanics in your town. They 
have introduced them to all other wrench users. 


As soon as your trade knows you have Snap-On 
Wrenches in stock you will learn how much these 
tools are appreciated by men who know and want 
speedy, efficient wrenches. 


Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 
Sole Distributors— 


14 E. Jackson Blvd., Chicago, III. 


Distributing Branches in 19 Principal 
Jobbing Centers 


Install the Snap-On display 
cabinet. The investment 1s 
small. We supply you with 
complete information and lots 
of sales helps to make money 


on the line. 


Write for details. 


Snap-on 


INTERCHANGEABLE 


Socket Wrenches 
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MODERATELY PRICED SMOKELESS LOADS 


CONOMY Loads are the best obtainable at the price. 

They are loaded with American made smokeless powder, 
and are thoroughly wet proofed, top-wad, crimp, and body, 
by Remington’s exclusive patented process, yet they sell at 
only a slight advance over black powder shells. Shooters 
accustomed to black powder are enthusiastic over these lower 
priced smokeless loads. Furnished in 12, 16, and 20 gauge. 


Anticipate your fall requirements now and be prepared for the early season 


shooting. 
Remington Arms Company, Inc. 








25 Broadway Established 1816 New York City 
Rem .4 Le 
LON, 
C126 B.A Co, 
RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS 











